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| Sparks 


State of the Nation’s Economy: 
Up 

INDUSTRIAL Propuction — Rose 15 

percent above May, 1952, according 


"to Federal Reserve Board, or 242 
/percent above the 1935-39 average. 


ConsuMER Crepit—Increased in 
April to a new record of nearly 
© $26.2 billion, or $5.2 billion above 
'a@ year ago. Automobile credit 
» jumped $295 million to bring the 
_ total of this type of paper toa 
little over $9 billion. This was 
about $2.9 billion higher than a 
year ago. 

MANUFacTuRERS’ SALES—Estimated 
-at $26.4 billion in April, according 
to Commerce Department, or $3.5 
‘billion higher than in previous 
year. Book value of manufacturers’ 
‘inventories increased $200 million 
in April, bringing them to a total of 
$44.5 billion. 

Store Sates—In week ended 
| May 23, department stores sold 
' 8 percent more than in the like 
period of 1952, according to 
_ Federal Reserve Board. 
| VenHicte Output — Estimated last 
/week at 125,867, according to 
| AUTOMOTIVE News, or 11,800 unit 
“above the preceding week. 

' Farm Prices — Increased 0.75 
i cent between mid-April and 
i@ May, according to Agriculture’ De- 
' partment. 
Foop Prices — Retail foodfprice 

index in the month to -May 
_ rose 0.6 percent, accorging to 
A Bureau of Labor Statistjcs. 
| Raw Earnincs—Were $7 million 
m™ during April, an increase of $30 
million over April, 1952. 
fe x 7 * 


Down 


Farm Exports — Declined in 
March 33 percent below the $373 
million figure of March, 1952, ac- 
cording to Agriculture Department. 

Sree, Output—Last week’s pro- 
duction dropped to 95.3 percent of 
capacity from 98.3 percent the 
preceding week. 

Raw Loapincs — Totaled 769,618 
ecars—a decline of 10,187 cars from 
'the previous week. 

” x * 


General 


ENGINEERS’ INcomME—The average 
salary of an engineer in private 
employment in New York City is 
$9,000 a year and his average age 
_is 4544, a survey of New York State 
Society of Professional Engineers 
revealed. 


Top Cars 
New-car registrations for three 
months, plus 34 states for April: 


1953 Pos. Make 1952 Pos. 
1—367,454 Chev. 254,281— 1 
2—288,803 Ford 197,764— 2 
38—174,102 Plym. 133,148— 3 
4—134,020 Buick 93,359— 4 
5—112,484 Pontiac 75,259— 5 
6— 93,081 Olds. 64,829— 7 
i— 90,171 Dodge 67,023— 6 
8— 74,218 Mercury 50,221— 9 
9— 52,507 Nash 36,858—10 
10— 47,539 Chrys. 35,558—11 
1l— 42,560 Stude. 53,961— 8 
12— 36,181 DeSoto 27,385—12 
13— 33,592 Cadillac 23,485—13 
] 14— 27,053 Packard 19,356—15 
15— 21,672 Hudson 22,168—14 
| 16— 17,554 Willys 8,688—17 
1 17— 10,904 Lincoln 6,211—19 
18— 9,328 Kaiser 11,260—16 
19— 4,555 Henry J 8,398—18 
20— 2,158 MG 1,416—20 
21— 1,237 Austin 1,381—21 
22— 249 Allstate 369—22 
Total All Makes 
1,648,140 1,198,197 
For further details, see page 
44, today’s issue. 
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Automotive Newsreel 


25th Birthday Bow of New Plymouth Team— 


Plymouth will start its second quarter century Sunday, June 14, with a relatively 
new top management team. John P. Mansfield (second from left) became president 
of the division in May, 1952. His principal assistants took their new posts in 1953. 
Shown (from left) are Carl J. Demrick, general manufacturing manager; Mansfield; 
William J. Bird, general sales manager, and Robert Anderson, chief engineer. 


Washington State Officers Chosen— 


At the recent convention of the Washington State Auto Dealers Assn. in Spokane, 
the officers chosen were (from left): Warren Simmons, executive board member; Henry 
Backstrom, second vice-president; L. M. Kauffman, retiring president, who remains on 
the executive board; Lee Moran, president; Fred K. Eells, manager; Leon Titus, secre- 
tary-treasurer, and James Gilchrist, third vice-president. Not in the photo is the new 
first vice-president, Harold Cahoon. Moran is a former NADA general manager. 


Oldest Ford Dealers Visit Rotunda— 


Seven oldtime Ford dealers, all of whom knew and worked with the late Henry 
Ford, were guests last week of Henry Ford Il and members of the company’s ad- 
ministration committee at the newly remodeled Rotunda. In Dearborn to help Ford 
Motor Co. celebrate its 50th anniversary, they lunched with Ford executives and 
then toured the Rotunda, stopping to inspect Lincoln-Mercury's XL-500. Above (from 
left) are J. R. Davis, Ford vice-president, international and tractor group; L. W. 
Smead, general sales manager, Ford division; Walker A. Williams, Ford sales vice- 
president; L. D. Crusoe, general manager of Ford division; Dr. C. L. Patterson, of 
Patterson & Campbell, Westside, !a.; John Stafford, of John Stafford, Leonardville, 
Kans.; Willis J. Hakes, of Willis J. Hakes, Inc., Fostoria, O.; Ernest R. Breech, Ford 
executive vice-president; C. C. Housenick, of Housenick Motor Co., Bloomsburg, Pa.; 


Henry Ford II; William L. Hughson, 84, of William L. Hughson Co., Inc., San Fran- | 


cisco, the world’s first Ford dealer; A. F. Sammis, of Sammis & Downer Co., Inc., 
Huntington, L. I., N. Y., and William Remshardt, of Pioneer Garage, Red Wing, Minn. 


Gear Strike Still Curbs Independents 


By Bob Lienert 
Staff Writer 


ESTIVE strikers at Warner| 


gear’s Muncie (Ind.) plant re- 
fused last week to ratify a UAW- 
negotiated settlement of a seven- 
week tieup, thereby delaying return 


of independent auto makers to full | 


production. 

After the scheduled ratification 
blew up in the face of pleas from 
the UAW-CIO International, new 
negotiations were launched with 
the company, a division of Borg- 
Warner Corp. No progress was 
reported at press time Thursday 
and no further meetings were 
scheduled. At issue are complex 
incentive-pay rates. 

Members of the plant’s Local 287 
voted last Thursday, Friday and 
Saturday for new officers. Ob- 
servers speculated that intra-union 





| politics involving the election and 


the International may have in- 
fluenced the rejection of the strike 
settlement. In such a situation, 
completion of the election could 
lead to relatively speedy agreement 
and ratification. 

x * * 

UFFERING most from trans- 

mission shortages which have 

resulted from the strike are Willys, 
Studebaker, Kaiser and Nash. 
Willys halted operations May 20 
and Kaiser shut down June 1. 
Studebaker cut output in half two 
weeks ago while Nash reduced pro- 
duction May 18. 

The rejected Warner agree- 
ment had been negotiated in De- 
troit by members of the Inter- 
national and company represent- 
atives, under guidance of Federal 
mediators, while the UAW was 
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Output Mounts Again; 


Record in 


First Half 


Is Now a Probability 


Ford’s Recovery After Forge Tieup Pushes Week’s 
Production to 125,867 Cars and Trucks; 
Big Three Makers Set Fast Pace 


HAKING off some of the effects 

of supplier strikes, auto makers 
last week gained ground in their 
drive to make the first half of 1953 
a record production period. 

The main deterrent to that goal 
—a complete shutdown in assem- 
bly operations of the Ford di- 
vision—had been cleared away, 
and a fuller recovery in Ford 
output this week should add sub- 
stantially to the industry total. 

Aceording to Automotive News 
estimates, U. S. plants last week 
turned out 110,838 cars and 15,029 
trucks for a total of 125,867 vehi- 
cles. The previous week’s yield, re- 

ised figures showed, was 101,466 
cars and 12,601 trucks for a 1953 
low of only 114,067 units. 

ed * * 


With a steady climb in pro- 
duction now in prospect, 
manufacturers will shoot for a six- 
month turnout of 3,915,000 vehicles, 
topping by some 20,000 units the 
previous first-half high of 3,894,247, 
set in 1951. 

Significantly, the increase 
would be achieved despite much 
lower production of trucks, Pres- 
ent trends indicate that 3,257,000 
cars will be built in the first six 
months of this year, compared 
with 3,106,457 in the 1951 period. 
Trucks would total 658,000 in 
1953, as against 787,790 in 1951. 
To attain the new mark, auto 
makers would have to build 686,000 
vehicles—590,000 cars and 96,000 
trucks—this month. That figure 
already has been surpassed twice 
this year, with both March and 
April going over 700,000. 

~ * n 

([Houcs settlement of a dispute 

at its Canton (O.) Forge plant 
permits Ford to reenter the pro- 
duction race, the protracted strike 
at the Warner gear division of 
Borg-Warner Corp. in Muncie, Ind., 
last week tightened its vice on the 
independent auto companies. 

A shortage of transmission 
parts put Kaiser Motors out of 
the picture entirely last Monday 
(June 1), and company spokes- 
men said there would be no pro- 
duction until June 15 even if the 





getting revisions of its five-year 
pacts with the Big Three (Auto- 
motive News, June 1). Ratifi- 
cation originally had been 
scheduled for May 31. 

Then Local 287 officers, an- 
nouncing that the settlement did 
not solve the basic issues of the 
dispute, refused to submit the 
proposal to the membership for 
ratification. Average pay for in- 
centive-pay workers has been $2.37 
an hour, 

Invoking seldom-used authority 
to bypass local officers and call a 
membership meeting, the Inter- 

(Continued on Page 51, Col. 1) 
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Warner tieup should end before 
then. Meantime, assembly of 
Willys cars and trucks remained 
at a standstill. 

While production among the in- 
dependents in general dropped off 
last week, the reverse was true for 
the Big Three. Chrysler Corp.’s 
weekly car output rose by more 
than 5,000 with settlement of labor 


(See OUTPUT, Page 55, Col. 5) 


Chrysler Imperials Get 
Automatic Drive 


DETROIT.—Chrysler Division 
is equipping Imperial and Crown 
Imperial models with the first 
fully automatic transmission in 
its history at no increase in 
prices, it was revealed last week 
by E. C. Quinn, president. 

It will be months before 
Chrysler gets production up 
enough to make the transmis- 
sion available on other models. 
The device is of the planetary 
type—on the order of Hydra- 
Matic — combining a torque con- 
verter with two bands. 

A development of Chrysler en- 
gineers, it weighs only 214 
pounds, in comparison with 350 
to 400 pounds for competitive 
devices. 


Factories Urged 
To Improve 


Field Attitude 


By Bob Finlay 
Managing Editor 
AVte manufacturers could easily 
avoid a rash of restrictive legis- 
lation, such as the recent Oklahoma 
law licensing 
dealers and mak- 
ers, by insisting 
on a more rea- 
sonable attitude 
down through 
their field staffs, 
according to Rob- 
ert S. Armacost 
(Studebaker), 
NADA president. 
Meeting with 
auto writers last 


R.S. Armacost Thursday in con- 


| ieee with the NADA directors’ 


meeting in Detroit, Armacost also 
said: 

1. The auto market is becoming 
normal, rather than fearful, 

2. Many dealers are unable still 
to get enough cars in spite of talk 
about overproduction. They are un- 
likely to be able to meet the de- 
mand for some months. 

a. + x 
3 USED CARS are a problem, but 
® the solution lies in taking cars 
in more realistically and keeping in 
closer touch with the market. 

4. Truck distribution policies 
are hurting dealers, but as cars 
become less attractive to dealers 
the truck market will settle 
down. 

“IT feel,” Armacost told a gather- 
ing of directors and high factory 
executives Wednesday evening, 
“that the people who buy trucks 
are the very ones who ean best 

(Continued on Page 48, Col. 1) 
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Wholesale U. C. Index 
Drops to Year’s Low 


By Sam Sampson 

Staff Writer 
HOLESALE used-car prices 
continue to fall slowly every 
week, while retail sales remain 
sluggish to slow. That’s the used- 
car picture, as gathered by AuTo- 

MOTIVE News last week. 

Automotive News’ used-car in- 
dex showed a $3 decline in the 
overall average wholesale price 
last week, with the figure of 
$1,014 setting another new low for 
the year. 

Retail sales are running at about 
the same level of the last month, 
with used-car stocks growing larger 
in many areas. In several instances, 
used-car sales figures are about 
even with new-car sales for the 
same period. 

+ * * 

NE aspect of the market, how- 

ever, has changed, according to 
a survey of Detroit used-car deal- 
ers last week. There is no longer 
a shortage of customers who want 
to buy good used cars. 

Several of the dealers told Au- 
tomotive News they had shown 
cars to near record numbers dur- 
ing the last three weeks, and that 
many of them were eager to buy. 
Several makes, dealers said, were 
“hot” in public demand. 

But when it comes to closing the 
deal with a finance company, a 


Plymouth Output 
Of Hy-Drive Cars 
At 3,300 a Week 


DETROIT.—Plymouth plants are 
now producing cars equipped with 
Hy-Drive at a rate of more than 
3,300 a week, according to John P. 
Mansfield, president. 

The company has completed 
sampling its more than _ 10,000 
dealers and retail deliveries are 
now being made, Mansfield said. 

Hy-Drive is described as a com- 
bination of torque converter and 
Synchro-Silent three-speed trans- 
mission which eliminates the need 
for shifting in all normal driving. 
After the engine is started in 
neutral, the driver shifts into high 
gear and normally drives in that 
gear throughout his trip. 

Second and low gears are re- 
tained for heavy pulling and for 
engine braking on mountain 
grades, it is said. 

To put Hy-Drive into production, 
Plymouth set up a new department 
in its main plant in Detroit for 
machining of the torque converter 
housing and for assembly of the 
converter. Application of the unit 
to production cars involved 20 





modifications in the engine, chassis 
and body. 





Edison Memories— 


When Harold S. Vance (left), president 
of Studebaker, and Charles Edison, former 
governor of New Jersey and former secre- 
tary of the Navy, met recently at an 
auto show, Edison was attracted to a 
1902 electric carriage produced by Stude- 
baker. He recalled that it was identical 
to one driven by his father, the late 
Thomas A. Edison. Vance told him that 
the famous inventor purchased the second 
electric made by Studeboker. 


majority of the arrangements will 
not be accepted, dealers said. 
Credit firms have tightened down 
terms considerably, and are taking 
only the most attractive offers. 

* + ° 


“TJOW can you operate when the 

finance companies, in effect, 
tell you how much you can pay 
for a car,’? asked Jack Geller, 
partner in C & G Motors. “I’ve 
made money, ‘in my 30 years of 
business, by taking a little gamble 
now and then.” 

Another dealer, Yale Simons, 
partner in Pappy’s Used Cars, 
pointed out the damaging effect 
that credit restrictions will ulti- 
mately have on the used-car 
market. 


“Customers will shop at three or 
four different lots, find they can- 
not buy a used car at any of them, 
and go home,” Simons said. “If a 
customer isn’t satisfied with a 
dealer once, he probably won’t be 
back. 

“Even worse, some of my regular 
customers have been refused paper 
from finance companies. This isn’t 
doing my business any good, nor 
any other dealer’s either, for that 
matter.” 

* * + 

_ RICE, son of Floyd Rice, Ford 

dealer who carries on an exten- 
sive used-car operation, said that 
business at the lot had been slightly 
better recently. At present, he said, 
the firm’s used-car inventory is 
down, and that they were buying 
a few cars. 

“I think the situation will 
straighten itself out soon,” Rice 
said, “and all dealers will be 
doing a better business. When the 
public wants to trade cars badly 
enough, they’ll do it somehow.” 

Other dealers said they were be- 
ginning to carry some of their own 
paper, and would continue to do so 
as long as finance firms kept up 
present practices. 
7 * + 

T CLEVELAND, used-car sales 

in May were only slightly better 
than new-car volume, it was re- 
ported. New-car sales for the month 
were listed at 7,451, as compared 
with 7,541 used cars. 

So far this year, new-car volume 
in Cleveland has been 32,696, and 
used-car volume 33,001. 

The Federal Reserve Bank 
there, commenting on the auto 
market, said that “to move the 
current volume of used models 
appears to require substantial 
price reductions in a good many 
instances.” 

The present used-car stagnation 
appears to be nationwide, since 
many smaller communities have 
reported that the used-car market 
is subnormal. It is also apparent 
that the trend for finance firms 
to tighten terms is widespread, 
since most of the areas list credit 
as one of the chief problems in 
moving used cars. 


Chevrolet Headed 
For Alltime High 
Ist Half Output 


KANSAS CITY. — At its present 
production pace, Chevrolet will turn 
out more than a million cars and 
trucks in the first 
six months of 1953 
and top the rec- 
ord rate of 1950, 
according to T. H. 
Keating, Chevro- 
let general man- 
ager. Keating’s 
statement was 
made here last 
week on his 
arrival for the 
General Motors 
Motorama which T. H. Keating 
opened Saturday. Chevrolet’s pro- 
duction currently is running ahead 
of the previous alltime high, he 
said. 

In 1950, Chevrolet broke industry 
production records that had stood 
since 1923, and became the first 
single company to manufacture 
more than 2 million vehicles in 
U. S. plants in one year. 





No. 2 ina Series... 


Letter to Salesmen 


by 
John O. Munn 


Dear Son: 


MOST SALESMEN think that every prospect shops 
for top allowance for his used car. Banish this thought. 
It is not true. Assume, when you talk to a prospect, that 
you are the first salesman on the deal and that he will 
talk to no other if you handle the allowance correctly. 


Every prospect has to start with some dealer first. 
Natural aversion to shopping around will keep him from 
going elsewhere if he is convinced by you, the first sales- 
man, that he is going to get all his old car is worth. 


Before the war, a survey made of more than three 
million appraisals recorded that only 14 percent of all 
buyers deliberately shopped. Conditions were as competi- 
tive then as now and, while this percentage may vary in 
larger cities, remember these facts: 


A.—That the small percentage of people who actually 
shop may go to as many as 20 dealers for the last dollar. 
This is where salesmen and dealers get the wrong im- 
pression. You must keep in mind that the larger per- 
centage of the buyers do not shop. Therefore, we must 
not let a small percentage poison our minds and disturb 
our selling technique. 


B.—Ninety percent of the buyers are new-car minded. 


C.—Most of the high allowance offers, allegedly quoted 
by another dealer, have their basis in the fact that the 
prospect, ignorant of the true value of his car, starts out 
with a high figure and then seeks to justify it by claiming 


some other dealer offered that much. 
~ * ” 


D.—THE SALESMAN, himself, lacking not in sales 
ability but evidence, proof and argument as to the used 
car’s worth, has not had the benefit of sales training 
which, when once acquired, will give him as good a sales 
canvass on selling the used-car allowance as he already 
has on the new car. 


Whether you agree with these four statements or not, 
if you will accept them and direct your efforts accordingly, 
you will experience a decided improvement in sales and 
commissions earned. 


A large share of all prospects are reasonable. Gain the 
prospect’s confidence by calling his attention to news- 
paper advertisements of local or near-by dealers, which 
show what his particular make or model is being offered 
for in that community. This is convincing evidence. You 
are not asking him to take your word for its market 
value. 


Examine the car carefully point by point and then ride 
in it with him, so that both you and he find out and agree 
upon the repairs and replacements needed to put it in a 
salable condition. 

* * * 

THEN TELL the prospect that, in order to sell his car 
at the advertised price, the dealer in addition to the re- 
conditioning will probably have to accept a time paper or 
take another used car as part payment, as well as pay 
commissions and overhead cost. 


Here is the procedure to keep in mind: 


1.—Give proof and visible evidence as to the market 
value of the customer’s car in a salable condition. 


2.—Ride with him in the old car. 


3.—Then when the prospect asks, “How much for my 
old car,” ? you won’t weaken but will see in the question 
the first interest your customer has shown in finding out 
how much the new car will cost. This presents an oppor- 
tunity to close him by utilizing your salesmanship not 
only on the new car but also on a fair used-car allowance. 


Cordially yours, 


Dad 
McCarthy Deals 


Pontiac, Inc., Toledo, to Don Whit- 
field. 

The Jim White organization also 
owns Chevrolet dealerships in Day- 
ton, Springfield and Zanesville, O., 
and Petersburg, Mich. 

The three McCarthy Chevrolet 
dealerships in the Detroit area 
were acquired separately last month 
by two former McCarthy employes 
and an ex-Detroit dealer. McCarthy 
died in February. 





2 More Acquire 


TOLEDO. — The late Jerry Mc- 
Carthy’s Chevrolet dealership in 
Kokomo, Ind., has been purchased 
by Jim White Chevrolet Co., of 
Toledo. Jay Norwine, of Toledo, will 
be the new manager. 

The McCarthy Pontiac dealership 
in Grand Rapids—Sutter Pontiac 
Co.—has also been sold to a Toledo 
dealer, William H. Miller. It will be 
known as Miller Pontiac Co. Miller 
sold his interest in Miller-Whitfield 





52 Registrations 
Up 2.6 Percent 


43,810,531 Cars, 
9,207,897 Trucks 


WASHINGTON. — Registration 
of motor vehicles in the U. S. las 
year totaled 53,258,570, an increas 
of 2.6 percent over 1951, the Bureau 
of Public Roads _ disclosed last 
week, 

Although the registrations in 
1952 were greater than in 1951, 
the increase was considerably 
less than in any year since the 
close of World War II, it was 
stated. 

Cars registered totaled 43,810,531 
a 2.6 percent increase over 1951; 
trucks reached a total of 9,207,897, 
a 2.3 percent increase, and buses 
totaled 240,142, a 4.2 percent in- 
crease, 

For the first time, a state passed 
the five-million mark in vehicles 
registered, California reporting 5,- 
154,326. Next in number of vehicles 
were New York with 3,980,527; 
Pennsylvania, 3,266,830; Texas, 3,- 
155,337; and Ohio, 3,021,633. Two 
other states, Illinois and Michigan, 
reported more than 2% million 
vehicles. 

The greatest increases occurred 
in Arizona (12.3 percent), Nevada 
(9.4 percent), Florida (7.5 percent) 
and Alabama (6.5 percent). Three 
states, Iowa, Texas, and Minnesota, 
reported slight decreases in regis- 
trations for 1952, ranging from 0.9 
percent to less than 0.1 percent. 

Fees for registrations, dealers li- 
censes, permits, titles and miscel- 
laneous receipts of registration 
agencies totaled approximately $1,- 
065,000,000. 

Motor vehicle travel on roads 
and streets in 1952 reached an 
alltime high of nearly 517 billion 
vehicle-miles, a gain of 5.4 per- 
cent in vehicle registrations. 

Motor vehicles consumed more 
than 40 billion gallons of gasoline 
and other fuels, State taxes on mo- 
tor fuels yielded $1,958,459,000. This 
includes the taxes on 552 million 
gallons at other than the regular 
rate because of special rates on 
diesel fuel in a few States, and re- 
duced rates in some states for non- 
highway use. Five and one-half 
billion gallons of motor fuel was 
exempted from taxation or the tax 
refunded because of use in agri- 
culture, aviation, industry and by 
Government. 

State taxes on gasoline ranged 
from three to seven cents per 
gallon, and on special fuels, from 
three to eight cents per gallon. 
The average state motor fuel tax 
was 4.83 cents per gallon. During 
1952, Louisiana decreased its gaso- 
line tax from nine to seven cents 
per gallon, while Missouri and the 
District of Columbia increased 
theirs by one cent. 

Registrations of motor vehicles 
by states are as follows: 


STATE 


Total Total Per- 

1952 1951 cent- 

age 

Inc. 

Alabama 777,285 730,104 6.5 
Arizona 330,054 293,833 12.3 
Arkansas 505,281 499,642 | 
California 5,154,326 4,926,543 4.6 
Colorado 621,627 599,613 3.7 
Connecticut 789,483 764,241 3.3 
Delaware 122,232 116,750 4.7 
Florida 1,178,682 1,096,065 7.5 
Georgia 1,021,722 969,167 5.4 
Idaho 290,529 281,372 3.3 
Illinois 2,841,125 2,789,546 1.8 
Indiana 1,529,876 1,513,025 1.1 
Iowa 1,090,358 1,100,191 —0.9 
Kansas 921,476 893,932 3.1 
Kentucky 855,929 820,339 4.3 
Louisiana 755,590 735,997 2.7 
Maine 287,525 280,141 2.6 
Maryland 779,545 736,827 5.8 
Massachusetts 1,376,058 1,346,520 2.2 
Michigan 2,566,628 2,555,257 0.4 
Minnesota 1,217,201 1,217,450 .... 
Mississippi 524,062 510,256 2.7 
Missouri 1,332,747 1,320,113 1.0 
Montana 282,578 277,031 2.0 
Nebraska 619,693 608,484 1.8 
Nevada 94,178 86,062 9.4 
New Hampshire 181,497 180,162 0.7 
New Jersey 1,746,068 1,685,304 3.6 
New Mexico 271,848 258,838 5.0 
New York 3,980,527 3,931,559 1.2 
North Carolina 1,171,015 1,129,454 3.7 
North Dakota 285,128 283,809 0.5 
Ohio 3,021,633 2,940,388 2.8 
Oklahoma $91,473 865,530 3.0 
Oregon 711,982 691,397 3.0 
Pennsylvania 3,266,830 3,189,198 2.4 
Rhode Island 270,983 261,024 3.8 
South Carolina 686,270 648,297 5.9 
South Dakota 299,909 298,412 0.5 
Tennessee 933,900 905,298 3.2 
Texas 3,155,337 3,157,009 —#0.1 
Utah 273,313 264,711 3.2 
Vermont 125,875 123,988 1.5 
Virginia 1,034,011- 984,276 5.1 
Washington 988,849 969,783 2.0 
West Virginia 497,313 490,211 1.4 
Wisconsin 1,249,265 1,246,136 0.3 
Wyoming 156,097 149,334 4.5 
Dist. of Col. 193,657 191,316 1.2 
53,258,570 51,913,965 2.6 
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By John O. Munn 





IT time for supermarkets in the 
used-car field? Dealers, in the 
future, will be called upon to sell 
at least 12 million used cars annu- 
ally. More and better sales efforts 
are indicated, if that volume is to 
be handled at a profit. 

Too frequently used cars are 
handled as distressed merchandise. 
With expanding inventory, there is 
always a tendency for dealers to 
liquidate on any terms, rather than 
utilize more thoroughly planned 
campaigns to move used automo- 
biles in the required volume each 
month. 

One interesting development of 
a supermarket was started in Los 
Angeles on the first of February 
this year. Seven dealers, some 
new-car dealers and some exclu- 
sive used-car dealers, organized 
the “City of Cars” occupying 14 
acres, with three blocks fronting 
on Crenshaw Boulevard, on which 
1,900 cars could be constantly on 
display. The organization is run 
by a Board of Directors made up 


Illinois Accuses 
Dealer of $45,000 
Mortgage Fraud 


MOLINE, Ill. — Vernon Schiebel, 
37, operator of Schiebel Auto Sales 
(Kaiser-Frazer) here, has_ been 
held for the Rock Island County 
grand jury under $10,000 bond; 
charged with obtaining money un- 
der false pretenses. 

State’s Attorney Bernard J. Mo- 


ran said Schiebel, a veteran dealer, | 


obtained an estimated $45,000 from 
Commercial Credit Corp. in a 
“racket to bilk finance companies 
by false mortgages.” 

The state’s attorney said Schiebel 
obtained the money from the fi- 
nance company by using serial 
numbers and motor numbers of 
cars which he did not even own. 


Schiebel conducted the operation | 
from September, 1952 to March of | 
this year, when, Moran said, in-| 
vestigators from the CCC became | 
suspicious. | 

The state’s attorney said he has} 
evidence of 19 separate instances | 
in which affidavits were obtained | 
from persons whose cars were} 


| of the cooperating dealers who 
operate under a code of ethics. 


The lighting installation cost more 

|than $40,000. All the wiring is under- 
|ground. It consists of nearly 1,000 
| flood lights with 24 million candle- 
power turning nighttime into day. 
The display area covers more than 
250,000 square feet and was black- 
topped at a cost of $30,000. The pav- 
ing required 3,700 tons of material, 
enough to construct a roadway 
three miles long. 


A sign 1,250 feet long and 20 feet 
high, said to be the largest single 
sign in the world, forms a backdrop 
for the car display. Another feature 
of the City of Cars is the series of 
paint, service and upholstery shops. 
j * * 


| * 
Kids Not Overlooked 
|(.HILDREN have not been over- 
looked, either, for a supervised 
Kiddieland Park, complete with 
swings, slides and toys, keeps the 
little ones happy and occupied while 
their parents shop. 

One of the features of this super- 
|market is a one-eighth mile black- 
|topped test track, where prospects 
can try out cars in which they are 
interested. This unique feature of 
jthe lot has a confidence-building 
| significance, because any car can 
_be immediately demonstrated with- 
| out the necessity of the driver using 
|congested city streets. This also 
|'works much to the advantage of 
| the sales effort, because many pros- 
| pects who would like to test out a 
car do not have their driving li- 
|censes or are reluctant to drive a 
| car, with which they are not famil- 
iar, on city streets. The test track 
|within the property solves these 
| two problems that so frequently in- 
|terfere when selling used cars. 
The reputation of the individ- 
| ual back of this product argues 
| for its success. He is Corson W. 


Ide, who has Ford dealerships in | 


Beverly Hills and San Marino, 


| Calif., and has long been active | 


Important Restrictions Quoted in Full... 


Eprror’s Note: In view of the 
widespread interest in the new 
Oklahoma law which requires 
licenses for manufacturers, deal- 
ers, distributors, factory repre- 
sentatives and salesmen, we are 
quoting in full the important re- 
| strictive sections: 


ment not desired or requested by 
the purchaser. 

2. Has represented and sold as 
new and unused motor vehicle 
any motor vehicle which has been 
used and operated for demonstra- 
tion purposes, or which is other- 
wise a used motor vehicle. 

3. Resort to or uses any false or 
misleading advertising in connec- 
| tion with his business as such 
motor vehicle dealer or motor 
vehicle salesman, 


Dealers, Salesmen 


The commission may revoke the 
license of a dealer or salesman who: 

1. Has required a purchaser of 
a new motor vehicle, as a condi- | 
tion of sale and delivery thereof, | 
to also purchase special features, 
appliances, accessories or equip- 


Manufacturers 
The commission may revoke the 
license of a manufacturer, distribu- 
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New Leaders in Buffalo— 


The 50-year-old Buffalo Automobile Dealers Assn. has elected Thomas C. Grisewood 
(seated) as its president for the coming year. Others elected were (from left) Anthony 
J. LaMastra, treasurer; Percy J. Hunt sr., vice-president, and Walter A. Arenz, secretary. 


Pe 





Dealer Group Appraised 


Philadelphia Assn. Survey Shows Government 
Relations Most Valued Service 


| PHILADELPHIA. — Activity in| when many dealers expressed little 


Curbs in Okla. Licensing Law 






| years ago. One of the former 


in used cars and used-car financ- 
ing. He is also the mayor of San 
Marino; there have been only 
four previous mayors since the 
incorporation of this city many 


| the field of government relations 
was rated the most important 
| service the Philadelphia Automo- 
bile Trade Assn. offers dealers, an 
association survey of members in- 
| dicated last week. 


The survey drew _ responses 
from 103 of the 145 dealers con- 


mayors was Gen, George Patton. 
Ide was in the business before 





interest in it. Most dealers said | 
they prefer auction reports. | 

The weekly PATA bulletin was| 
given general approval, although | 
many members suggested that cov- | 
erage should be more localized. 
Sixty-eight dealers rated the new- 
car bulletin as important or very 


mortgaged by Schiebel without|title laws were put on the statute) 


tacted. important. 


their consent. 

The state’s attorney said the op- 
eration worked this way: 

Schiebel obtained credit by means 
of the “floor plan” arrangement 
through CCC on cars on his dis- 
play floor. In one instance, a car 


was sold, and the dealer continued | 


to borrow money on it from the 
credit institution. 

Moran said Schiebel employed this 
variation to obtain more money: 


Serial and motor numbers of cars 
parked near the auto sales room 
were taken down by the dealer and 
he used these numbers to negotiate 
car mortgages from the CCC. 
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| books of the various states. At that 
|time, when one was offered a car, 
|it was difficult to tell how many 
|mortgages might already be on the 
vehicle. His operations even in the 
| early years, under trying conditions, 
| were crowned with success. 

* x - 


|\On NRA Board 


FIRST met Ide in St. Louis in 
1934 when he served as a used- 
| car representative on the National 
Control Committee of the Motor 
Vehicle Retailing Trade, which was 
|in force at that time. His advice 
and counsel was accepted and wel- 
|comed by all of his associates, both 
|/new and used-car dealers through- 
|out the United States. He was a 
strong arm of support in bringing 
;order out of chaos in the adminis- 
|tration of the NRA Automobile 
| Code. 
There are many large lots. In 
| fact there are lots in Los Angeles 
and other cities of 1,000-car ca- 
| pacity. This is the only lot so 
far that has taken on the appear- 
ance of a supermarket, and in 
which seven experienced dealers 
operate under a single code of 
ethics to build consumer accept- 
ance and confidence in the mer- 
chandise offered. 


It is located in the territory that 
has been responsible for many in- 
| novations in this trade in the past. 
It is a territory in which there is 
|the largest automobile population 
/on earth and, of course, has devel- 
|oped the most intensive automobile 
|sales conditions. The lessons learned 
| from this operation, therefore, will 
|}be beneficial indeed to used-car 
|merchandisers throughout the na- 
tion. 





One change was quickly put into 
effect as a result of the survey. The 
_—— bulletin was discontinued 





| 
| 
j 


‘3 Ex-Partners Sue 
GM in Closing of 
Coast Dealership 


SAN FRANCISCO. ~— Three 
former partners in Belli Buick Co., 
of Colma, Calif., have filed suit in 
Federal Court here charging 
General Motors with violating the 
antitrust laws by forcing the 
dealership to close in 1952. 

The partners in the defunct 
dealership were M. John Soldavini, 
Ernest Granucci 
terieri, all of San Francisco. 

The complaint alleges that GM 
cut the dealership to a single line 
of new cars in 1950 after the firm 
had been handling two GM makes 
| for 30 years. The plaintiffs contend 
that the resulting loss of business, 
coupled with “complications,” 
forced them to sel! out. 





and Joseph Al-| 





Roads Campaign Charted | 


'At N. Y. Dealer Session 


| ALBANY.—Plans for a better- 
roads campaign were discussed by 
members of the executive commit- 
tee and other representatives of 
the New York State Automobile 
Dealers Assn. here last week. 
The campaign was outlined to 
about 100 Capital district dealers 
at a regional association dinner. 
Final plans for the drive will be 
presented to the association’s 
| board of directors. 


| 


Other services rated as very 
important or important in the 
survey were the wage and hour 
journal, which is distributed an- | 
nually; the standard employment 
form and the used-car warranty. 
In the field of government rela- 
tions, dealers were nearly unani- 
mous in reporting that PATA in- 
terest in the field of taxes and 
state regulations covering inspec- 
tions, time sales and finance re- 

serve was of utmost importance. 


On the House . 





tor, wholesaler, distributor branch 
or factory branch or officer, agent 
or other representative thereof, who 
|has either induced or coerced or 
attempted to induce or coerce any 
motor vehicle dealer: 

1. To accept delivery of any mo- 
tor vehicle or vehicles, parts or 
accessories therefor, or any other 
commodity or commodities which 
shall not have been ordered by 
said motor vehicle dealer. 


| 2 To order or accept delivery 


of any motor vehicle with special 
features, appliances, accessories 
or equipment not included in the 
list price of said motor vehicles 
as publicly advertised by the man- 
ufacturer thereof. 

3. To order for any person any 
parts, accessories, equipment, ma- 
chinery, tools, appliances or any 
commodity whatsoever. 

The commission may also revoke 
the license of any manufacturer 
or representative who: 


1. Has refused to deliver to any 
motor vehicle dealer having a 
franchise or contractual agree- 
ment for the retail sale of new 
and unused motor vehicles sold 
or distributed by such manufac- 
turer, distributor, wholesaler, dis- 
tributor branch or factory branch, 
any motor vehicle, publicly ad- 
vertised for immediate delivery, 
within 60 days after such dealer’s 
order shall have been received. 


2. Has attempted to induce or 
coerce, or has induced or coerced 
any motor vehicle dealer to enter 
into any agreement with such 
manufacturer, distributor, whole- 
saler, distributor branch or fac- 
tory branch or representative 
therefore, or to do any other act 
unfair to said dealer by threat- 
| ening to cancel any franchise or 
contractual agreement existing 
between such manufacturer, dis- 
tributor, wholesaler, distributor 
branch or factory branch and 
said dealer. 


3. Has unfairly, without due re- 
gard to the equities of said dealer 
and without just provocation, can- 
celed the franchise of any motor 
| vehicle dealer. The nonrenewal 
| of a franchise or selling agree- 
ment without just provocation or 
cause shall be deemed an evasion 
of this paragraph and shall con- 
stitute an unfair cancellation. 

4. Has refused to extend to a 
motor vehicle dealer the privilege 
of determining the mode or man- 
ner of available transportation 
facility which said dealer desired 
to be used or employed in making 
deliveries of new motor vehicles 
to him or it. 








Ohio Group Outing 

COLUMBUS, O.—The Ohio Auto- 
mobile Dealers Assn. held an out- 
ing June 5 at the Country Club 
near Mt. Vernon, O. Trustees and 
committee members of the as- 
sociation, NADA district chairmen 
and State officials attended, the 
association announced. 


Came to my desk the other day the most unsubstantiated news re- 
lease I’ve seen in a long time. It came, of all places, from the Federal 


Reserve Bank of Chicago, and said in part: “... 
auto makers prove correct, car production will drop 
as much as 40 percent in the next several months 

. the drop cannot be easily offset by more ag- 
gressive selling methods or more advertising .. . 
Purchase of durable goods, such as automobiles, 
can readily be postponed when consumer income 
is threatened .. .’ 

Where did the bank get its sales forecast; how 
does it know that aggressive selling won’t help; 


why should it 
“purchases of . 





Wemhoff 


postponed”? Some banks 
bent on creating their own 
been saying “no” to virtually all forms of loans 


if sales forecasts of 


suggest to the public that 
. automobiles can readily be 
in this nation seem 
recession; they’ve 


for many months; now they seem determined to put out mislead- 
ing stories that nothing can help us anyway, etc... 

NADA’s public relations committee has just issued its first folder 
in a drive to enlist all dealers in highway and safety programs; it’s 
titled “Believe it or not, you’ve just lost 10 percent of your business.” 

. Philadelphia dealers are planning an auto show in January- 


February-March period next year... 
NADA directors’ annual buffet in Detroit 


three new members... 
last week drew the biggest array 


Utah association has added 


of top auto execs yet. 


Pete WemMuorr, Editor, 
Automotive News 
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AUTOMOTIVE OUR PLATFORM: |. Fair and equitable contracts between manufacturers 
D and dealers in motor vehicles, parts and accessories. 2. A fair profit to 
e ™ the dealers on every used vehicle accepted in partial payment for a new 
A a car or truck. § 3. Every dollar of gasoline tax collected by states or federal 
L jovernment applied to the building and maintenance of highways. 
© € Ta. The elimination of government and bureaucratic controls over this 
R ® industry. § 5. A return to the precepts of independence and the rewards of 


applied energy and ability, which made America and gave more of her 


News citizens more of the better things of life than anywhere else in the world 





Capsule Comment 


Oklahoma becomes the seventh state to enact a factory, 
dealer licensing bill designed to ban coercion and cancella- | 
tion of dealer contracts without cause. 


Is this the answer to an old problem? 


* * * 





Claiming that varying freight charges work a hardship on | 
dealers and promote sales of new cars by non-franchised 
dealers, the Washington State Automobile Dealers Assn. has | 
gone on record in favor of a uniform delivery price on cars | 
and trucks throughout the U. S. 


Something to think about. 
* * + 


Relegating the Frazer auto to the industry’s Valhalla, | 
stockholders have voted to change the name of Kaiser- | 
Frazer Corp. to the Kaiser Motors Corp. 

It’s now official. 

Interest in car leasing has waned considerably since Jan. | 
1, report leasing firms, because of a highly competitive | 
used-car market which has delayed amortization of equip- 
ment. | 


The used-car problem has several facets. 
* * * | 





President Eisenhower and his aides are working to re-| 
vamp the entire Federal tax structure. 


Any chance for a tax cut? 


ae * * 


“Too many drivers, with 30 m.p.h. minds, are driving into | 
bad accidents at 60-mile speed,” declares Director Bill Green | 
of Connecticut’s highway safety commission. 


How many of us are in that category? 


* * * 


The upward business trend of the first quarter has been 
extended into the second quarter, according to the Depart- 
ment of Commerce. 


Showing renewed confidence in the future. 
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It’ll be pretty tough to call it 
the “old West” if a new gadget 
catches on—a saddle with a 
built in radio at $550 a throw. 
—Tipe MAGAZINE. 

* * + 


Any Color 

An analysis of current produc- 
tion shows that blues and greens 
are by far today’s most popular 
colors. Black, the dominant color 
throughout the first 50 years of 
the industry, now accounts for 
only one car in eight.—A.M.A, 


Can’t Conceal Truth 


A business can sell poor 
service and a bad product only 
once. If our products or our 
services are shabby, and if our 
employes are inefficient, our 
public relations cannot be good. 
An elaborate advertising pro- 
gram and employment of 
skilled public relations experts 
cannot conceal the truth, The 
executive officer of any organ- 
ization is the top public rela- 
tions officer, and he cannot 
shirk that responsibility.—Ben 
H. Wooten, president, First 
National Bank, Dallas. 


* * * 


Model T Musing 


All the more amazing, when 
you think of the vast amount of 
papers, receipted bills and old 
letters that Henry Ford accumu- 
lated, was that he started the 
collection in the days when 
there wasn’t any glove compart- 
ment to store the stuff in.— 
Detroit News. 

* x * 


From 9 to 5? 


Only a small proportion (of 
company presidents) — less 
than 3 percent—feel that 
working extremely long hours 
is a mark of good business 
management. Many think ha- 
bitual long hours indicates a 
president is not handling the 
job well.—Wall Street Journal. 


* * * 


New or Used? 


Vera Brown, Detroit Times 
columnist, reports receiving card 
from Adman Harold Bromel, vis- 
iting in New Delhi, India. 
Bromel says of the Taj Mahal: 

“What a car dealership this 
would make!” 
~ * cd 


Butter Economy 


Deputy Defense Boss Roger 
Kyes says Russia is “slipping” 
in production of war potential. 
It’s harder to slip in America; 
in fact, the Government had 
to buy 90,000 tons of butter 
just to grease the skids for the 
Air Force.—Fletcher Knebel. 


x * * 


Could Be Tiring 


It has even been suggested 
that tires be built that would 
play tunes as they revolve, or 
recite advertising slogans .. . 
—Leo Donovan, Detroit Free 
Press automotive writer. 

* - ” 


“Just the Thing For a Fire 
Sale,” says headline on Detrorr 
Free Press story reporting 
City of Flint would sell two 
out-of-date fire trucks at auc- 
tion. 





10 Years Ago... 
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Letterbox 


‘Check Troub 


This is an open forum for the discus 





used, if you so request. 


| Pitfalls 
| Iam writing this to you in hopes 
| it may save some other dealers the 
trouble and headaches I have had 
from a bad check received at an 
| auto auction. 
| March 12, 1953, I took a 1952 Pon- 
| tiac Catalina to the Wheeling Auto 
| Auction, Wheeling, Ill. The car was 
| sold to a dealer from Augusta, Ga. 
| The check for $2,080 was drawn on 
the National Exchange Bank of 
Augusta, Ga. 

Had I been present, I would have 
|made it “title attached,” but the 





| 


| auction company released the title | 
jto him. Also, another dealer from | 
| Chicago lost his car the same day | 
at the same auction. The check was | 


mailed at once to the Georgia bank 
| but came back marked “account 


| garnisheed.” Upon calling the bank | 


we found his former partner had 
| garnisheed the account. No money 
| was ever made available. 


It seems to me there should be 


The Big Story 


Institution of “gasless Sundays” throughout the nation as a sub- 
stitute for the present prohibition against pleasure driving was 
urged in a resolution sent to Washington by New York State auto- 


mobile dealers. . 


York to form the Assn. of Used Motor Truck Dealers 


. Representatives of used-truck dealers met in New 


... The Mont- 


gomery (Ala.) Automobile & Truck Dealers Assn, has instituted a 
program to train 100 young men as mechanics, parts clerks, lubrica- 
tion experts, metal workers, painters and welders . . . Combined state 
highway obligations for 39 states having highway debt on Jan. 1, 1943, 
totaled $2,433,901,213, according to Public Roads Administration . . . 


R. W. Jackson was elected a vice-president of Hudson 


. .. Recent 


checks in 11 states showed average speeds as high as 47 miles per 
hour. The 35-mile speed limit was approximated only in Maine, 
Minnesota, North Carolina and Oklahoma. 





--From the files of Automotive News. 
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sion of any subject of interest to our 
No attention is given to unsigned 


letters but you may sign your name with the assurance that it will not be 
Address Editor, Automotive News, Detroit 26, Mich. 





,some sort of protection for dealers 
| who entrust their automobiles to be 
|sold by a car auction. Of course, I 
know some of the better auctions 
;do guarantee your checks. 

| After spending more than 30 
years in this business, I thought I 
knew something about the pitfalls 
| connected with same, but I learned 
|the hard way, and I hope you print 
|this in the interest of all honest 
dealers so they can be on their 
guard. Your state’s attorney will 
| only tell you there is not much you 
|can do once the car title is gone. 
|D. P. Cartwricut, Elgin, IIl. 


ad * * 


A Slip on Wax 

In reference to an account ap- 
| pearing in Automotive News, re- 
|garding the Ford 6 Economy Run, 
mention is made of the tires being 
“waxed” for the greatest possible 
|traction. I am interested to know 


how this was done. — Georce C. 
| Miter, Buffalo. 
| Epitors Note: A slip of the 





| typewriter. We understand that 
the driver wiped the walls of the 
| tires with a waxed cloth each 
time he stopped in order to cut 
down on wind resistance. 

| - * * 


Tire Regroover 

| A few weeks ago I saw a tire re- 
grooving machine described in 
| Automotive News. I have misplaced 
the paper since then. 

Would you please furnish me the 
name and address of the maker? 
Thank you.—Howarp S. Turner, 9 
Henry St., Hampton, Va. 

Eprror’s Note: The Unicut Tire 
Regroover is manufactured by 
| the Ellis Co., 9810 Phillip Avenue, 
| Detroit 24, Mich. 
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‘‘Leave that heap there for a while, will 
you, Mac?”’’ I tell my service manager 
as he drops a badly battered ’52 
model at my side entrance. ‘““There 
may be some more mileage in it before 
those new parts come in!” 

Shortly afterward, I had just about 
completed a car sale and was on the 
verge of clinching the time deal as I 
guided thecustomer to the closing room. 
“That overdrive’s just the ticket for me, Dusty,” says my 
customer, “‘I’ll take the car on time, too—24 months if you 
can arrange it. But don’t tack on any insurance!”’ 

So I move on with “But ina finance deal automobile insurance 
is included.”’ Then I quickly flip the Blue Book open to the 
picture of the two car collision. ‘Mr. McSorley, you’ll want 
the full protection of the Universal C.1.T. planwhen I explain 
howit protects you from the car-manglers on the road today!” 


“I’ve never carried collision insurance in my life,” grunts 
McSorley, ‘‘and I’ve been driving twenty years without an 
accident.” 

“Yes, but don’t crowd your luck,” I caution him. “‘Just let 
me show you what happened to a customer who didn’t have 


1 customer Who §s reve? 
7 , 7 T — : . ; 4] wllic i” 
had an accident. He gives him a case of the cottisto? 


( uch Cure 


UNIVERSAL C.1.T 


collision insurance.” I lead McSorley to the 
horrible example at the side door. 

‘“‘What’d they do—drop it off a cliff?” he 
cracks, but he’s really impressed with the 
mechanical mayhem. 


‘‘Nope. Bunch of crazy kids in a hot rod 
forced him off the road into a tree. He never 
had a chance to get their number and his car’s 
the next thing to a total loss. Funny thing 
—he’d never had an accident before either.” 
McSorley’s weakening but he tries again. “But I can’t 
afford it. Besides I’m always extremely careful.” 

“It’s not you that you have to worry about,”’ I counter 
earnestly, ‘‘it’s the other fellow. Actually you can’t afford 
not to carry collision insurance on a new car. The Universal 
C.1.T. way really protects your investment, and the cost is 
included with your monthly payments. If your car is dam- 
aged, you arrange with the insurance company for it to be 
repaired here where we do the job right.” 

“Well, okay, maybe I’d better, Dusty,’”’ McSorley surren- 
ders. ‘“That pile of junk gave me the heebie-jeebies and you 
seem to have a quick cure in your Universal C.I.T. plan.” 


Now I write out the complete prescription and he signs it! 
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Loses Showing Up in National Capital . . . 


AUTO 


Costs Squeeze Used-Car Dealers 


WASHINGTON. Used-car| 
dealers in this area are experienc-| 
ing substantial declines in profits 
and some are suffering losses, ac- | 
cording to Jules Lafferman & Co., 
secretary of the National Capital | 
Used Car Dealers Assn. 

Average net profit for 40 


dealers for the statistical period 
ended last Apr. 30 was 3.14 per- 
cent, That figure is the product 
of a steady decline, comparing to 
7.65 percent net profit for the 
statistical period ended on the 
same date three years ago, The 
net profit dropped to 5.49 percent 
by March 31, 1952, and still 
further to 4.50 for the period 
ended Nov. 30, 1952. 

Lafferman says the predominant 
reason for the decline in net profits 
is apparently due to steady climb- 
ing operating costs. While gross 
|income has dropped only slightly 
from 15.88 percent on Apr. 30, 1950, 
jto 14.97 percent last Apr. 30, ex- 
| penses have climbed from 8.23 per- 
cent to 11.83 percent. Thus, the 
dealer has been squeezed ever more 
tightly on his operating margin. 


Yet, the individual approach to 


Snowden Named 


To Dodge Post 


DETROIT.—Appointment of By- 
ron S. Snowden as truck merchan- 
dising manager at Dodge was an- 
nounced last week 
by R. C. Somer- 
ville, sales vice- 
president. He will 
serve on the staff 
of William §S. 
Woolsey, truck 








sales manager. marketing, the firm’s statistics 

Snowden has 20} indicate, can mean _ success. 
years experience| Among the 40 dealers covered in 
in automotive,| the statistical survey, two had 
merchandising,| net profits running in excess of 


ka advertising, radio 
B.S. Snowden snd promotional 
work. He joined Dodge in 1945 as 
district manager in the Boston 
region, and became Boston city| Percent or more. 

manager in 1949. In 1950 Snowden| Aside from zooming costs, factors 
was transferred to the truck pro-|for declining profits cited by the 
motion staff in the Detroit home| accounting firm include inventory 
office. “traps” and tighter credit re- 


23 percent. On the other hand, 
many did not even break even. 
Several suffered net losses of 5 
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Silver Dollars for Hudson Salesmen— 


C. W. Margetts (center), Alexandria zone manager of Hudson Sales Corp., readies 
3,000 shining silver dollars at a kickoff meeting for Washington (D. C.) Hudson 
dealers and salesmen in connection with a ‘teacup test'’ campaign designed to 
demonstrate the Hudson Jet's gasoline economy. Salesmen also will compete for 
other prizes during the drive. At left is T. R. Boyd, assistant zone manager, while 
Dorese Bell, television performer, looks on. 


ua 


Debate on Sales Reports 


One Factory Holding Out on Figures 
For NPA Compilation 


WASHINGTON.—When the auto 
industry advisory committees meet 
with Government officials June 16- 
17, it is expected that one of the 
hottest debates of the session will 
involve the value of new and used- 
vehicle stock and sales reports the 
factories have been sending to 
NPA. 

NPA, in making the reports 
available to the press, gives out 
only the figures for the entire 
group and does not identify any 
individual factory’s report. One 
factory, however, has charged 





every precaution to safeguard in- 
| dividual reports. 

Since the establishment of NPA 
and its motor vehicle division two 
years ago, such reports have been 
ordered by the Government, with 
the approval of the Bureau of the 
Budget. 

The figures are mandatory, with 
the provision that no individual 
report be revealed. 

The Government says the re- 

ports are invaluable in many 


that its stock and sales figures 
were being made known, in final 
analysis, to its competitors, and 
has quit reporting. 

NPA officials declare they take 


U. C. Buying Hours 
Extended in Flint 


FLINT.— Members of the Flint 
Automobile Dealers Assn., will keep 
their used-car lots open until 9 
p.m. weekdays, it has been an- 
nounced by Laverne P. Marshall, 
secretary-treasurer. 

Marshall said the move was 
prompted by suggestions from 
used-car shoppers who declared 
that working days and overtime 
in the factories made it difficult for 
them to look around for a car. 

Extra salesmen will be added to 
the staffs, according to Marshall. 


ways in preparing production, in- 
ventory and sales information for 
general business purposes, and 
that, for the good of all, they 
should be supplied promptly and 
fully by each manufacturer. 

Meanwhile, the reports given out 
|are not official because of the one 
holdout, whose stocks and sales 





must be estimated. 


While the NPA industry meet- 
ings will debate the merits of the 
reporting system, the Government 
in another action probably will en- 
ter into a legal battle with the 
holdout to determine whether its 
orders shall be obeyed. 

The agenda for the NPA meet- 
ing includes, in addition to the de- 
bate on reports, post-attack plan- 
ning, an “M-Day” standby order 
on auto production, and the steel, 
aluminum and nickel outlook for 
the last half of the year. 


strictions. Many dealers, Lafferman 
says, were caught with high 


ventories when the season ended | 
last fall. They were forced to take | 


heavy losses in order to move the 
cars, 


As to finance, the firm says, the 
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in- | 


dealer who survives will be the one | 


who can stand on his own when 
finance companies curtail floor- 
planning and turn down deals. 

With the market continually 
dropping, Lafferman says, used- 
car dealers will have to turn over 
cars in 20 to 30 days in order to 
forestall losses, 


Winding up its statistical sum-| 


mary, it says: “The old law of the 
survival of the fittest will take its 
toll.” 





Congress Strives 
To Finish Work 
By End of July 


WASHINGTON.—Striving to 
avoid a fall session of Congress this 
year, House leaders got some en- 
couragement last week from Sena- 
tor William F. Knowland, chairman 
of the Senate Republican Policy 
Committee. 


Knowland told reporters the 
“overwhelming sentiment of the 
House, and I think of the Senate, 
is to get through by the end of 
July and not come back until Jan- 
uary.” 

He conceded, however, that un- 
less “a substantial” percentage of 
the program mapped out for this 
session can be passed by July 31, 
a recess at that time would have to 
be only until fall. 


House Speaker Joseph Martin 
also told reporters, following a 
meeting of the House Republican 
Policy Committee, that he sees no 
reason why Congress should re- 
convene before January. 


The congressional leaders made 
it plain that one reason for the 
“get-out-of-town” drive is the fact 
that the Eisenhower Administra- 
tion wants Congress to adjourn so 
the executive branch can devote 
undivided attention to problems be- 
fore it. 

It is becoming more and more 
apparent, however, that at least 
two major bills will fall by the 
wayside this year unless there is 
a fall session. They are statehood 
for Hawaii and revision of the 
Taft-Hartley labor law. 

Aside from these measures, the 
Senate faces a huge task to finish 
within two months the remaining 
list of “must” bills, which includes: 

A dozen or more appropriation 
bills for 1954. 

Extension of the Reciprocal 
Trade Act. 

The President’s request for a six- 
month extension of the excess- 
profits tax, which expires June 30. 

Simplification of customs in- 
spection laws. 

A second tidelands bill, defining 
the rights of the Federal Govern- 
ment to the Continental shelf be- 
yond state boundaries. 

Extension of the doctors’ draft 
law. 

It is up to members of the Senate 
to determine, by the speed at which 
they proceed, whether this program 
can be completed by July 31. 





|| Used-Car Bulletin from Detroit... 
Latest Auction Prices 


| 
June 3 
(Good, fast sale. Dealers want 
only good, clean cars, Sold 109 cars 
out of 145 entered.) 

BUICK—’51 RM 4-dr., 
Special 4-dr., $885; Super 
$1,010, $950. ‘49 RM 4-dr., 
$650. °47 Special 2-dr., $210. 

CADILLAC—'52 (60) 4-dr., $3,240*. 

CHEVROLET — '52 SL Special 2-dr., 
$1,180. °'51 SL Deluxe 2-dr., $1,- 
000, $1,035, $1,125*, $1,050; 4-dr., 
$1,125*, $1,065, $1,095. ‘50 SL De- 
luxe 2-dr., $660, $900*, $865, $810*; 
club coupe, $775. ‘49 SL Deluxe 
club coupe, $760; 4-dr., $635. ‘48 
FL aerosedan, $600, $620; SM club 
coupe, $480, $325. 

CHRYSLER "49 NY 
4-dr., $800*. 

DeSOT O— '47 
$400. 

DODGE—’53 Coronet 
950. °’51 Coronet club coupe, 
075*. °50 Coronet 4-dr., $920; 
coupe, $855. °49 Custom 4-dr., 
$570. 

FORD—’52 Victoria, $1,890*%; Custom 
(8) sedan, $1,410, $1,470*%. ‘51 
Custom (8) 4-dr., $910, $1,065, $890, 
$1,045; Custom (6) 2-dr., $880, $850. 
’50 Custom (8) 2-dr., $1,000, $765; 
Deluxe (6) 2-dr., $675. '49 Custom 
(8) sedan, $765, $600, $640, $620, 
$500. °46 SB (8) 2-dr., $365. 

HUDSON —’'50 PM 4-dr., 

Super (6) 4-dr., $190. 

KAISER—’51 2-dr., $825; Henry J, (4) 
2-dr., $400. 

MERCURY — '50 2-dr., $950*, $800, 
$875. '49 2-dr., $755. 

NASH—’51 Statesman 2-dr., $740, $825. 
’50 Statesman 2-dr., $600. ‘49 Am- 
bassador 4-dr., $380. 

OLDSMOBILE — ‘49 (98) 4-dr., $840; 
(76) sedan, $760, $805*, $855*. 

PACKARD—’52 (200) 4-dr., $1,650*. 

PLYMOUTH—’53 Cranbrook 4-dr., $1,- 
690. '52 Belvedere, $1,225. '51 Cam- 
bridge sedan, $1,125, $905, $850. °49 
station wagon, $785; SD 4-dr., $625, 
$660. 

PONTIAC—'52 (6) conv., $1,870*. °51 
Chieftain (8) 2-dr., $1,375*, $1,385". 
’50 Catalina, $1,260. ’48 Chieftain (8) 
club coupe, $625. 

STUDEBAKER —- 
$675, $525. 

WILLYS — ’52 Aerolark 2-dr., 
’47 station wagon, $520. 


$1,360*. °50 
4-dr., 


$750", 


conv., $900*; 


Custom club coupe, 


$1,- 
$1,- 
club 
$650, 


(8) 4-dr., 


"50 Champion 4-dr., 





$1,190. | 


(Aptco Auto Auction. Sale every Wednesday.) 


May 27 
(Ran a nice lot of clean cars. Good 
sale. Sold 90 cars out of 126 offer- 
ings.) 

BUICK—’50 RM 4-dr., $950*. °49 RM 
2-dr., $580*, $720. '48 Super conv., 
$600; 4-dr., $435. '47 RM conv., $405. 
‘46 RM 4-dr., $225. 

CADILLAC — '51 (62) 4-dr., 
50 (61) 4-dr., $2,090°. 

CHEVROLET—’51 station wagon, §$1,- 
340*; SL Deluxe 2-dr., $1,025, $1,- 
080*; club coupe, $1,130. '50 SL De- 
luxe 2-dr., $1,005, $900; Bel Air, $1,- 
125. *49 conv., $890. ‘47 FL aero- 
sedan, $450. 

OCHRYSLER—’51 Windsor club coupe, 
$1,275*; 4-dr., $1,190*. ‘48 Windsor 
club coupe, $620. 

DeSOTO — '50 Custom 4-dr., 
club coupe, $875. 

DODGE—’53 Meadowbrook club coupe, 
$1,060, ’°52 Diplomat, $1,405*; Coro- 
net 4-dr., $1,110*. '49 Coronet 4-dr., 
$560, $500; club coupe, $750. 

FORD—’53 Custom (8) 2-dr., $1,955*; 
club coupe, $1,910. '51 Custom (6) 
2-dr., $835; Custom (8) 2-dr., $1,055, 
$1,130*. "50 Custom (6) 2-dr., $655, 
$700; Custom (8) 2-dr., $885, $750. 
"49 Custom (6) 4-dr., $560*; Custom 
(8) club coupe, $630, $520. 

HUDSON—’50 PM 4-dr., $705. 

LINCOLN—’49 4-dr., $450. 

MEROURY—’51 2-dr., $1,300, $1,465*; 
4-dr., $1,140. '50 4-dr., $910. °49 
2-dr., $785, 

NASH—’50 Statesman 4-dr., $550. 

OLDSMOBILE—’51 (88) 2-dr., $1,535*. 
"50 (88) 4-dr., $950. 49 (98) 2-dr., 
$000; (76) 2-dr., $780. "68 (78) 2-de., 
$510. 

PACKARD—’51 (200) 4-dr., $1,100. '50 
(200) 4-dr., $715. 

PLYMOUTH — '52 Belvedere, $1,150; 
Cambridge 4-dr., $1,000. ‘51 Cam- 
bridge 4-dr., $1,000, ’51 Cambridge 
4-dr., $785. °50 P-19 2-dr., $605. 

PONTIAO—’52 Catalina, $1,955*; 
Chieftain (8) 4-dr., $1,695". ‘51 
Chieftain (8) 2-dr., $1,315*, $1,370; 
conv., $1,610*; Catalina, $2,050*, 
$1,625. '50 Catalina, $1,220; Chief- 
tain (8) 2-dr., $680, $910, $1,045*. 

STUDEBAKER — '50 Champion 4-dr., 
$680, $605, $560. 


$2,675". 


$1,035* ; 


*Indicates automatic transmission or overdrive, and (ps), power steering. 


Other Auction reports are on Pages 42-45-46 


ORD Motor Co. announced last 

week that it will take over dis- 
tribution of Ford tractors and 
other farm equipment from Dear- 
born Motors, effective Aug. 1. 

Dearborn Motors will continue 
in business for the purpose of 
financing tractors, farm 
equipment and other products at 
wholesale and retail. 

This will end a phase of a 
marketing venture that was 
launched shortly after World War 
II, and one which is given much 
credit for Ford Motor Co.’s postwar 





business achievements. 
* * * 


' IS common opinion in industry 
circles that the lure of Dearborn 
Motors stock was used to attract 
such men to Ford as E. R. Breech, 
J. R. Davis, Harold L. Youngren 
|and others. 
| Formation of Dearborn Motors 
was also an expedient move when 
the Ford-Ferguson tractor 
arrangement was dissolved in 

1946. 

It is understood that the corpo- 
rate structure of Dearborn Motors 
will remain the same after Aug. 1, 
and that the Ford executives who 
were let in on it in connection with 


Show Visitor Meets Oldsmobile Sweethearts— 


Ralph Eastridge (left), of the Miami Daily News, was one of the visitors who traveled 
the farthest to see Lansing's first Industrial and Automotive Show. Here he chats with 
Lucille and Johnny, Oldsmobile’s ‘‘Singing Sweethearts, 
the Oldsmobile exhibit. Eastridge is with the advertising department of the Miami 


paper. 


in front of the Fiesta coupe in 





Ford Motor Is Taking Over 
Tractor Distribution 


Ford’s postwar talent hunt will still 
have “a good deal.” 
* x 


* 


HE financing business which 
Dearborn Motors will retain is 


said to be a highly profitable one. 
However, 
justification for any speculation 
that Dearborn Motors might ulti- 
mately expand its financing activi- 
ties to other products such as cars 
and trucks. 


there seems to be no 


Such speculation developed last 
week when it was recalled that 
back in 1948 the U. S. Supreme 
Court revoked a ban against any 
finance arrangement between 
Ford Motor Co. and Universal 
C.LT. Credit Corp. 

No changes are contemplated in 


the Ford tractor dealer setup which 
exists 
Last year, Dearborn Motors did a 
volume of business estimated at 
about $200 million. 


under Dearborn Motors. 


Most of the personnel at Dear- 


born Motors, other than those con- 


(See TRACTORS, Page 52, Col. 4) 





April Truck Sales Put 


At Highest on Record 


WASHINGTON, — A prelimi- 
nary truck report for the first 
four months of this year was 
released by NPA last week. 

Raymond H. Fussell, chief of 
the truck and_ truck - trailer 
branch of NPA’s motor vehicle 
division, said that while March 
and April sales figures are esti- 
mates, “it may be stated with 
reasonable accuracy that April 
sales of 102,405 are the highest 
for any single month of which 
we have record, and compare 
with 1952 April sales of 89,812.” 

Light truck stocks were esti- 
mated at 126,118 and 63 days 
supply, compared with April, 
1952, stocks of 66,339 and 43 days 
supply. 

Medium truck stocks esti- 
mated at 50,687, and 76 days 
supply, compared with April 1952 
stocks 56,255 and 83 days supply. 

Heavy truck stocks estimated 
at 19,847 with 56 days supply, 
compared with April 1952 stocks 
$2,201 and 92 days supply. 
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» 5* Dimencion 
RAISES THE EARNINGS OF ADVERTISING DOLLARS IN 


DELAWARE VALLEY, U.S.A. 
THE GREATER PHILADELPHIA MARKET 


POPULATION Philadel- 


phia area, over 4,500,000 persons 





RETAIL SALES Philadel- 


phia area, over 4 billion dollars 
yearly 


MANUFACTURING 


Delaware Valley is World’s Great- 
est Industrial Area 


STABILITY Diversified indus- 


try means steady employment, 
fewer fluctuations in labor force 
--.- always a sure market 


THE GROWTH FACTOR 


Capacity and potential for dynamic 
expansion 








A mammoth market opportunity shapes up in 
Delaware Valley’s first four dimensions alone. 
Here today, industry invests a record $1% billion 
in expansion. Bigger incomes boost better living 
for 1% million families. Here tomorrow, the “5th 
Dimension” —the growth factor— promises higher 
sales curves at even lower advertising cost. With 
its dominant influence on progress all over 
Delaware Valley, THE PHILADELPHIA INQUIRER 
raises returns on advertising dollars for the 


Valley’s most successful advertisers. 


Now in its 20th 
Consecutive Year of Total 
Advertising Leadership 

in Philadelphia! 





Che Philadelphia Mnguirer 


Constructively Serving the World's Greatest Industrial Area 


Exclusive Advertising Representatives: ROBERT T. DEVLIN, JR., 342 Madison Ave., N.Y.C., Murray Hill 2-5838; EDWARD J. LYNCH, 20 N. Wacker Drive, Chicago, Andover 3-6270; GEORGE S. DIX, 
Penobscot Bidg., Detroit, Woodward 5-7260. West Coast Representatives: FITZPATRICK & CHAMBERLIN, 155 Montgomery St., San Francisco, Garfield 1-7946 * 1127 Wilshire Boulevard, Los Angeles, Michigan 0259 









Kaiser Rebuffs Critics 


Merger with Willys Leaves U. S. in Stronger 


Position on RFC Loans, He Says 


WASHINGTON. 
the Government will lose “several 
million dollars” because of the 


Kaiser-Willys merger were denied 
last week by Edgar F. Kaiser, 
president of Kaiser Motors Corp. 
Actually, Kaiser said, 
Government, through the Re- 
construction Finance Corp., is in 
a much stronger position as a 
result of the merger, in respect 
to the loans to Kaiser Motors. 
Private funds totaling $72,600,000 
—not Government funds — were 
used to acquire Willys, he said. 


Kaiser’s statement was in answer 
to a charge by Senator John J.| 
Williams, Delaware Republican, | 
that the Government stood to lose | 
income-tax revenue as a result of | 
its approval of the merger because | 
Willys profits could be charged off 
to Kaiser losses. 

Despite Kaiser’s denial that the 
Government will suffer any loss, | 
Senator John W. Bricker, Ohio 
Republican, said he would ask the | 





vestigate Williams’ charges. 


Williams had also called on the 
“further 


Senate to 


demand 
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Charges that ;Senate Banking Committee to in- 


ex- 


planation of the merger from John 
W. Snyder, former secretary of the 


Williams 


the merger the 
agencies 


Government 


that 


the | Treasury, and Harry A. McDonald, 
| former RFC administrator. 


charged under 


RFC and other 


gave 


up 


preferred rights as creditors and 


Auto Stocks 





June 

3 
Chrysler 73% 
GM 60% 
Hudson 13% 
Kaiser 4, 
Nash 21 Kj 


Packard 5% 
Stude. 33°% 


Average 30.33 


May 
27 


75% 
61% 
13% 

4% 
22% 

5% 
34% 





31.12 


1952-53 
High Low 
98 68% 
69 50 
17 12% 

7 3% 
25% 17% 
6% 4% 
43% 31% 


Compiled from reports of trading on the 
American and New York Stock Exchanges. 
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| 


| Kisenhower Administration, object- | 


| 


| the 








some of the securities they held 
for the repayment of various 
loans and loan guarantees. 

He said Snyder was a key mem- 
ber of the RFC loan policy board 
in the Truman Administration 
when the board approved the 
merger. Later, he said, when the 
reorganized board, under the 
ed the McDonald as 


to merger, 


holdover administrator overrode! 
new board and signed agree- | 


ments on behalf of the RFC. 
Snyder, who became a _ vice- 

president of Willys nine days after 

leaving office, said he 


a month after he left Government 


-|service. McDonald said he did not | 


override the policy board “because 
the board had nothing to do” with 
the decision on the merger. 


“The deal was a marvelous 
deal for the Government,” Mc- 
Donald said. “The staff and my- 
self never worked as hard on 
anything in my administration 
as we did on that. We are willing 
to have it placed under the 
closest scrutiny of anyone who 
understands finance . . .” 


McDonald said he was surprised 
that Williams didn’t “know better 


had not! 
heard of any merger plans until) 


| 


| 





tle 


General's 50 Millionth— 


C. J. Jahant (right), vice-president of 
General Tire & Rubber Co., and Mike 
| Kaiser, oldest factory worker in point of 
service, compare one of the firm's first 
| tires with this giant specimen, weighing 
1,600 pounds, which happens to be the 
50 millionth tire produced by the com- 
pany since 1915. 
than this .. .” He said he had spent 
several hours explaining the trans- 
action to Williams. 

Kaiser said he would welcome 





when you install 
dependable 


HIER 


4, FUEL PUMPS 


Cony 


Ask your Carter supplier or write for 
information about Carter Movies to 
advertise your shop and services. 44 





information. 


National Advertising 


Install Carter Fuel Pumps with confidence of 
complete satisfaction even to your 
toughest customers. 


Carter Pumps are chosen as original 
equipment by 12 leading manufacturers and 
the application list is growing constantly 

to give you additional fuel pump volume. 
See your Carter supplier for complete 


Carter Power Center Fuel Pumps are being 
pre-sold to your customers with a powerful 


Campaign in 


The Saturday Evening Post, Life, Look, Country Gentieman 
and Popular Science. 





CARTER CARBURETOR CORPORATION « St. Louis 7, Missouri © Division of American Cor and Foundry Company 












any new hearing on the merger. 
“There have been a number of 

hearings covering the RFC loans 

and Government contracts to the 


Kaiser enterprises,” he said. “At 
these hearings, the facts have 
always shown that all charge 


made were without any substanc 
whatsoever... 

“If it is decided that an investi 
gation should be held, I am con 
fident that we will not only be abl 
to show conclusively that the 
acquisition of Willys was in the 
best interest of the Government 
and the taxpayers, but also es- 
tablish conclusively that instead of 
being favored by the Government 
we were called upon for stricte: 


'|conditions because of the very fac 





that our operations are always con 
ducted ‘in a goldfish bowl.’” 


RFC loans to Kaiser, as of Apri! 
30, totaled approximately $33.4 
million. Payments were up to date 


‘Commerce Office 
Eases Control 
On Materials 


WASHINGTON. — Revocation of 
|Controlled Materials Plan Regula- 
tions 5 and 7 and NPA Orders M-78 
and M-87 was announced last week 
| by the Department of Commerce. 


| Since the provisions of the regu- 
|lations and orders may not be used 
|for deliveries after June 30, busi- 
jness firms are relieved of record- 
j} keeping requirements beginning 
| July 1, NPA said. 

The revocations will take effect 
| July 1, but the inventory provisions 
| of CMP regulation No. 7 and Or- 
ders M-78 and M-87 were revoked 
| immediately. 
| NPA officials said that inventory 
|limitations were revoked in ad- 
|vance of all other provisions be- 
cause of the removal, on May 1, of 
NPA’s general inventory control 
measures, NPA Regulation 1 and 
CMP Regulation 2. 

CMP Regulation 5 was the gen- 
eral “MRO” regulation which en- 
jabled business firms to obtain con- 
trolled materials and other prod- 
jucts or materials for maintenance, 
;repair and operating supplies, as 
| well as for minor capital additions 
jand installations, CMP Regulation 
|7 provided similar assistance to 
;commercial repairmen and install- 
ers in cases where Regulation 5 
did not apply. 

Two additional orders affecting 
use of controlled materials for con- 
sumer durable goods will be re- 
voked July 1 when the Controlled 
Materials Plan expires. 

Order M-47A, which at one time 
| limited the use of steel, copper and 
| aluminum for civilian manufacture 
|and now serves as a limitation on 
the use of maintenance, repair and 
operating materials under CMP 
| Regulation 5, will serve no purpose 
after CMP’s termination. 
| Order M-47B has provided the 
flexibility needed by civilian manu- 
ae under CMP. With CMP’s 
expiration, this regulation no longer 
| will be necessary. 


Willys Gets Order 


‘For Ambulances 


| TOLEDO. — Willys has received 
}its first production order—a $3 
million contract—for a new front- 
line Jeep ambulance, it was an- 
nounced last week by Raymond R. 
Rousch, executive vice-president. 
Designed for service over terrain 
too rugged for conventional ambu- 
lances, the new vehicle is expected 
to speed evacuation of wounded 
soldiers from such areas, officials 
say. The ambulance will be used 
by both the Army Field Forces and 
|the Army Medical Corps, and is to 
| be issued to all regimental medical 
| companies. 
The three-litter ambulance is 
| built on a 100-inch wheelbase, com- 
|pared with the Jeep’s normal &1 
|inches. Its adjustable interior can 
be made to carry two litter cases 
and as many as four ambulatory 
|patients along with an attendant. 
The ambulance can be used as an 
| open vehicle or completely en- 
| closed. 
| Production of the longer vehicle 
| will be accomplished on the same 
| Willys assembly lines currently 
turning out Jeeps, Rausch said. 
Ninety-six percent of the parts 
used in its manufacture will be 
interchangeable with those of other 
military Jeeps. 
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The COSMOPOLITAN WHEEL KIT is the only WHEEL KIT that gives all 
FIVE. ..(1) EXTRA LENGTH. . .(2) TOUCH-TOE RELEASE LEVER... 

(3) COMPLETE HORIZONTAL POSITION. . .(4) 100% RATTLE PROOF... 
and (5) NO BODY DRILLING! Adding a true continental flavor to 

any automobile. ..as continental as a week-end in Paris. . 

the Bonzer COSMOPOLITAN WHEEL KIT is the hottest item in 

the automotive accessory market today! 
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NZER MFG. CO. 
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Ad Campaign Pays Off 


‘Selling Spree’ Revitalizes Used-Car Market 


For Detroit Chevrolet Dealers | 
top 


By Sam Sampson 
Staff Writer 
DETROIT.—Chevrolet dealers 
here are beginning to reap the re- 
wards of an advertising campaign, 
“Used Car Selling Spree,” which 
was launched three weeks ago by 
the Metropolitan Detroit Chevrolet 
Dealers Assn. 

A survey of participating deal- 
ers by Automotive News last week 
found that traffic at Chevrolet 
dealer lots has improved since 
the program got under way; that 
used-car sales are actually higher 
in most cases, and that the pro- 


gram generally has revitalized 

used-car operations, 

One of the most important results | 
of the campaign, according to Ray 
Whyte, of Ray Whyte Chevrolet 
Co., is that the public is beginning 
to look to the new-car dealer when 
buying used cars. 

“We here feel that this is a very 
| important aspect, and good for all 
franchised dealers,” Whyte said. 
“When cars are soundly merchan- 
dised and proper service policies 
are carried out on all sales, the 
company has made a repeat cus- 


tomer for another used car, or per- 
haps a new car,” he said. 
Meanwhile, 
Metropolitan Detroit have started a 
used-car selling campaign aimed at 
keeping the local Ford dealer “on 
of this used-car situation,” a 
spokesman for J. Walter Thompson 


Co., advertising agency, said. While | 


the length of the campaign has not 


Goad Is Elected 
In Corpus Christi 


(UTPS) Tom Goad, owner of 
Goad Motor Co., has been elected 
president of the Franchised New 
Car Dealers of Corpus Christi. Roy 
Brooks was named vice-president, 
and Jack Newman, secretary- 
treasurer. 


Quantity 
PRODUCTION 


8 


7 


| been determined, the agency said 
|that the program will remain “ad- 


the Ford Dealers of |justable to future used-car trends, | 


| and stay realistic.” 

The survey found, too, that the 
success of the campaign depends 
on how fully the dealer is partici- 
pating. Some dealers reported out- 
standing success in used-car sales 
since the campaign opened, while 
others saw more moderate re- 
turns. 

Stewart Hanson, of Hanson Chev- 


| rolet, 14259 Mack Ave., said that the | 


| firm is marking up one of the best 
| used-car months in history, 


| better. 
“The Chevrolet dealers who are 
keeping stocks properly in check 
and condition cars to bring the best 
dollar, are receiving a pay-off dur- 
|} ing the campaign,” Hanson said. 
“Those dealers who are not par- 


GREY IRON CASTINGS 


oh 


ONE OF THE NATION’S 
LARGEST AND MOST MODERN 
PRODUCTION FOUNDRIES 


a 


ESTABLISHED 1866 


ee ef 


FOUNDRY 


DIVISION 


MAIN OFFICE AND MANUFACTURING PLANTS 
CHATTANOOGA 2, TENNESSEE | 


and | 
CORPUS CHRISTI, Tex.—| that traffic at the lot is definitely | 


ticipating fully will not receive the 
full benefit,” Hanson said. “The 
advertising campaign starts the 
ball rolling, but it has to be kept 
moving by a sound, aggressive 
policy at the lots themselves.” 
One dealer, who has been some- 
| what less successful in his efforts 
|still said that the campaign is 
beneficial. 

| “We're selling a few more cars 
and we're glad of that,” he said 
“Customers aren’t swarming in here 
by the hundreds, or even tens—but 
a few more are coming, and buying 
cars. 

“We're happy. As I see it, every 
|car we sell at retail doesn’t have 
| to be sold at wholesale—and that’: 
additional profit for us.” 
| Another dealer, who has been in 
|business for several years, lauded 
|the campaign as a factor in getting 
franchised dealers to retail thei: 
own tradeins. 

“Too many of the city’s Chev- 
rolet dealers,” he said, “have 
started the practice of wholesal- 
ing all their used cars, I don’t 
believe this practice is sound, 

| especially when the future auto 
| market looks as uncertain as it 
does. It’s good for dealers to pay 
some attention to used-car oper- 
ations, and, in some cases, learn 
how to merchandise used cars be- 
fore it’s too late. 
| An east side dealer said that he 
|had sold $130,000 worth of used 
cars so far this month, and that 
|the month’s total would approach 
jan alltime high mark of $150,000. 

A west-sider said he had no fig- 
ures at hand, but was sure that the 
first month of the campaign would 
|double the volume of last month 
|He added that the weather was 
right for selling used cars, and that 
he wasn’t sure how much of the 
sales increase could be attributed 
|to the ad campaign, but whatever 
|the cause, his operation was much 
| more sound. 
| Lots have been cleaned and 
| painted, dealers said, and the sales- 
|/men are much more enthusiastic. 
The campaign is planned for 90 
|days, and will feature three sepa- 
rate phases, said W. B. Doner & 
Co., advertising firm in charge of 
the account. Plans for the later 
promotions have not been an- 
nounced, but it is understood that 
one phase will deal with “junkers.” 


Stewart-Warner 
Names Six New 


'Vice-Presidents 


CHICAGO.—Directors of Stewart- 
Warner Corp. last week created six 
new vice-presidencies in the com- 

| pany, and filled the posts with vet- 
| eran officials. 

The new vice-presidents are: 
| James E. Burke, foreign operations: 
| William H. Miller, personnel; David 
|C. Peterson, engineering and man- 

ufacturing; Lynn G. Vanderhoof, 

|Stewart Die Casting division: 
Walter F. Herold, engineering and 
product development for Bassick 
Co., Stewart-Warner subsidiary. 
and Carl J. Winkler, U. S. Machine 
division. 

All other officers of Stewart- 
| Warner were reelected, according 
to James S. Knowlson, board chair- 
ie and president. 


Pewee a) am ba 


| Packard Dealers Respond— 


Fred J. Walters, marketing vice-president 
of Packard, is working his way through 
| mountains of letters and telegrams from 
| dealers describing their activities in con- 
| nection with the firm's Invitation Month, 
| which ends June 9. Thirteen Packards and 
| 12 Clippers will be given away for the 
writers of the best reasons for their selec 
tion of features that appealed most te 
them. 
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DESTROY CAR BEAUTY 





is the current national a 






in the JUNE 13th issue o 


POST 


directing customers and prospects 
exclusively to New Car Dealers on the 


vast PORCELAINIZE program 


_— 


TRADE MARK REG, VU. S. PAT. OFF. 


NOW AGAINST EVERYDAY BEAUTY KILLERS 


All thru the summer, the burning glass intensity of sunlight is 
corroding the beauty of your car. The damage cannot be blocked 
with soft coatings such as waxes, oils, sprays and glazes. Soft 
coatings cannot insulate against the heat or filter out sunrays 

Porcelainize, and only Porcelainize, protects the finish and 
saves the sparkle. For Porcelainize is not a coating of any kind 
but a chemical treatment to produce a tough, dry, mirror-like 





surface with the strength to keep its beauty and the stamina to 
provide month after month of all-weather paint protection. 
Never imitated, never duplicated, Porcelainize stands alone 


“ Ny. as the World Standard for fine automobile appearance. To ride 
eee li / cud land fe with pride and protected beauty, see your New Car Dealer now. 
Tt Chulimibit Aypearance Greater Beauty Longer Lasting 


FOUR EXCLUSIVE cea tab eee 


Befter Protection 











In customer satisfaction, policy and program. Easier Maintenance 





Porcelainize stands alone in providing never- 


ending benefits to New Car Dealers—exclusive PORCELAINIZE SUPERIORITY 1S OFFICIALLY RECOMMENDED 


benefits which materially and immediately 
Today more automobile factories* have tested, and 


increase your Summer Service Revenue. approved Porcelainize than have ever approved any other method 
of automobile appearance maintenance. 
*Names furnished on request. 
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Independents Level Charges . . . 
Mich. Business Tax 


Stirs Up Auto Makers 


LANSING. -- Michigan’s new $35,exemption, the sum arrived at 
million business receipts tax be-| would be the basis for his tax. 
came law last week after Gov. G.| Williams said in a radio -tele-| 
Mennen Williams’ refusal to either| vision address that he believes that | 
sign or veto the legislative act. some sections of the bill are un-| 

The new law, claimed by pro- | constitutional, and that those who} 

z : |“forced it through the Legislature | 
ponents of the bill to be the answer | without adequate consideration Gift to Indianapolis Schools— 
to a balanced state budget, will be-| must bear the full responsibility | 


; : , | Members of the Indianapolis Automobile Trade Assn. presented the city's school 
come effective July 1, with the first| before the people.” He did say,| board with $1,000 to equip an auto body and paint shop at the new Harry E. Wood 
installment payable by Oct. 31 for| however, that “without new reve-| occupational school. The association also equipped the automotive shop of another 
the preceding quarter-year. It ex-|nue we cannot pay our state em-| high school. Present at the ceremony are (from left) Thomas E. Hanika, association 
pires March 15, 1955, unless the | ployes.” | manager; Walter C. Hiser, president; Dr. H. L. Shibler, school superintendent, and 
Legislature extends its life. | The Williams address was fol-| Richard E. Emery, principal of the occupational school. 

The law is applicable to all |lowed by talks from Republican | : as 7 : 
Michigan businesses with a gross | Senators George N. Higgins, Fern-| time and, after it has been in |“railroaded through the Legislature 
receipt of $20,000 or more and (dale auto dealer, and Carleton H.| operation, the facts will prove it | with high pressure tactics.” 








provides for a tax of four-tenths | Morris and House Speaker Wade) j;, itable.” i ee 
of 1 percent, Van Valkenburg, who defended the 7 ee ‘a , In statements asking Gov. 
A uto dealer. for instance, | Dill. | Earlier, Hudson, Kaiser and! Williams to veto the bill, the 

. ! y ; Packard leveled blasts against the! three auto makers said it dis- 


would be taxed on the basis of his | “This is a good bill,” Higgins 
gross receipts, minus costs of doing! asserted. “It is the fairest tax bill 
business, except wages and depreci-| presented to the Legislature. We 
ation. After deduction of a $10,000| believe it will stand the test of 


| bill, charging that it had been 
| written by “Ford and General 
' Motors” for their own benefit, and 


criminates against them because 
they, unlike Ford and General 
Motors, do not have major pro- 
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STIMULATE YOUR 
SERVICE BUSINESS 


with a Linco/n 


2 
2 Eid LUBRICATION 
W Ciginccred ED ARTMENT 


Plan your own new lube department with the help of 






Lincoln's illustrated Lubrication Department Plan Book, 
Catalog 500. Write for your FREE copy today. 


¢ ¢ @ PIONEER BUILDERS 


MULTIPLY YOUR PROFIT 
opportunities by checking 


tts 12 {inportant 


LUBRICATING EQUIPMENT @ @ « 


e Check Brakes 

e Check the Muffler and 
Tail Pipe 

e@ Check all Lights 

e Check the Tires 

@ Check the Windshield 
Wiper and Washer 


e Check the Fan Belt 

e Check the Air Cleaner 

e Check the Oil Filter 

e Check the Spark Plugs 

e Check the Battery and 
Cables 

e Check Radiator Hoses 


e Replace lost or damaged 
Grease Fittings with Lincoln 
BULLNECK* Fittings . . . the 
modern fitting with the 
ball-in-the-top. Seals dirt 
out . . . grease in. 

* Tradename Registered 


Poir’> every time you 


put a car on the rack: 





LINCOLN ENGINEERING CO. - 5709 Natural Bridge Ave. « St. Lovis 20, Missouri 











duction facilities outside the 
| state which would escape the tax. 
R. E. Bryar, Packard tax de- 
| partment manager, declared: 

| “We desire to pay our own fair 
share of the State’s tax needs. Ws 
|}do resent the action of the Legis- 
| lature for permitting two of thr 
| largest corporations in the state t« 
write the tax laws, and then rail 
road them through the Legis 
lature.” 

E. M. Talbert, representing the 
| tax department of Hudson, said 
| that the bill was in effect a penalty 
upon concerns which have con- 
centrated their manufacturing fa- 
cilities inside the state borders. 

“It places such firms in an un- 
favorable competitive position with 
the multistate manufacturers,” he 
said. 

The Kaiser- Frazer Corp. state- 
ment was signed by Albert E 
Bigelow, director of the treasury 
division, and A. A. Sullivan, legal 
analyst. 

“The Kaiser-Frazer Corp. 
vigorously protests the passage 
of this bill,” the statement said. 
“The circumstances surrounding 
the passage of this bill indicate 
that it does not express the 
voluntary desires of the majority 
of the legislature. 

“It is a matter of common 
knowledge that the bill was con- 
ceived and written by represent- 
atives of a few of the state's 
largest industries and was pre- 
sented to the members of the 
Legislature less than 24 hours be- 
fore passage. 

| “This bill was passed in the 
| House after less than five minutes 
debate. The majority leader of the 
House imposed a gag rule on the 
opponents. 

“The bill represents a _ con- 
glomerate effort of special-interest 
groups to the exclusion of the in- 
terests of Michigan taxpayers 
generally.” 


'GM Reorganizes 
Motors Holding 


Division Staff 


| DETROIT.—Staff reorganization 
of the Motors Holding Division of 
General Motors was announced last 
week by Herbert M. Gould, general 
manager. 

Robert F. Isbell, formerly re- 
gional manager in Detroit, becomes 
assistant manager of branch oper- 
ations in charge of the western 
half of the U. S. 

Anthony J. Schmitt, formerly re- 
gional manager in New York, is 
being transferred to Detroit and 
will become assistant manager of 
branch operations in the eastern 
half of the U. S. 

Robert M. Campbell, who had 
been manager of branch operations 
for Motors Holding since 1947, has 
resigned to take over a GM dealer- 
ship in Fort Worth, Tex. 
| Bruce F. Brown, formerly re- 
|gional manager in Chicago, has 
| been transferred to Detroit and will 
| be in charge of a new activity to be 
|known as factory relations and 
| business management. 


Trailmobile Lifts 
Eyler, Black 


CINCINNATI.—Appointments of 
Harry Eyler as sales vice-president 
and James J. Black as engineering 
vice - president of 
Trailmobile Inc., 
have been an- 
nounced by Wil- 
liam A. Burnes, 
president. 

Eyler has been 
general sales 
Manager and 
Black has been 
chief engineer 
Eyler joined 
Trailmobile in 
1940. He served as 
manager of the factory branch in 

Milwaukee and later as manager 
of the west central division, unti! 
coming to Cincinnati in 1952 as 
general sales manager. 

Black became associated with 
Trailmobile in 1931 as sales engi- 
| neer. In 1932 he became chief engi- 
|neer for Highland Body Co., a Trail- 
|mobile subsidiary, and in 1934 he 
| became chief engineer for both 
| Trailmobile and Highland. Previous 
| to 1951, when Trailmobile became a 
subsidiary of Pullman Inc., Black 
had served as vice-president and 
director of Trailmobile. 





Harry Eyler 
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WHAT MAN CAN CONCEIVE 
HE CAN 
CREATE! 


Since the dawn of time man has sought endlessly to find a better 
way of life through the genius of his imagination. One of modern 
man's greatest triumphs of sheer ingenuity and resourcefulness is 
today's automobile . . . a masterpiece of engineering and artistry. 


The world famous BLUE CORAL TREATMENT was created as a 
tribute to this fine craftsmanship . . . and today, America's 
foremost designers, manufacturers, and dealers alike recognize 
this superb finishing treatment as the best process available to 
protect and enhance the beauty of their cars. They have found 
through experience that periodic BLUE CORAL TREATMENTS not 
only clean and burnish the surface to a hard, mirror-like finish, 
but actually fortify the surface against all weather and 
driving conditions. 


We, as creators of the BLUE CORAL TREATMENT, are proud 
to have been a part of this parade of progress — and we dedicate 
ourselves to maintaining these same high standards of quality 
set for us by the automotive industry of America! 


© 1953—-H.D.1. COMPANY FACTORS, INC 


H. D. T. COMPANY FACTORS, INC. Creators of the Blue Coral Treatment 


WHITE PLAINS, NEW YORK 
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| the next few months will see a big 
|switch from SAE 8600 to molyb- 
| denum-nickel SAE 4600 steels and 
| carbon-molybdenum Amola steels 
|Chrysler Corp. was a big user of 
|Amola until the restrictions on 
|molybdenum were imposed. 
Probably the most welcome 
change in the offing will be the 
lifting of restrictions on nickel 
for plating. According to present 
information, this may not become 
effective until 1954 models are 
‘| introduced but it will be heralded 
_| and acclaimed by practically 


Improved Brightwork 
Likely for 54 Models 


. is still nothing official about it, but it now appears 
reasonably certain that allocations on molybdenum will 
be lifted July 1 and restrictions on nickel will be raised Oct. 
1. However, end-use restrictions on nickel are expected to J 

every plating expert in the auto 


continue probably until Dec. 1. ge : ay 
P y Kern County Officers Installed— industry 
According to informed New officers of the Kern County (Calif.) Dealers Assn., installed at the 19th annual Aut ail h d 
° i 4 - ” uto engineers have made no 
iaanatt or the fon fen ae tee sete, saines ae golf tournament and trade conference in Bakersfield, are (seated, from left) Rolfe pretense that plating jobs wer: 
callieeities ef HPA While dion other highly stressed automobile Lowdon, vice-president; Robert Kitchen, president, and R. F. Hackett jr., secretary. New| wholly satisfactory under Govern- 
; components. Here the shape of directors (standing) are Kenneth Thrasher, Don Hart, W. J. Haberfelde and B. E. ment-imposed limitations. Only re- 


in the international situation could a ; Sictaahal ‘ : 
result in continuation of the pres-| things to come is tied in both | Kraschel, outgoing president. CCC ently, efforts were made by the 
with removal of molybdenum al- industry to obtain permission to 


ent allocations, there is good reason 














to hope that Government regu-| locations and recent changes in |The new alloy regulations forced | grades were also increased by the/use more nickel on outside exposed 
lation on the use of these two im-| Steel om 7 — —— |many companies to switch to|same amount. plated parts but this plea has not 
= elements will be lifted on a, y m me alloy steet | chromium-molybdenum-nickel SAE S * 8 been acted upon favorably by 
ese dates. 7 8600 steels. A few changed to boron | ¢,,; Washi 
i iti i ; witch Forecast ashington. 
Speculation as to the results of pied on = asin an ae = aoe grades. Recently, the alloy price HEN th + toil ity 1 * * * 
these coming changes is. now oc- | 2nd molybdenum allocations, many | extra applying to SAE 8600 steels W e new price penalty is Niche! Allocations 





cupying the.attention of most of | automobile builders used molyb-| was boosted $9 per ton. Meanwhile, added to some of the process- s : 
the Detroit-‘metallurgical frater- |denum- nickel SAE 4600 steel for| the increase on molybdenum steels|ing difficulties reported with SAE NDER nickel allocations, 
nity. The first great change is | gears and other carburized parts.|was only $4 per ton. Chromium | 8600 steels, it seems certain that chrome-type, nickel-free stain- 
- . . - less steel has made_ substantial 
gains for corrosion-resisting ap- 
plications in automobiles. Many of 


al 
|the gains made are expected to 
istick even when nickel is again 
freely available. 
While it is too early to predict 


| where these applications will fall, 
AUTOMOTIVE SERVICE EQUIPMENT industry experience with chromi- 

um-type stainless steels has been, 
on the whole, quite favorable. 


Deep-drawing problems initially 
MAKES YOUR WORK EASIER Salad gfe tec ter 
eee for many applications. Welding 
problems that may have been 
# "'K MH 99 serious have now been alleviated 

Backed by 99 years of ‘Know How in many ‘cases 
Barring a change in Washington 
policy, it seems that the 1954 cars 
will again feature nickel and 
molybdenum in substantial quanti- 
ties. This change is bound to have 


+e 










’ an important effect both on auto- 
Tank Mounted Air Compressors motive brightwork and on the most 
highl f to- 
1/4 H.P. to 15 H.P. ee stressed parts of an auto 
* * * 
@ Up to 78 cubic feet per minute e 
aes Wyandotte Builds 
@ Either single stage or two stage a 
@ Timken bearings @ Self oiling Production-Scale 
@ Precision built @ Designed for accessibility Test Facilities 
@ A.S.M.E. tank for 200 pounds WYANDOTTE, Mich. — Having 
as ; d f ‘ P completed installation of a line of 
@ Automatic start and stop or for continuous operation production-scale metal cleaning 
: 'and finishing equipment in its new 
Also base mounted up to 300 cubic feet multimillion - dollar research and 


development division, Wyandotte 
Chemical Corp. is endeavoring to 
solve the auto industry’s cleaning 
and finishing problems. 


Full Hydraulic Two-Post Shop Lift | The new facilities, which include 
: : | buffing, polishing and barrel finish- 
@ No long deep pit needed—saves on installation cost |ing equipment, a paint spray booth 
ss and a complete set of electroplat- 
* 60 wheel base; handles all cars jing tanks, “mark great strides to- 
” ward removing experimental work 
@ 72” plunger travel @ Plenty head and elbow room [from the production lines,” accord- 
@ Deep front yoke for maximum accessibility ing to Dr. Thomas H. Vaughn, 
7 , ae research and development  vice- 
@ Flush with floor when in lowered position | president. 
p s : With the new equipment, Wyan- 
Also Single-Post rotating lifts and Two-Post truck and bus lifts dotte will be able to check labora- 


tory results in production 
|}equipment on the same premises, 
Vaughn said. 

The size of all the equipment is 





High Pressure Hydraulic Car Washer such that actual parts from 
customers’ plants can be handled, 
@ 300 lb. pressure and, the selection of the “best 
re : — products and processing conditions 
@ Self-oiling pump @ Designed for accessibility for specific jobs made,” he said. 
eB i For example, a band of pressed 
rass-lined cylinders | steel, die cast or machined parts, 
@ Quiet in operation |bearing shop soils which may be 
drawing compounds, buffing com- 
@ Precision built |pounds, cutting oils or preserv- 
atives, can be brought into the } 
| laboratory and cleaned by a variety 
a aS aA a a aS A ae a ae 7 | of ge 
-742 | After choice of the best cleaning 
CURTIS PNEUMATIC MACHINERY DIVISION process, the parts can be “proof- 
| of Curtis Manufacturing Company | tested” for cleanliness, painting or 
| 1976 Kienlen Avenue, St. Louis 20, Missouri | electroplating. The parts are then 
; delivered back to the originating 
Call your CURTIS Jobber... or mail ame tnbesasiod le tems chectad: |plant for inspection or testing. 
‘ i Rs a “This new pilot facility is de 
this coupon for information: | [AIR COMPRESSORS [7] AUTO LIFTS(Single-Post) [7] Two-Post | voted to the development of nev 
| [1 POWER CAR WASHERS | and improved materials for metal 
J 
| | cleaning and finishing and th« 
| Name. | |solving of application problems on 
es oe | a realistic basis,” Vaughn said. 
Oh i it : The recently completed facilities 
CURTIS PNEUMATIC MACHINERY DIVISION were opened for a special tour by 
of Curtis Manufacturing Company (Since 1854) | Mk iaSnsndiancscaniaeeeanwers | the press last week. The new 
1976 Kienlen Avenue ¢ St. Louis 20, Missouri PO 5 3trikcs eee ye NN «Aan ixakacas | — went into full operation ‘ 
i —Marty WHITMYER 
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the Approved 
WIRE WHEEL DISC 
by CELLO 





with Exclusive Wheel Bolt Lock On! 


styling of today’s modern automobiles. Massive Cello Wire Wheel Discs give 
that ultra modern dash of sports car distinction at a fraction of the cost of real 


wire wheels! 


TESTED and APPROVED! Cello Wire Wheel Discs are the ONLY wire wheel 
discs road tested and approved by several of the country’s leading automobile 
manufacturers. After several months, and over 100,000 miles of the toughest 


driving, Cello Wire Wheel Discs stood every endurance test! 


The Cello Wire Wheel Disc, containing 48 real stainless steel wire spokes, is 


equal to the “original equipment” offered by major car manufacturers. 





But above all... Cello Wire Wheel Discs 
feature WHEEL-BOLT LOCK ON 


INSTALLED AND REMOVED EASILY — The attractive crest hub 
caps of Cello Wire Wheel Discs are easily detached, permitting 
access to wheel bolts. Removal or installation of discs can be 
made in minutes. 


Wheel-bolt lock on is the outstanding new development 
ADJUSTABLE BACKPLATE— Cello Wire Wheel Discs also fea- 


ture an adjustable chrome back plate for wheel bolt spacing. 
Tire valve stem opening of back plate is easily adjusted for 
simple installation by three sturdy bolts controlling back plate 
positioning. 


by Cello which practically eliminates theft of discs. Each 
disc is firmly attached to the bolt circle of the wheel and is 


held by the same bolts that hold the wheel. This prevents 
Because Cello Wire Wheel Discs are made of brilliant stainless 
steel, cleaning becomes a simple operation. With only a wipe 
of a wet sponge around the rim and spokes . . . Cello Discs 
sparkle in an instant. 


Tot Swot Cn Ledtindliont 


at a fraction of the cost demand CELLO WIRE WHEEL DISCS 


Here's the first completely new wire wheel disc designed to conform to the 


petty thievery, rattling, or loss due to centrifugal force. 





For further information 
regarding Cello Wire Wheel 
Disc Distributorships, 

Jobbers or Dealers .. . write 


WIRE WHEEL DIVISION 


EAST BOSTON 28, MASS. 
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Highways & Safety... 
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Road Modernization 
To Cost $32 Billion 


By Gerhardt Neumann 
Staff Writer 
A PPROXIMATELY $32 billion in 
“4% Federal aid is needed to bring 
the nation’s highway system up to 


Congressmen, “our association 
filed with your committee during 
hearings on the Federal Aid 
Highway Act for 1952 an estimate 
of need on our Federal aid sys- 





1953 


man and his wife injured while 
riding in the back seat, the court 
did not accept the driver’s ex- 
planation that the couple’s warn- 
ings made him so nervous that 
they caused, rather than pre- 
vented, an accident, 

Safety experts seem to agree wit} 
the decision. They believe that 
healthy cooperation between drive: 
and passengers may be a great aid 
in guiding a car through the maz 
of complicated traffic situations. 


+ 


Braking Tests of Interest 





tem. This was the amount of 
money we estimated would be re- 
quired to bring the 664,000 miles 
of the then approved Federal aid 
system up to the standards re- 
quired by today’s traffic as of 


date. | 
This was the 
opinion of Charles 
M. Ziegler, high- 
way commission- | 
er of Michigan) 
and president of; Jan, 1, 1952.” 
the American| Ziegler pointed out that these 
Assn. of State|roads carry more than 80 percent 
Highway Officials; B. D. Tallamy,| of all rural traffic, but that 64 per- 
of New York; A. E. Johnson, of|cent are deficient by modern 
Arkansas; R. A. Harris, of Missis-| standards. 
sippi; R. H. Baldock, of Oregon,| ‘The association, he added, is 
and D. C. Greer, of Texas, members| thinking of a 15-year program, with 
of the association’s executive com-| 4, annual outlay of $3.5 billion. 
mittee, who testified during recent ‘: s & 
hearings before the roads subcom- . ‘ 
mittee of the House Public Works| Back-Seat Driver Useful? 
Committee. |\".HE back-seat driver has won 
“Early in 1952,” Ziegler told the | judicial approval and may con- 









Safety Group Honors Automotive Industry— 


A special national award has been given by the National Committee for Traffic 
Safety to the Inter-Industry Highway Safety Committee for its sustained efforts in the 
field of highway safety. The “Oscar'’ was presented to W. F. Hufstader (right), chair- 
man of the inter-industry group, by Alfred P. Murrah (left), of the U. S. Court of 
Appeals and chairman of the honoring group. With them is Frederick J. Bell (center), 
executive vice-president of NADA. 


unreasonable, but rather in the fur- 
therance of the public safety, to 
encourage passengers to admonish 
drivers of obvious perils.” 

Ruling on a $60,000 suit of a 


sider himself a kind of co-pilot, in 
the opinion of the Maryland Court 
of Appeals. 

The court ruled that “it is not 


IT DOES THESE JOBS 
—AND MORE! 


Accounts Receivable Ledgers 
and Statements © New-Car Deposits 
Monthly Financial Statement 
General Ledger ® Payroll 
Accounts Payable ® Age Analysis 
Revenue Distribution 





~ 
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~ 
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CHANGE JOBS INSTANTLY 


Change jobs with a turn of the 
job selector knob. Any four ac- 
counting operations controlled by 
one sensing panel. Any number of 
panels can be used, so there’s no 
limit to the number of accounting 
jobs a Sensimatic will do. 


Speed and ease are inseparable in a Sensimatic because high 


productivity is built right into the machine. The sensing panel or 
“mechanical brain” directs the machine swiftly and automatically 
through every figuring operation and carriage movement. 


Because of this, there’s less for the operator to learn and to do. 
Every operator function has been simplified to require minimum 


Now there ate five | 
Sensimatic 500 with 19 


400 with 9 
Sensimatic 300 with 11 


totals 
Sensimatic totals 
totals 
Sensimatic 200 with 5 totals 


Sensimatic 100 with 2 totals 


WHEREVER 


effort. Even the insertion and alignment of forms has been 
made so easy that important amounts of time are saved in this 
one part of the work alone. It will be to your advantage to 

see a Sensimatic in action. At the very least, you'll have 

a new basis for judging accounting machine performance. 


A Burroughs representative will be glad to arrange 
a demonstration at your convenience. You'll find 
Burroughs listed in the yellow pages of your 
telephone book, or write Burroughs Adding 
Machine Co., Detroit 32, Michigan. 


THERE'S BUSINESS THERE'S 


Burroughs 








ECENT braking tests of the 

highway transport researcl 
branch of the Bureau of Publi: 
Roads showed some interesting re 
| sults. 

It was found that in 1942 only 40) 
percent of all vehicles could be 
stopped in less than 25 feet from 
a speed of 20 miles per hour, whil 
today 83 percent can be stopped in 
25 feet. 

Tests of driver reaction time re- 
sulted in an average of 0.73 sec- 
,onds, and 95 percent of the drivers 
reacted in less than nine-tenths of 
a second. 

It also was found that the brak- 
ing distance does not vary as the 
square of the speed, as has been 
believed before. For example, the 
average stop from 30 miles per 
hour was made in 40 feet. With 
the braking distance varying as 
the square of the speed, a stop 
from 90 miles per hour would re- 
quire only 360 feet, whereas the 
average stop from 90 miles ac- 
tually required 580 feet. The 
shortest braking distance from 
this speed was 490 feet. 


Results of the test also make 
questionable the assumption that 
any passenger car with good brakes 
is capable of locking all four 
wheels. It was found that wheels 
were more apt to lock at lower 
speeds than at higher speeds. 


The data, published in Public 
Roads, show that at speeds of 20 
miles per hour, all four wheels 
j}locked in 35 percent of the tests, 
whereas at speeds exceeding 60 
miles the corresponding figure was 
only 19 percent. The report adds, 
however, that a dangerous condi- 
tion would exist, if manufacturers 
provided brakes that would grab 
or lock the wheels too easily. 


* * * 
e 
Speed Action 
Northeast States Join Forces 
In Safety Campaign 
Governors of the 11 northeastern 
| states have issued a joint declara- 


|tion of a unified summer highway 
|safety campaign in their areas. 


The governors asserted that “we 
are determined to reduce traffic 
deaths and injuries during the va- 
cation season and have agreed to 
concentrate upon strict control of 
highway speeds as the most effec- 
tive step toward that objective.” 

The document declared that the 
“slowdown” campaign, aimed at 
execessive speeds, does not mean 
that the northeastern states will 
institute “unusual measures” to 
entrap the violator of traffic laws 


“It does mean,” the declaration 
said, “that police, courts, driver 
licensing and highway officials in 
|our states, counties and communi- 
ties are convinced that all of us 
|must observe the rules of caution 
}and courtesy which will free our 
|}roads from needless death and 
| destruction. Our purpose therefore, 
| will be to support these rules by 
firm, impartial traffic law enforce- 
| ment. 


Signers of the declaration in- 
| cluded Governors John D. Lodge of 
| Connecticut, J. Caleb Boggs of 
|Delaware, Burton M. Cross of 
| Maine, Theodore R. McKeldin jr., of 
| Maryland, Christian A. Herter of 
| Massachusetts. Hugh Gregg of New 
|Hampshire, Alfred E. Driscoll of 
|New Jersey, Thomas E. Dewey of 
|New York, John S. Fine of Penn- 
|sylvania, Dennis J. Roberts ot 
| Rhode Island, and Lee E. Emerson 
of Vermont. 

| * *” + 


H & S Shorts 


| The Citizens Traffic Safety Boar: 
|of New York City has distribute: 
to high school students takin 
| driver courses a leaflet designed t: 
|}encourage safer driving practice 
|. . . The traffic death toll in Apri 
| Was 2,890, or 10 percent above Apri! 
| 1952, according to the Nationa 
Safety Council. 


SSS 
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HUDSON, JET 


America’s only completely new car! 
























UDSON dealers are offering the only completely new car announced 
this year: the wonderfully compact Hudson Jet. 


New-car buyers are hearing about and seeing for themselves the first 
car in the lowest-price field to offer both exciting performance and 
amazing economy. What’s more, they’re delighted with the compact 
Hudson Jet’s ease of handling, its ability to negotiate today’s traffic 
—and its smooth, steady ride. 


And thanks to the Jet, both the Hudson Hornet and Hudson Wasp 
series are more than ever in the spotlight. 


There never has been a better time to be a Hudson dealer. A few choice 
franchises are still available. For details, rush coupon or wire direct. 


New Dual-Range HYDRA-MATIC DRIVE and sensational TWIN 
H-POWER either or both optional at extra cost. Standard trim and 
other specifications and accessories subject to change without notice. 





Best Performance and Economy 
in the Lowest-Price Field 

C. A. J. Hadley, Sales Manager 

Hudson Motor Car Company 

Detroit 15, Michigan 


WASP 


Lower-Priced Running Mate 
of the Hornet 


Please rush me complete information on the Hudson dealer franchise 
and details on the new Hudson Jet. 





Name_ 


: 
HUDSON SUPER JET SIX-PASSENGER SEDAN 











HORNET Foch 
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National Stock-Car 


i 
Champion 
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AUTOMOTIVE WASHINGTON 


Commerce Dept. Aides 
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Cheer Businessmen 


By William Ullman 


Washington Correspondent 

oo. public statements of top officials of the Depart- 
ment of Commerce have offered more encouragement to 
American business—large and small—than leaders of indus- 
try and commerce have received in a long time. The best 
part of it for business is that these statements came from 


key Government officials? 


whose words were reflecting 


the views of the Eisenhower 
Administration. Certainly it would 
appear from what they said that 
business is about to get considera- 
tion long denied it. 

Said Secretary of Commerce Sin- 
clair Weeks, addressing a recent 
meeting of the American Iron and 
Steel Institute: 

“The American competitive en- 
terprise system is the most pro- 
ductive, the most prosperous and 





William Ullman 





the most humane on earth and in 


history. It has the 
inherent power- 
far beyond Alad- 


din’s magic lamp | 


to create con- 
tinually more and 
more national 
wealth which 
everyone may 
share. 

“Yet for more 


tive enterprise system has been 
misunderstood by government, bur- 
dened by government, shackled by 
government, punished by govern- 
ment and then—ironically—blamed 
by government for not performing 
as many miracles as it could have, 
had it been free. 
a. 


* * 


Fair Break for All 


‘MTPYHE change in Administrations 


changed that attitude. From 
here on out every group in our 
economy is going to get a fair 
break... 


“Competitive enterprise has been 
loaded down by heavy and badly 
conceived taxes. It has been faced 
with government competition in 
an increasing number of fields. It 
has seen its solemn contracts re- 
voked by a Federal agency. It. 
has been threatened with puni- 
tive action again and again by 
bureaucrats... 

“The new Administration is re- 
moving road-blocks to business 
| small and large. It is opening wide 
the door of opportunity for all com- 
|petitive enterprise to compete. 
Thereafter, business is on its own.” 

Said Assistant Secretary of Com- 
|merce Craig Shaeffer before the 








Longpre Features a Towering 


Modern sales and service facilities were 


Indian— 


opened by Longpre Pontiac, Inc., Monrovia 


Calif., on Highway 66. Its salient feature is a 57-foot-high Pontiac Indian head which 
can be: seen for several miles. The showroom holds five cars and features a modern 
customer lounge. The used-car lot is lighted by seven 1,500-watt floodlights and can 
merchandise 65 cars. The facilities represent an investment of more than $250,000 


on the small-business community: 

“Broadly speaking, tax problems 
are problems for the business com- 
munity as a whole since all busi- 
nesses, large and small, are con- 
cerned with the pressure of the tax 
burden and its effect on the ability 
and the willingness of business con- 
cerns to grow. These are factors 
which have received all too little 
consideration in the design of tax 


than 20 years our|House Select Committee on Small |legislation during the past years. 
private competi-| Business, on the impact of taxation |It is about time that they receive 





1. A big customer—the man who buys a car 


with plenty of extras—is apt to be mighty 


particular... 





ae 


©1953, Ethyl Corporation, New York 17, N. Y. 


cn rain 





3. But if you want to keep him happy as a 





2. And if he doesn’t get first-rate performance, 





oe 


iw eos 


he’s likely to get snappish about it. 


set for ‘‘Ethyl’’ gasoline.) 








4. Come right out and tell him to use “Ethyl” 
gasoline and get all the power he paid 
for. (Of course, the timing should be 


4 sip 
lamas 


<> 





‘he attention they deserve. I am 
glad that this committee has seen 
fit to explore the problems in their 
3mal) business aspects... 

* * + 


A Look at Excise Tax 
“WT IS the belief of many busi- 
nessmen that the retail trade is 
sntitled to its customary mark-up 
whether or not part of that manu- 
facturers’ price to the retailer con- 
sists of money the manufacturer 
has been obligated to pay the Fed- 
eral Treasury and that this rule of 
reason should apply to cases where 
the retailer must pay for these 
items and carry them as a regular 
part of his inventory until they are 
sold to the consuming public. 


“The Congress in consultation 
with the Treasury will wish to 
select the method of levy most 
satisfactory from all standpoints. 
| It should be stated here that the 
| present selective system of excise 
taxes, at both retail and manu- 
| facturers’ levels, is regarded by 
| many who have studied the mat- 
ter closely as discriminatory and 

unfair to both retailers and man- 
ufacturers.” 


Said Assistant Secretary of Com- 
|merce James C. Worthy, address- 
jing the Silk and Rayon Printers 
}and Dyers Assn. of America: 


| “. .. What is the concept of Sec- 
|retary Weeks and his associates 
regarding the major responsibilities 
and functions of the Department of 
|Commerce in the light of present- 
|day economic affairs and the eco- 
;nomic problems of the Govern- 
ment? 


“IT think I can sum up Secretary 
| Weeks’ philosophy and his concept 
| of his responsibility as secretary of 
;}commerce by this statement: 
| Under his direction, the department 
is dedicated to maintaining a 
| sound, prosperous, and expanding 
| economy. 
“Secretary Weeks is dedicating 
| the facilities of the Department of 
|Commerce to serving the business 
| world—not just big business, but all 
| business... 


* * * 


Business Represented 


| “THE Department of Commerce 
will endeavor to represent 
‘business and a business point of 
| View in government. This is in ac- 
cordance with the principles of our 
democratic form of government. 
All elements of our population, and 
all parts of our country, are rep- 
resented by their elected repre- 
sentatives in the Congress. In the 
executive branch farmers are rep- 
resented by their own Department 
of Agriculture. Those who work for 
wages in industry and business are 
represented by the Department of 
| Labor. 
| “The other part of the great 
| triumvirate in our economy, the 
| business community, should be 
represented by its own depart- 
ment—the Department of Com- 
merce. Through these three 
departments and through other 
departments and agencies of the 
executive branch al] elements of 
our society have their points of 
view presented and considered at 
the council tables of government. 
This is the way it should be in 
| our form of government... 
“The business community gen- 
'erally, and individual businessmen 
in particular, have an important 
stake in this Administration. It is 
|the first chance that business has 
| had in a long time to have an ef- 
|fective voice in Governmental af- 
| fairs. No businessman or any busi- 
jness group should overlook o1 
|neglect the opportunity that exist: 
|to have their views and recom- 
|mendations on Federal economic 
| policy considered in the day-by-day 
|operations of government.” 
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Sales Conditions in Various Areas... 





Auto Market Reports 


Utah 

A total of 8,883 vehicles was sold 
in Utah during the first quarter, 
according to the Utah Auto Dealers 
Registration Service Co. 

Sales for the corresponding 
period a year ago amounted to 
7,177. Of the new sales, 37.71 
percent were for cash, compared 
with 40.96 percent cash sales in 
1952. 

The number of used vehicles sold 

was 16,198, compared with 15,221 a 


year ago.—(Mabel Harmer.) 
* + * 


Branson, Mo. 


Most new-car dealers in Branson, 
Mo., report more buyers than cars, 
even though most sales in this re- 
sort area are made to permanent 
residents. 

Some dealers prefer cultivating 
the permanent resident in order 
to have an opportunity to make 
future sales and service. How- 


ever, dealer quotas are small in 
comparison with those of dealers 
in larger cities. Most dealers ex- 
pect to catch up with the new- 
car demand by Sept. 1. 

One dealer described the truck 
situation as “trucks are running 
out of dealers’ ears.” 

Service is normal and 
demand is lower than in many 
|months, but inventories are con- 
siderably less than they were six 
months ago._(L. H. Houck.) 


* * * 


used-car 


| 


Columbus, O. 


During the first 15 days of May, 
Columbus auto sales totaled 1,067 
| cars, it is reported by the Columbus 
| Automobile Trade Assn. 

By makes, cars were titled as 
| follows: Buick, 83; Cadillac, 26; 


|Chevrolet, 255; Chrysler, 35; De- | 


|Soto, 34; Dodge, 69; Ford, 187; 
| Henry J, 2; Hudson, 17; Kaiser, 5; 
‘Lincoln, 12; MG, 1; Mercury, 34; 


Nash, 21; Oldsmobile, 59; Packard, 


| 15; Plymouth, 95; Pontiac, 83; 
Porsche, 1; Studebaker, 27; and 
Willys, 6. 


New-truck sales totaled 114 for 
| the first 15 days, and were recorded 
|as follows: Chevrolet, 37; Dodge, 
| 14; Ford, 36; GMC, 3; International, 
13; Mack, 8; Reo, 1; Studebaker, 
11, and Willys, 1.—(Bert Strang.) 

* * 


+ 


Harrison, Ark. 


Dealers in Harrison, Ark., are 
finding increased pressure for 
|lower downpayments and longer 
|terms, but new-car sales are still 
| tiding high with some unsatisfied 
|demand in several popular brands. 


Used 


rated by lower than normal inven- 
tories. 

Collections are slow, but repos- 
| sessions are not a problem. Some 


What’s in a number? 





ON ANY MAKE OF BEARING, THIS NUMBER — 25877- 
25821— is enough to identify it as a tapered roller bear- 
ing commonly used on rear wheels. On a Timken® bearing 
it tells you even more. It tells you about quality and 
service too. 





YOU GET FREE ENGINEERING HELP like this with 





Timken bearings. These transmission and axle deflec- 
tion tests, staged in our own laboratory at our own ex- 
pense, are helping car makers handle the added gear 
loads of higher horsepowers and automatic transmis- 
sions. We’ve also used such tests to show car makers 
how to use Timken bearings of smaller size, lower cost. 





dealers are worrying about|1; MG, 4, and miscellaneous, 2. 


business prospects during the last 


quarter, with a general expectation | 


that all dealers will have more new 
cars than buyers.—(L. H. Houck.) 
* * 


* 


Richmond, Va. 


Sales of automobiles in April 
were up more than 700 over the 
same month of 1952, according to 
the Richmond Business Review, a 
publication of the Richmond (Va.) 
Chamber of Commerce. 

New-car sales climbed from 787 
to 1,026 and used-car sales _ in- 
| creased from 3,271 to 3,765.—(T. D. 
Eaton.) 


* * * 


Washington, D. C. 


New-car sales for the District of | 


!Columbia during April were listed 
|}at 2,538, as compared to 1,744 for 
| the same month in 1952, according 
|to the Washington Automotive 
Trade Assn. 

Cars sold were as follows: Buick, 
170; Cadillac, 80; Chevrolet, 710; 


cars continue to move/Chrysler, 71; DeSoto, 40; Dodge, | 
slowly, and what to do is an un-| 197; Ford, 406; Henry J, 6; Hudson, | ‘ 
|solved problem somewhat amelio- | 35; Kaiser, 3; Lincoln, 27; Mercury, | 


|95; Nash, 31; Oldsmobile, 141; 
| Packard, 47; Plymouth, 301; Pon- 
tiac, 163; Studebaker, 51; Willys, 
22; Austin, 1; Hillman, 1; Jaguar, 





TO FIND STEEL GOOD ENOUGH for a Timken bearing 
we had to go into the steel business and make our own. 
Produced in our own mill in nine huge furnaces—three 
brand new, one the biggest in the world, all of them 
electric —Timken bearing steel is the finest made. We’re 
the only bearing company in America that makes its 
own steel. 





a 


QUALITY AND SERVICE MAKE TIMKEN BEARINGS 


Number 1 for value where it counts most—in your car’s 
moving parts, the “vital zone”. When you’re specifying 
a bearing number, be sure to specify ‘““Timken’”’ too. For 
full value, always use a Timken bearing cup with a 
Timken bearing cone. The Timken Roller Bearing Com- 


pany, Canton 6, Ohio. 


TIMKEN is number 1 for VALUE where value counts most: in the vital zone 


TRADE MARK REG.U.S.PAT. OFF 


NOT JUST A BALL (>) NOT JUST A ROLLER C— THE TIMKEN TAPERED ROLLER C— BEARING TAKES RADIAL ® AND THRUST -@])~ LOADS OR ANY COMBINATION 


i 


Vibe 
be 


| (William Ullman.) 


* 7 * 
Minnesota 
Total new-car registrations i: 
Minnesota for 1953 are nearly 


30,000 ahead of last year, according 
to. Mrs. Mike Holm, secretary o 
state. 

Registrations from Oct. 1, 1952, t« 
May 1, 1953, totaled 947,021, com 
|pared with 918,725 for the same 
| period 12 months ago. 

Part of the increase could be 
due to a new State law which 
allows automobile dealers’ to 
register cars they have on hand 
instead of paying personal 
property tax on them, 
Meanwhile, dealers report that 
|}although there has been an in 
crease in new-car buying, interest 
in used cars remains lethargic. 
(Donald M. Lyons.) 


* * + 


Marshall, Ark. 


Demand for used cars in Mar 
shall, Ark., has dropped 40 percent 
in the last three months, according 
to one dealer, who also reported 
increased demand for lower down- 
payments and longer time. 

Time has generally been upped 
from 18 to 24 months on used cars, 
with one finance company report- 
ing that dealers are lucky if they 
|don’t have to grant 30 months to 
complete sales. 

Open account payments are slow, 
| but new cars are still holding up 
with most dealers expecting to 
catch up within the next 30 days. 

Service volume is rated as 
normal.—(L. H. Houck.) 

* * * 


Van Wert County, O. 


A total of 133 new vehicles was 
sold in Van Wert County, O., in 
April. 

A breakdown on cars shows: 
Chevrolet, 31; Ford, 19; Plymouth, 
9; Oldsmobile, 7; Buick, 7; Dodge, 
'6; Pontiac, 5; Chrysler, 5; Kaiser, 
4; Nash, 4; Mercury, 4; Packard, 
2; Studebaker, 2, and _ Lincoln, 
Henry J and DeSoto, 1 each. 


New-truck-sales include: Chevro- 
let, 3; Ford, 3; Dodge, 3, and Stude- 


baker, International and GMC, 1 
each.—_(Simon M. Schwartz.) 
* * * 
Pittsburgh 


Business held approximately un- 
changed for the fourth consecutive 
week, according to the Bureau of 
Business Research of the Univer- 
sity of Pittsburgh. 


The auto market, however, ap- 
peared to be going through a 
period of uneasiness. At present, 
it was said, supply covers demand 
and may continue to do so for a 
time, then should outdistance 
demand. 


Industrial production and freight 
shipments were up a little, although 
the adjusted volume of trade was 
somewhat lower. The bureau’s sea- 
sonally adjusted index of business 
stood at 191.8 percent of the 1935-39 
average. It was 189.2 a month 
earlier and 194.7 in late March. 
Steel mills increased operations to 
99 percent of practical capacity, the 
highest rate reported in a month. 


In current car merchandising, 
several stunts have been used. 


Signs reading, “Ride to the Polls, 
A Community Service of Al 
Schwartz Chevrolet,” were posted 
on three new cars as a service to 
voters in the recent Pennsylvania 
primary. Good response was re- 
ported. 

Used-car dealers are staging 
sales and sometimes listing fan- 
tastic prices, using in some cases 
cars that aren’t clean. 

A Ford dealer, instead of using 
a seasonal vacation tiein to sell 
used cars, advertised that an axle- 
plant strike tying up Ford was 
over and new cars would come in 
for patrons awaiting their orders, 
creating an abundance of used 
cars.—(Leon M. Leffingwell.) 


| Mack Heads Cleveland Deal 
| After Leaving Olds Post 


Cy Mack, for five years assista:t 
|zone manager in Cleveland fer 
| Oldsmobile, has taken over t! 
| presidency of Highland Oldsmobi! 
Inc., Cleveland. He succee‘ 
Stephen Damonkas,. 
| Replacing Mack in the facto 
| zone office is B. N, Green, form 
ear distribution manager at D 
troit and Cincinnati. 








What Salisbury engineers said to Mr. 


When the Spicer people bought the Salisbury Axle Company in 1919, 
the advantages of Salisbury Axles had been widely used in 
automobiles and trucks since 1906. 


As the Salisbury engineers pointed out to Mr. Spicer, and our 

young president, C. A. Dana, when the purchase was being 

considered, ‘‘This axle has distinctive features you can't find in any 

other unit. We've just had several years of front- and rear-drive 

war service — the kind that no axles have ever had before. 

Our design is good. That will be proved by its increasing 
acceptance through the years ahead.”’ 


During the past 34 years, Spicer has made millions 
and millions of Salisbury Axles for a wide 
range of civilian and military uses. 
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The Axles with Accent on ACTION! 


The Spicer Salisbury Axle for passenger car and light commercial use 
has every qualification for extremely high efficiency in today’s vehicles: 


RIGIDITY —The special Spicer design and construction maintain accurate alignment 
of gears and bearings under all speeds and loads, assuring continued quiet operation. 


LUBRICATION — Scientifically developed control of oil circulation provides 


a constant, correctly proportioned flow to all gears and bearings 
for effective lubrication and cooling. 


RUGGEDNESS — Sturdily constructed to withstand the high speeds 


and extremes of punishment which are common in modern 
automotive vehicle operation. 


ACCESSIBILITY — Extremely easy to get into for inspection 
of parts. Simple-to-remove gear cover, oil level 
and drain plugs reduce service time and costs. 


Spicer facilities in its ten modern plants are 
geared to the production of Salisbury 
Axles for your particular needs. 


SPICER MANUFACTURING 
DIVISION 


of Dana Corporation 
TOLEDO 1, OHIO 





49 YEARS OF 
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AR AXLE . 








the 1,250,000 mark, according to 
Publisher William H. Marriott, 
former account executive for Amer- 
ican Weekly and Parade. 

“Angeled” by the Danville (Va.) 
Register, Family Weekly aims at 
covering the smaller-city gap in 
Sunday magazine national cover- 
age. Marriott estimates that 160 
cities can be sold without over- 
lapping current metropolitan 
supplement coverage. 

Under the editorship of John | 
Starr, formerly editor-in-chief of | 
the Metropolitan Sunday maga- 
zines, the new supplement will be} 
printed by Cuneo Press in Chicago | 
in full color rotogravure “contain- | 
ing not fewer than 16 pages and) 
not exceeding a yearly average of | 

|more than 50 percent advertising,” | 
|the publisher says. 
* *~ 


» Ford Division Window Display Cited— 
, The Chicago Federated Advertising Club has given the top award for window dis- 
me - plays to the Ford division for an animated demonstrator made of colored plastic. | ‘ ; 
mJ. B. Mclaughlin (left), of Chicago, general chairman of the awards program, hands |\Graham Put on Chrysler | 
é plaque to W. E. Kimbrough, Ford truck sales manager. The prize-winning display | Appointment of Walker Graham 


* 


js in the background. as vice-president of McCann-Erick- | 
' son, Inc., has been announced by) 
|Marion Harper jr., president. 
| Graham has been assigned to the} 
|New York office of the agency as 
| New York account executive on the 


»] Affecting Factories and Dealers... 
| Chrysler division account. He for- 
| merly was with Geyer Advertising, 


Auto Advertising 
| Inc., as vice-president and co-man- 


People in the United States and|be Arthur H. (Red) Motley, pub-|48er of the Detroit office for four 

gy .Canada spent a record-breaking $1,-|lisher of Parade magazine. | years. 5 
, 274,444,000 last year for daily and| Frank R. Hawkins, advertising ee 

Sunday newspapers, according to| director of Libbey-Owens-Ford, will|C-E Gains 3 Awards | 








~ + 


the Bureau of Advertising of the/ join a session Tuesday covering ad-| Two gold medals and an honor- 
American Newspaper Publishers) vertising success stories. lable mention were awarded to 
Assn. Essay contest awards will be | Campbell-Ewald Co. at the second 

“This is another indication,” the | Presented Tuesday afternoon by |awards dinner of the Detroit Art 
bureau commented, “that news- | Frank T. Tucker, advertising di- | Directors Club, held in connection 
paper reading is the most univer- | rector of B. F. Goodrich Co. with the fifth annual exhibition of 
sal and the most tenacious habit James J. Nance, president of | advertising art. 


in our daily lives. With a paid Packard Motor Car Co., will speak The two gold medals, both for 
circulation last year of more than | 00 “Management Looks at Adver-| advertising art in national mag- 
54 million weekday, newspapers | tising” at the general luncheon! gzines, went to Al Scott, art di- 
enjoyed a higher unit sale than | Wednesday. | rector of Campbell-Ewaid. One 
any other single commodity sold ies | was for general national maga- 
in our country.” K & E Changes | zine color art illustration for Na- 
The dollar figure of last year in-| Effective June 4, Joseph G. Stand-| tional Steel Corp., and the other 
cludes $1,208,905,000 for the United| art jr., vice-president will become | Was for national trade paper color 
States and $65,539,000 for Canada. | general assistant to the head of the | Photography for Champion Paper 
Average weekday expenditure for ss Co. i ; 
newspapers, the bureau said, was Honorable mention, equivalent to | 
$2,948,000 in the United States and second prize, went to William E. 
$184,000 in Canada. The Sunday Connelly, art director on the Bur- 
average was $5,780,000 in the United roughs Corp. account, for a nation- 
States, $177,000 in Canada. al magazine color illustration. 


Expenditures for weekly news- a Le 

papers, not included, would ac- Ford Tells Trade Views 

count for “additional millions dur- Views on world trade held by 

ing the year,” the bureau noted. Henry Ford II, president of Ford 
. ¢ *@ Motor Co., have been appearing in 

Ford Campaign Scores ert advertisements in major 

Ford Motor Co. landed in the top! T. J. Henry J. G. Standart jr. ere gp ren —— 

ten in a advertising fons, | Detroit office of Kenyon & Eck-|“The Free World Can’t Trade on 

de - : ‘— nai ee = al hardt, Inc., Don C. Miller. To suc-|a One-Way Street.” It emphasizes 

according to Hndings Of a reader-| ..¢q Standart as account executive, |his belief that the U. S. has the 


ship survey conducted by Metro stp se : otca 
yo eisier y |T. J. Henry will join K&E-Detroit| power and responsibility to lead | 





: . _ | as vice-president. the world toward freer and ex-| 
Ford’s ads, presented in comic-| Henry has been with N. W. Ayer | panded trade. 
strip style, were rated third-best}& Son for 18 years. He became >. ¢ *¢ 


among men, with an average of 43| manager of their Detroit office in : 
percent of all male comics readers| 1944; and was elected vice-presi- Look Setting Records 


noting the ad and 27 percent read-|dent in charge and supervisor of | Gardner Cowles, president of 





ing it. all Detroit accounts in 1948. His Cowles Magazines, Inc., has pre- 
oS ie principal account responsibility has eS oe ei ee 
Auto Sportsman | been the Plymouth division, Chrys- cated advertising pevanee ye | 
Making its debut on the news- | et Corp. and Chrysler Corp. Insti-| Fy, said that the second quarter | 
stands last week was Auto Sports- | tutional Advertising. . |will be the largest single quarter 
man, a new magazine devoted to . , Look has ever had in advertising | 
sports and foreign car enthusi- | New Supplement Due | revenue. 
asts, published by Trend, Inc.,| A new Sunday supplement will Advertising revenue for the 
s 
Los Angeles. make its appearance on Sept. 13] period is up 22 percent over the | 


The “slick” replaces Trend’s | when Family Weekly inaugurates| similar quarter in 1952, Cowles 
Auto Speed and Sport, a smaller | publication with a guaranteed cir-| said. This follows on the heels | 
magazine. Editor is Richard Van | culation of 750,000. The actual start-| of a first quarter which was the | 





Osten. oo eo ing-date circulation will be nearer| largest in advertising revenue for 
OAI Promotes Gormley a 


4 John P. Gormley, account execu- 
* tive in the Detroit sales office of | 
Outdoor Advertising, Inc., has been | 
elected a vice-president and ap-| 
pointed manager of OAI’s office, | 
succeeding the late R. D. French, it | 
has been announced by Kerwin H. | 
Fulton, president. 
Gormley will continue to serve his | 
Detroit automotive accounts from} 
his new post. He joined OAI’s sales | 
staff in 1946 after 12 years with | 


General Motors. 
* 7 x 


Ad Leaders to Convene 


Automotive agency leaders will 
play a prominent part at the Ad- 
vertising Federation of America 
convention June 14-17 in Cleveland. 


Henry G. Little, chairman of 
Campbell Ewald Co., will preside 
at a general session Monday 
(June 15) on merchandising prob- | ° ° 
lems. Participating will be Var. Colliers Honors Auto-Lite— 
ner Shelly, president of N. W. In recognition of the fact that Electric Auto-Lite Co., through its television program | 
Ayer & Son. “Suspense,” has helped bring to the public attention the building of the first atomic: | 
Speaker at the general luncheon | powered submarine, Colliers magazine has presented the company with an original 

will be Postmaster General Arthur'| oil painting of this new denizen of the deep. Royce G. Martin (right), president and | 
E. Summerfield. Keynote speaker at | board chairman of Auto-Lite, accepts the painting from Colliers representative, Thomas | 
the Monday afternoon session will! K. Reis. | 
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any first quarter in Look’s his- 


tory, he 


Circulation-wise, Cowles cited an 
with the Audit 


estimate 


said, 
filed 





|months at 3,401,110 
|figure for any quarter. Compared 
with the first quarter of 1952, 
Cowles said, the magazine’s cir- 


23 


the highest 


Bureau of Circulations which| culation average for the first three 


shows the magazine’s net paid cir 


culation average for the first three|or 3.3 percent. 





CHROME=CRAFT 
EMBLEMS 





DOUGLAS ALSO 
MANUFACTURES 





630 


vais) 





AVENUE 


\ . 


Finest 
blems Made. 







months of this year is up 109,604, 





Advertising Em- 
Permanent, At- 
tractive, Legible, Chrome Plated, Individual 
and Distinctive Designs made by Douglas Crafts- 


men. Write for Free Sample Without Obligation. 
Some Sales Territories Open for Top Salesmen, 


Scotchlite Ads 


THE DOUGLAS CO. 


Te]Uh a, e MINNEAPOLIS 4, 





Rear Deck Plates 





MINNESOTA 


This is 
Attaway-Easterlin 
Pontiac, Inc. 





This is what 


it’s owners say 


“The nicest thing that could have happened to us 
was sponsoring Mutual’s Fulton Lewis, Jr., 
on WAKE (Greenville, 5. C.),” say 
Mr. A. Attaway and Mr. J. B. Easterlin. 


“His straightforward, authoritative 


commentary has won him the acclaim of listeners 


in this area. . 
support. 


. and us their enthusiastic 


Many thanks for WAKE’s 


excellent handling of the broadcast, and hats off 


to Fulton Lewis for a superb job.” 


This is Fulton Lewis, Jr. 





whose 5-times-a-week program is available to local 
advertisers at local time cost plus low pro-rated 


talent cost. 


Currently sponsored on 364 stations 


by more than 750 advertisers (among them 64 
automotive firms), the program offers a tested means 


of reaching customers and prospects. 


For avail- 


abilities, check your Mutual outlet—or the Coopera- 
tive Program Department, Mutual Broadcasting Sys- 
tem, 1440 Broadway, NYC 18 (or Tribune Tower, 
Chicago 11). 





I don’t 
ever get over being 


7UH know what? 
think I'll 
a hick. 

After 55 years since my first visit 
to New York, I’m still flattered 
when a lady, hesitating in front of 
Grand Central Station, meekly asks 
me to show her the way to Fifth 
Ave. 

It gives me that rare feeling of 
“havin’ bin around” —that’s what 


those self-sufficient boys and girls| 


. . just recently “in” from What- | 
Cheer, I... rightly call “sophisti- 
cation.” 


Gosh, I could write great ad- 
vertising copy for that girl’s 
home-town paper, telling about 
all the places I know she’d like 
to go. and the things she’d like to 
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cooperative campaign . ., . spon- 
sored by only the top purveyors, 
of course, by invitation only, who 
sell things that “every woman 
wants.” But I’m not in the agency 
business.) Besides, what does a 
New York advertising “expert” 
care about the millions of women 
whose money is burning a hole 
in their pocketbooks while they 
are itching to get to New York? 
However, that exhilarating sense 


of importance ain’t nothin’ to 
match the lift I get when some 
good-lookin’ darb stops me on 


Madison Ave. and says sweetly .. . 
“Pardon me, sir, could you tell me 
where to find a good movie?” 
Why did she pick on me? I must 
look like money. At least she can’t 
see my bald head, The thrill of 
youth overwhelms me. I’m glad she 
didn’t mention the word “theater.” 
If youth overcame my historic cun- 


ning and I began to weaken . no 
matter how sweet she was. I'd 
figure that the word “theater” | 


a knock the pants off a $20 
bill. 


* * * 


|A Jolt to Vanity 


So. I START to sort of mumble! itching for flattery. “Tell me, how’d | drain, I assumed an air of dignity, 
\’ my words, thinking of the few| yuh happen to ask me?” 


movies I haven't seen, and _say: 











engineering and production skills 


field for more than 42 years. 
For Piston rings to meet every requirement 
—no matter how exacting — 


our engineering know-how is at your disposal. 


MCQUAY-NORRIS MFG. CO. -e 


buy. (Maybe that’s an idea for a | 


Manufacturers have recognized the 


of McQuay-Norris in the piston ring 


an important meeting of the Metro 
politan Committee on Human Wel- 


P 


fare, and I’m late now. Better ask 
a taxi driver. He'll take you any 
place you want to go . Goodby.’ 

“Go-o-0-by-e-e-y-a . Thanks a 


million.” 

Ain’t it awful what advancing 
years do to a guy’s ego? (Gone 
with the wind ... are the nights 
at Jimmy Kelly’s.) 


Now, in a confidential chat with 
the women, I’m goin’ to stick my 
neck out. 


If you are a girl from Oskaloosa, 
Punxsatawny or even Chicago or 
San Francisco, which would you 
rather see a series of style 
shows on the avenues or watch Sal 
Maglie pitching a no-hit game at 
the Polo Grounds? (Don’t ask your 
boy friend. He’s already made up 
his mind.) 

You see, I have some daughters 
who might be bored at the Museum 
of Natural History or the Metro- 
politan Museum, or restless on a 
trip on the Staten Island ferry, but 
who can pick up signs of vibrant 
life as they gaze with emotional! 
|}envy in Hattie Carnegie’s window 
|on their way to what the bobby 
soxer, from Brooklyn, lolling for 


sa 66 the first time in the Stork Club, 
}and said, “Well, my dear, I’m over- | familiarly calls “Pork Ave.” 


“you | due at the Union League Club for S <-- 


| How to Enjoy Big City 
F COURSE, you'll go to Radio 
City. It’s the finest theater in 





Pejepscot Motors Records First Sale— 


Joseph Hickey (right), manager of Pejepscot Motors, new Mercury dealership in 
Brunswick, Me., presents Jack Magee, an olympic track coach at Bowdoin College, with 
the keys to the first car sold by the firm. 
“Well, 
Russel, in “Never Wave at a Wac.” | 
Then curiosity overcomes me. I’m | bit, 


it’s a bit late for Rosalind; looked like such a nice old man.’ 
That finishes it . . . Tottering a} 
as romance goes down the} 


“Well,” she _says naively, 








| . 
|the world and has the most com- 
|fortable seats. Better reserve your 
|seats a few days in advance, or 
you might have to wait in a long 
line. 

If you'd like to hear the roar of 
a crowd of people who are sup- 
posed to have money, find out how 
to get to a race track, The “old 
boy”” won’t have to mortgage the 


PISTON RINGS 


homestead, because you won’t need 
to plunge. I'll tell yuh what to do 
. . just close your eyes and mark 
the name of any horse with a pen- 
|cil, You might lose two bucks or 
| win fifty. What’s the difference? 
If I were your husband, Id 
mortgage the old farm, just for 
the thrill of watching you when 
that “jock” comes “bootin’ that 
baby in.” Win or lose, you’ll still 
be tellin’ the girls about it when 
Santa comes “bootin’ them rein- 
deer in.” 
When and where do we eat? 
Gee, the boy said something. 
| Well... there are a few thousand 
restaurants in New York. If you 
care to join that flock of women 
who always seem to know where 
to eat, you might pick one of the 
Schraffts or Stouffers. There you'll 
|see a style show which pricewise 
| will probably be just your speed. 
P.S. Have a good time . . . Wish 
you were here. 


Packard P Pushes 
Intense Training 


Of Sales Crews 


DETROIT.—Important strides in 
the development of new and pres- 
ent retail sales personnel were 
claimed last week by Packard as 
a result of some 122 meetings held 
on a nationwide basis. 

Fred J. Walters, marketing vice- 
president, said the addition of hun- 
dreds of new Packard dealers and 
the current high sales success of 
Packards and Clippers have neces- 
sitated intensified recruiting and 
| training programs to develop pro- 
| fessional auto salesmen. 

With industry competition 
|mounting, he said, it has become 
essential to build sounder sales per- 
|sonnel well grounded in the com- 
| pany’s objectives and interested in 
the future of Packard, as well as 
| an equitable return now. 

The recent series of schools was 
not only for salesmen, Walters said, 
| but was also designed te show 
dealers techniques necessary to 
| maintaining a top-flight sales staff. 
Walters said the six elements of 
a new-car sale — prospect finding, 
initial presentation, demonstration, 
appraisal, close and followup - 
were strongly accented in the re- 
cent pragram. 


Cooke Spends $250, 000 


Almond Cooke, president of Broad- 
way Chevrolet Co., Louisville, has 
purchased property representing an 
investment of $250,000 at 716 
through to 726 West Broadway. Di- 
rectly opposite the company’s pres- 
ent location, the new site has a 
135-foot frontage. 


ST. LOUIS 10, MO. 
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the top— 
in high gear! 
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But Dealer Urges Mild Approach to Buyers. . . 


Accessories Part of Every Sale 


PHILADELPHIA. —Smart mer-, tomers, having found that “sug- , experience in the field, is located | 
chandising of accessories pays off| gestive” selling moves the most | on a main artery leading into West | 
dollarwise, according to A. E.| accessories. In fact, Lankford (Oak Lane and a new development | 
Lankford, general manager of| believes that the proper selling | of stenton Hills. 

Pletcher Motors (Ford). of accessories is a fertile field for 

“The wise dealer is accessory- | ‘dealers in which to increase their 
minded,” Lankford said. “People | &Tosses. “Most customers offer 
are getting to want more 


The ratio of used to new-car 








sales at Pletcher is about 1.5 to 1. Hartwin Prepared for ‘Rough Days'— 
and | little resistance to suggestions,” The firm makes a policy of whole- The opening of the new showroom of Hartwin Motor Sales, Inc. (Studebaker), Greer 


; . . > sai saling junkers. Used cars are sold | field, Mass., caused Benjamin F. Winer, owner of the firm, to say: “We have gon 
sssories. one time it | he said. s Sa field, i 2 , n, 
aus teak ts oe a with direc- “Of course,” Lankford declared, | from a paved lot adjoining the | into all this, preparing for the return of the days when it was rough and tough t 
tional signals but now many i“the dealer should not load up his | new-car showroom. sell a car. We feel prepared now.'' The showroom holds five cars, and there also 
’ o : = | 


customers demand them. In fact, | cars with accessories since this| The firm has seven salesmen on | plenty of parking and display space. 














we are back-ordered on this item. | may antagonize some customers, | the re . the ae a 
; . i , ve mechanics are| 
“Th ke the case of wind-| but he should get his salesmen to| 4 Imes. iwelv 
ian weer. Some people once| Suggest accessories with every|under the direction of Tom Wag- —_—_- 
thought they were a big joke, but | Sale.” with the & yey who has been 
nobody laughs about them now—| Pletcher, a firm with 35 years of | with the frm for 00 years. 
least of all the dealer who does a|-— ee ‘ian ae a one ge ge “aa ae! Sinier € fi 
d selling job with them. ° - , an percent of its customers | eaier Conventions 
“There ae is the case of back-up Bilque Quits Factory ask for undercoating, and such| June I1-14—Spring Meeting, Directors and 
re : | u ice-Presi $ r te 
lights. Most customers are delighted George A. Bilque has ended a | work has been a lucrative source | koonehie on” kee “Saocaaea 
with them. Then take something as| six-year factory association with | of income, Lankford said. Islands Club, Alexandria Bay. 
simple as a radio. It is a relatively| Dodge to become general sales Lankford said that a profit-shar- | = i Automonite Dealers 
easy matter to sell an eight-tube| manager for Jalovec Motors, | ing plan used by the dealership has| a 
radio rather than a six-tube set,| Cleveland. For the past year, | helped to cut down employe turn-| Aug. 23-26—Automobile Dealers Assn. of 
and the added revenue piles up.” Bilque had been Cleveland | over. Charles Wambold, parts man- oa eS wae Hotel, White 
Lankford said that Pletcher regional truck manager for | ager, has been with the firm for 25) Sept. 9-10_N.HA.D.A. Granlidden Hotel, 
salesmen don’t high-pressure cus- Dodge. years. | Lake Sunapee, N. H. 
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HEAVY-DUTY LOXOCKET 


For those bigger Nut Turning jobs! 


Heavy-Duty - 


Loxockets are oad 
%,"’ Drive. 

Socket range, 

Ue | oe, 






















Here are the wrenches for handling the big 
nuts on trucks, tractors, buses. Here’s versatility— 
speed—safety that every good mechanic appreciates ! 
Here’s the extra power that helps him do the job easily 
and efficiently ... helps get those working vehicles 

back on the payroll in less time! 


Snap-on Heavy-Duty Loxocket wrenches provide the 

right handle and socket combination to service large, 
hard-to-reach nuts... leverage to break tight ones loose 
... Strong, thin-walled sockets to fit into close quarters... 
positive button locking of units to give the 

security of a one-piece tool. 


Your Snap-on Man will gladly demonstrate the tools 
that will make your shop operations more —— 
profitable. For new 104-page catalog ‘‘U,” write 


SNAP-ON TOOLS CORPORATION 


8082-F 28th Avenue @® Kenosha, Wisconsin 


Sncp-oi Tok: 


AT ROt) Ga ahh SVG ie) 







432-HD-B Heavy-Duty Loxocket 
general set——32 tools in sturdy 
red enameled box. 








*Snap-on is the trademark of Snap-on Tools Corporation 











Coming Events= 





Sept. 10-12 — Maine Automobile Dealer 
Assn., Samoset Hotel, Rockland, Me. 
Sept. 13-14—Colorado Automobile Dealer 
Assn., Broadmoor Hotel, Colorad 

Springs, Colo. 

Sept. 13-15 — New York State Automobile 
Dealers Assn., Saranac Inn, Sarana 
Lake, N. Y. 

Sept. 13-15—Wyoming Automobile Dealer 
Assn., Irma Hotel, Cody, Wyo. 

Sept. 14-15—Automobile Dealers Assn. o 
North Dakota, Patterson Hotel, Bis 
marck, N. D. 

Sept. 17-19—New Mexico Automotive 
Dealers Assn., La Fonda Hotel, Santa 
Fe, N. M. 

Sept. 20-22—Wyoming Automobile Dealer 
Assn., Irma Hotel, Cody, Wyoming. 
Sept. 20-22—Kentucky Automobile Dealer 
Assn., Inc., Phoenix Hotel, Lexington 

Ky. 

Sept. 21-22—Wisconsin Automotive Trade 
Assn., Hotel Schroeder, Milwaukee. 
Sept. 21 -22—South Dakota Automobile 
Dealers Assn., Aberdeen, South Dakota 
Sept. 21-22—Minnesota Automobile Dea 

ers Assn., St. Paul Hotel, St. Paul. 

Sept. 24-25—New Jersey Automotive Trade 
Assn., Hotel Traymore, Atlantic City, 
N. J. 

Sept. 26-29—Arkansas Automobile Dealers 
Assn., Inc., Convention, Arlington Hotel 
Hot Springs, Arkansas. 

Sept. 27-28 — Georgia Automobile Dealer: 
Assn., Biltmore Hotel, Atlanta, Ga. 
Oct. 4-6—Texas Automotive Dealers Assn. 

Texas Hotel, Fort Worth. 

Oct. 7-9—National Used Car Dealer Assn 
annual convention, Beuna Vista Hotel 
Biloxi, Miss. 

Oct. 9-10—Pennsylvania Automotive Assn 
William Penn Hotel, Pittsburgh. 

Oct. 13-16 — Federation of Automobile 
Dealer Assns. of Canada, Royal York 
Hotel, Toronto, Ontario. 

Oct. 17-19— Arizona Automobile Dealers 
Assn., Hotel Westward Ho, Phoenix. 
Oct. 18-20 — Tennessee Automotive Assn. 

Buena Vista Hotel, Biloxi, Miss. 

Oct. 22 — Connecticut Automotive Trades 
Assn., Inc., Hotel Bond, Hartford, Conn. 

Oct. 25-27 — Automobile Dealers Assn. of 
Alabama, Inc., Buena Vista Hotel, Bilox 
Miss. 

Oct. 25-27 — Florida Automobile Dealers 
Assn., Sheraton Beach Hotel, Daytona 
Beach. 

Nov. 13-14—Montana Automobile Dealer 
Convention, Finien Hotel, Butte, Mont. 

Nov. 9-11—Ohio Automobile Dealers Assn 
Hotel Commodore Perry, Toledo. 


Nov. 9-11 — Automotive Trade Assn. of 
Virginia, John Marshall Hotel, Rich 
mond. 


Nov. 18-19 — Oklahoma Automobile Dea 
ers Assn., Mayo Hotel, Tulsa. 

Nov. 30- Dec. 2—idaho Automobile Dea 
ers Assn., Boise Hotel, Boise, Id. 


Dec. 3— Utah Automobile Dealers Assn 
Newhouse Hotel, Salt Lake City 
* . * 


Dealer Auto Shows 
April 17-25, 1954 — Seattle Auto Show. Se 
attle Civic Auditorium. 
March 13-21, 1954— Chicago Auto Show 
International Amphitheater. 
* * * 


General 
Aug. 19?— Annual Dealer Feast, Danville 
Auto Auction, Danville, Va. 


Sept. 21-23— Truck Body and Equipment 
Assn. Inc., annual convention and dis 
play, Sheraton-Gibson Hotel, Cincinnat 

Nov. 1-2 — Texas Independent Automobile 
Dealers Assn., Ninth Annual Convention 
Plaza Hotel, San Antonio, Tex. 

Nov. 9-12 — American Petroleum Institute 
meeting, Conrad Hilton Hotel, Chicago. 

Jan. 9-13, 1954—NADA convention, Miam 
Beach, Florida. 

March 4-7, 1954—Pacific Automotive Show 
Seattle Civic Auditorium. 


Anti-Stall Gas 
Standard Oil to Market 


Summer Product 


CHICAGO.—A new summer gas- 
oline, said to protect automobile 
engines from stalling due to vapor 
lock, has bee.1 announced by Stand- 
ard Oil Co. 

The company said the new gaso- 
line blend was selected from among 
nearly 200 experimental blends 
tested in thousands of miles of driv - 
ing at temperatures as high as 1.5 
degrees in the Mojave Desert. 

Vapor lock is a common cause 
engine failure in hot weather. 
occurs when the lightest portio 
of the gasoline become over heat 
and turn to vapor before they hav« 
passed through the carburetor m°- 
tering jets. 
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REPAIR KIT costs only 2 


small amount — but gives 


KNOWN FOR PERFECT pit—precision-cur and tempered for 


silent operation. (No “ growls” from your customers, either! ) 


you 22 hard-to-remember 


BEST orevurry —laborarory controle from raw materials fittle snap "ings gaskets 


to packaged product. 





REPAIR KITS AVAILABLE—2!5° complete transmissions: 





PROTECT YOUR BUSINESS reputation by using original 
et them from your Buick dealer 4 






SER Tal 
OUR BUICK DEALE 
R 





Puerto Rico Dealers Discuss Safety— 
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Dealer 


Don Whitfield has bought Wiliam 


tiac, Inc. 
Miller has purchased Sutter Pon- 


ltiac Co., Grand Rapids, a former 
Jerry McCarthy dealership. The|qo has been elected president of | 


firm will be known as Miller Pontiac 
Co. 


« * * 


|Amarillo Dealers Turn Over 


The serious traffic situation wes the main topic at a recent meeting of the officers| Reins to Robertson 


and directors of the Puerto Rico Automobile Dealers Assn. Seated (from left) are | 


Miguel A. Firpi; Sanchez Vahamende; J. Duran; Victor M. Gomez, secretary-treasurer; 
M. L. Hansen; Felix A. Thillet, president; Joe Ramirez; Pedro A. Piza; Moraza and 
Henry Nelson jr.; Pablo Torres, and Alberto E. Nazario. The association is also spon- 


soring an ethics code on used-car sales. 


Monrovia (Calif.) Firm 
Provides Training Car 

Dick Burt, general sales man- 
ager for MeDonald & O’Boyle, 
Chevrolet-Oldsmobile dealership in 
the Monrovia (Calif.) area, states 
that 2,600 Chevrolet driver-train- 
ing cars have been supplied to 


3cheols throughout the nation, re- 
sulting in an alitime high of 335,- 
000 students who will have ob- 
tained their driving diplomas with 
a Chevrolet. 

MeDonald & O’Boyle has sup- 
plied the Monrovia Duarte High 
School with a dual-control car for 
several years. 


WANT YOUR SALES CHART 
TO LOOK LIKE THIS? 


oe os oroaaa 
i 


Charles Robertson, of Amarillo 
Motor Co., has been elected presi- 
dent of the Amarillo (Tex.) Au- 
tomotive Dealers Assn. He 
succeeds Bob Rogers, of Plains 
Chevrolet. 

Other officers are John 
McKoen, of Truitt Buick Co., 
vice-president, and Kenneth Ayls- 
worth, secretary-treasurer. 

* * * 


Stafford in Heart Group 


Charles F. Stafford, one of the 
owners of the Stafford Buick Co., 





Doings 





,of the New Hampshire Gevernor’s 
|H. Miller’s interest in Miller-Whit-| Council, has been appointed to the 
| field Pontiac, Inc., Toledo, and re-| board of directors of the New 
|named the firm Don Whitfield Pon-| Hampshire Heart Assn 


* * * 


McKay Heads Club 
Neil D. McKay, of McKay Buick | 


the Jefferson City (Mo.) 


Club. 


Country 


* * x 


Bosak Picks Baumeister 


Harvey Baumeister has been 
named used-car manager of Bosak 
Motor Sales (Chrysler - Plymouth), 
3568 Broadway, Gary, Ind. He has 
been selling automobiles in Gary 


| for 25 years. 


* * 


2 Auto Businesses Destroyed 


In Chester (S. C.) Fire 


The Chester (S. C.) Studebaker 
dealership, owned by Paul W. Hul- 
lander, and Paul’s Auto & Body 
Co., beth housed in the same build- 
ing on the Columbia road, have 
been destroyed by fire. 

The blaze destroyed several auto- 





Laconia, N. H., and former member 


ROOTES sales for 1953 


The beautiful new Hillman Minx is the climbingest car yet. 
So, if you're interested in climbing sales and profits, your 
next step is to apply for a Rootes Dealer Franchise. 


Rootes sales are on the upcurve from Sandy Hook to 
San Diego. And, with the Rootes line, you've got a full range 
of cars to satisfy every prospect who peeks into your show- 


room window. 


For people who want a“family car’—you've got the thrifty, 
handy, handsome HILLMAN itself —steady-going and fast- 


Write, wire or call us for details 
about a profitable dealer franchise. 
This includes the extra-profit 


Overseas Delivery Plan. 


U.S. 












moving on the road and on your sales floor. The Minx is the 
talk of the trade this Spring! For sports car fans, you have 
only the best—the fast, fit, fashionable SUNBEAM-TALBOT 
and the glamorous new SUNBEAM ALPINE SPORTS. 
(The Alpine was just clocked at 120 m.p.h. in Belgium! ) 
For your other customers —you've the other great cars listed 
below —at least one to please ANY prospective car buyer! 


There are hundreds of Rootes dealers in North America 
right now . 
use more. 


The new 1953 Hillman Minx Sedan 


. . but North America is a big place. We can 









505 Park Avenue, New York 22, New York 
9830 West Pico Boulevard, Los Angeles, California 
465 California Street, San Francisco, California 


2019 Eglinton Avenue East, Toronto, Ontario 
25 St. James Street, Ville St. Pierre, Montreal, Quebec 
3135 West Broadway, Vancouver, British Columbia 







HILLMAN MINX SEDAN, 3-WAY CONVERTIBLE @ ESTATE CAR AND CALIFORNIAN @ SUNBEAM-TALBOT SEDAN AND CONVERTIBLE © SUNBEAM ALPINE 
SPORTS 2-SEATER © HUMBER HAWK @ HUMBER SUPER SNIPE @ THE ROVER @ THE LAND ROVER @ COMMER VANS 


mobiles in the repair departmen 
two repaired cars outside, and tw» 
new vehicles, according to report 
The less, estimated at $25,000 t»5 
$25,000, is partly covered by ir 
surance, Hullander said. 

+ * + 


| Brotherhood Award Given 


| Gates at South Bend Fete 


L. O. Gates, president of L. ( 
Gates Chevrolet, Inc., South Ben 
has been presented with one of th 
1953 Brotherhood 
awards given by 
the National Con- 
ference of Chris- 
tians and Jews 


The presenta- 
tion, one of thre« 
made for the 


South Bend-Mish- 
awaka area, was 
given at a recent 
$25-a-plate dinner 
attended by more 
than 450 persons 
The award was given to Gates “in 
recognition of his exceptional 
achievements for the welfare of his 
ehurch, eommunity and nation, and 
fer his generosity of time and work 
and thought to the cause of better 
human relations.” 

Gates, winner of the first annual 
Herman Goodin civic service award 
given by the Indiana Automobile 
Dealers Assn. last year, has been 
an auto dealer in Indiana for more 
| than 25 years. He is a former pres- 
| ident of the South Bend-Mishawaka 
| Automotive Trades Assn. In addi- 
| tion to South Bend, Gates operates 
| the Chevrolet dealerships in Mish- 
| awaka, Plymouth, Argos and Walk- 
| erton, Ind. 





L, O. Gates 


* * * 


James Sells 228 Buicks 
In Anniversary Month 


An alltime record sale of new 
Buicks is believed to have been 
achieved by Ed James Buick Co., 
Los Angeles, during its month- 
long first anniversary “sell- 
ebration” in April. 
| Total figure for the month was 
228, according to James, Highest 
figure ever reached by the 
Charles Howard Co.. former 
owner of the 45-vear-old dealer- 
| shin, was 220 in 1945. 

The James company sales con- 
test was broucht to a real dead- 
line finish with the final sale of 
a car at 4:30 a.m. May 1. Nego- 
tiations between the customer 
and two James salesmen, Dick 
Knight and Glen Wheeler, started 
before midnight. 

* * = 


Harmon Expanding 
| A major exvansion program is 
|}underway at C. J. Harmon Pon- 
tiac in Greater Cleveland. C. J. 
Harmon, president, announced the 
start of construction on a new 
showroom in Cleveland Heights 
—_ will cost. over $500,000 dollars 
* 





Ramp $1-a-Year Man 


John L. Ramp, Packard dealer 
in Indianapolis, has become a 
$l1-a-year aide for Indiana’s Gov. 
George N. Craig. 

* 


* * 


De Cou Gets Promotien 


| 
| 
| 

L. A. De Cou, recently appointed 
sales manager of the Deaton Lin- 
coln-Mercury dealership in Beverly 
Hills, Calif., has beer promoted to 
general manager, accerding to John 
Deaten. De Cou was with the Dea- 
ton erganization for more than 


| Cedarvale Builds 
| 


Cedarvalz Motors, Ltd. (Lincoln- 

| Mercury-Meteor-Consul), 1463 W 

Eglinton Ave., Teronto, is building 

a new-car sales office at 1537 W 

Eglinton Ave. It will contain two 
underground garages. 
+ * * 


L-M Firm Launched 
Herman Niswander, former 
Ford dealer at Peru, Ind., has 
opened H. H. Niswander, Inc. 
(Lincoln-Mercury) in Huntington, 
Ind. 





Baltimere Dealer Celebrating: 


Erects Two Buildings 


A. D. Anderson, of Baltimere, is 
celebrating his 34th anniversary as 
a Chevrolet dealer. His anniversary 
marks the occasion for the erection 
of two new buildings, to house 
Anderson Chevrolet and City Olds. 

The Anderson Chevrolet structure 
has been finished while the City 

(Continued on Page 29, Gol. 1) 
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Olds building will be ready by fall, 
Anderson said. Since he first 
started in business back in 1919, 
Anderson has acquired three other 
General Motors dealerships. These 
are City Olds, Anderson Olds and 
Belair Road Chevrolet. 
* 


* * 


Emergency Call 


Syracuse Dealers Organize 


275 Blood Donors 
Responding to a local emergency, 
dealers and their employes proc- 
essed 275 prospective blood donors 


during a six-hour Red Cross mobile | 


unit operation at Brezee Chevrolet, 
Syracuse, N. Y. 

The blood collection was taken 
on short notice when another mo- 
bile activity had to be rescheduled. 
The dealers had made a similar 
response to a Red Cross appeal last 
January. 

Special thanks of the Red Cross 
was extended to Robert Purcell 
and William Dunn, chairman and 
vice-chairman, respectively, of auto 
dealer blood recruitment. They 
were aided by Stuart Ballard and 
Don Smith. 


The Red Cross reported that 


normal registration for an opera- | 


tion such as the one conducted by 
the dealers usually accounts for 250 
donors. 

* as . 


S. C. Association Officials 
Map Membership Drive 


Officers and area chairmen of 
the South Carolina Automobile 
Dealers Assn. met recently in 
Columbia and Greenville to plan 
a concerted membership drive. 

Attending the meeting were A. 


W. Miller, Florence, association 


director; Julian Coleman, Winns- 
boro, area chairman; L. W. Coep- 


er, Clinton, state director; W. C. | 
immediate | 


Hamilton, Conway, 
past president; C. E. Floyd, Lake 
City, area chairman; George C. 
Henry, Bishopville, area chair- 
man; Austin T. Jones, Camden, 
area chairman; Mrs. Ella W. 
Ford, Columbia, executive secre- 
tary; J. W. Pickens, Orangeburg, 
state president; A. H. Easterby, 
Greenville, NADA director; Rob- 
ert F. Pulliam, Columbia, area 
chairman; L, D. Schley, Hamp- 
ton, state director; C. C. Whittle, 
Williston, area chairman; F. A. 
Nimmer, Ridgeland, state direc- 
tor; D. C. Truluck, Hampton, 
area chairman; A, L. Breeden, 
Bennettsville, state director; C. 
C. Goodwin, Sumter, area chair- 
man, and W. P. Davis, Orange- 
burg, area chairman. 
* * * 


Huff Buys Dealership 


Bill Huff has bought the Healy 
Nash Sales. Inc. dealership at War- 
saw, Ind. The dealership, located at 
604 E. Winona Ave., will be known 
as Huff Nash Sales, Inc. 

* * = 


Corsey Joins Zweifel 

Tom Corszy has been named gen- 
eral sales manager of Zweifel Mo- 
tors, Inc. (Ford), 1131 Chicago Ave., 
Evanston, Ill. He was formerly as- 
sociated with Broadway Ford, Inc., 
4930 North Broadway, Chicago. 

+ * * 


Lake Motors Names 2 


Alex Jacobson has been named 
assistant sales manager and Emil 
Vogias has been named service 
manager of Lake Motors, Inc., a 
Greater Cleveland Lincoln-Mercury 
dealership. 


* * * 


Louisville Property Sold 


Ralph Grooms and members of | 
the Glen E. Van Slyke family, who | 
own and operate Louisville Motors | 
Co. (Ford), Louisville, have sold | 
vacant property just off Broadway, | 
extending from Armory Place to| 
Sixth, to Standard Gravure Corp. | 
for $100,000. | 


Wichita Dealer Selected 


4s Hospital Fund Leader | 


J. Arch Butts jr., president of | 
Butts Cadillac-Oldsmobile, Inc., | 





Wichita, has been named chairman 
of the advance gifts committee 
of the $2,500,000 Wesley Hospital | 
building fund in Wichita. | 

Butts was co-chairman for Wich- | 
ita’s 1952 Community Chest cam- 





(Continued from Page 28) 





daign, is a member of Rotary and 
has taken part in many other civic 
activities. 


Nash’s 10-Point Award 


| Goes to Safford Firm 


The Nash 10-Point Dealer Pro- 


| gram plaque, the firm’s highest| 


award for dealer efficiency, has been 
presented to L. P. Safford Nash, 
Inc., of Silver Spring, Md. 

The plaque was presented by 
Harland Walters, zone manager, 
who also gave pins to 18 employes 
of Safford. 

* * + 


Gullett Directs Sales 
Newman-West Motors, of Corpus 
Christi, Tex., has named Dick Gul- 
lett sales manager. 
* * + 
Abraham, Turner Purchase 


Thiel Chevrolet in Miami 


Anthony R. Abraham and Stan- 
ley R. Turner have purchased 
Thiel Chevrolet Co. 4181 S.W. 





It’s the same building... 
with a new 











Dealer's Car Paces Georgia Festival— 


The Pine Tree Festival parade in Swainsboro, Ga., was led by a Ford convertible 
lent by Franklin-Overstreet & Co., Inc. James H. Morgan, of the dealership, is at the 
wheel. Riding in the back seat are Gov. Herman Talmadge and George lL. Smith, 
speaker pro-tem of the House 


Eighth St., 
Richard E. Thiel. 
president of the company and Tur- 
ner is secretary-treasurer. 

No change in personnel is con- 
the owners said. De- 
partment heads are James J. Gar- 


templated, 


sales personality 





Fla., from 
Abraham is 


Miami, 
Hernance, 


F. Sewickley, 


ager. 
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rett, general manager; Clarence A. 
parts manager; 
Letzelter, service manager; Arthur 
used-car manager; 
James S. Crown, office manager, 
and Kenneth A. Ryan, truck man- 


FLASH-A-CALL 
Service Gontrol 


offers you 


UA OPAU I Vile nec 


We will personally discuss 
with you the problems of 
your shop, the corrective 
measures that must be 
taken, Train your entire 
shop personnel, guarantee 
to increase your customer 
paid labor sales or you owe 
us nothing. As manufac- 
turers, we offer you direct, 
equipment designed for 
this purpose alone, having 
the highest known standard 
of quality, in two complete 
packages, for the large 
dealer or smaller service 
department. Our program 
meets and goes beyond the 
requirements of all major 
factories. Write us today 
and we will arrange an ap- 
pointment with a man that 
will not waste your time. 


a eS 
SERVICE CONTROL SYSTEM 


1112 South Wabash Avenue 
Dept. AN-52, Chicago 5, Illinois 
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Burrows Motor Company, Yakima, Washington. Architect: Thomas F. Hargis, Jr., Yakima, Washington. 


whose face 


~ automobile showroom that has a 


pleasing personality . . . 
is modern and inviting ... 


is the show- 


room that attracts the eye of the passer-by, 
brings in the most customers. An eye- 
catching Pittsburgh front like the one 
shown here makes a showroom stand out 
from its competitors . . . helps increase 
traffic, builds better business. 

This modernization job is a good ex- 


Store Fronts 
and Interiors 
by Pittsburgh 





PAINTS - 


a 


GLASS 


wae fo ae 


1N CANADA: 


CANADIAN 


ample of how a modern Pittsburgh Store 
Front can give a new personality to an old 
building. The colorful facia and bulk- 
heads are of Rembrandt Blue and Wine 
Carrara Structural Glass. The lustrous 
glass-holding members are Pittco De Luxe 
Store Front Metal. The open-vision front 
is composed of large panels of distortion- 
free Polished Plate Glass and inviting all- 
glass Pittsburgh Doorways. 





You, too, can achieve the same results. 
Why not plan now to remodel your show- 
room—inside and out—with profit-boost- 
ing Pittsburgh Products? In the mean- 
time, send for our modernization booklet 
which gives other examples of Pittsburgh 
modernizations and contains complete in- 
formation on Pittsburgh Products. Just 
return the coupon below. No obligation 
of course. 


<i ahaa ii i i ca i sh iii ei ian eg ei shams tan sa io is seis in ka aa 7 
Pittsburgh Plate Glass Company | 
Room 3270, 632 Fort Duquesne Bivd., Pittsburgh 22, Pa. | 
Ut Without obligation on my part, please send me a FREE copy of your 
ee ps modernization booklet, ‘‘How To Give Your Store The Look That 
SINE Sells | 
MAIN DN 6 cakes pn ceueer ante Chad oS OOS ERAS DEED DAS Eee een 
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VE years ago Nash began a special advertising 
cn aimed at the nation’s outdoor-minded 
millions— America’s vast army of sportsmen, tour- 
ists and vacationists. For these Americans, the 
Nash Airflyte has special and exclusive attractions: 
tremendous luggage-carrying capacity, a luxurious 
bed arrangement, airliner-type reclining seats, 


amazing gasoline economy and other advantages. 


Today, this program’s still going strong —still bring- 
ing new members to the Airflyte family. Special 
advertisements written by Ed Zern, author of best- 
selling books on hunting and fishing, reach an au- 
dience of more than 12 million every month, in 
Field & Stream, Outdoor Life, Sports Afield and True. 





More than 5,000,000 special booklets for hunters 
and fishermen have been distributed at Sportsmen’s 
Shows and in Nash dealer showrooms. Millions of 
sports-loving men and women have cheered the 
famous Nash Sports Films including the spectacular 
new wildfowl picture, “Out of the North’’. 


In addition, regular magazine and newspaper ad- 
vertising calls America’s attention to the exclusive 
Airflyte features that make Nash a “‘natural” for 
vacation-minded and sports-minded motorists. It’s 
no wonder, then, that Nash Dealers are so glad 
they’ve got the car that has the features, the per- 
formance, the comfort and the styling that America 


wants, at work or at play! 


“You'll Find None so New as 





Nash Motors, Division Nash-Kelvinator Corporation, Detroit, Michigon 
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But Lawmakers Remain Cool... 





Disability Pay Plans 


Flood Legislatures 


NEW YORK. -Proposals for 
cash sickness or temporary dis- 
ability acts, providing cash benefits 
to wage earners unable to work 
because of non-occupational illness 
or other disability, have failed of 
enactment thus far this year in 
every state legislature in which 
they have been presented. 

With no new such laws enacted 
since 1949, the current attitude re- 
flects a continuing opposition to- 
ward legislation of this type pend- 
ing further study and experience 
in the states pioneering such 
programs—California, New Jersey, 
New York and Rhode Island. 

States in which such bills have 
already met legislative rejection 
this year, or are still pending 
with little prospect of passage, 
include Connecticut, Delaware, 


Indiana, Massachusetts, Minne- 


sota, Nevada and Pennsylvania. 

In Massachusetts, the legislative 
committee on labor and industries 
proposed an interim study of a 
dozen bills on various versions of 
a cash sickness program. 

One of the Massachusetts pro- 
posals jointly sponsored by AFL 
and CIO groups calls for the es- 
tablishment of a competitive state 
fund for cash sickness benefits 
under which some employes would 
be covered by private insurance 
plans. The labor groups previously 
had held out for an exclusive State 
fund. 

In Pennsylvania, the State Ad- 
visory Council on Employment and 
Unemployment Compensation 
recommended further study before 
the adoption of a temporary dis- 
ability insurance program. 

Rhode Island enacted a bill tight- 
ening eligibility requirements for 
workers to draw benefits from the 





Converter is easily adapted to most 
power units. Made almost entirely from 
stampings for low-cost production. 


Washington Dealers 


cash sickness fund. Basic provision 
of the change is that a worker to 
be eligible for benefits must have 
earned during the preceding 12- 
month period at least 30 times his 
weekly benefit rate. Another bill 
which would have increased maxi- 
mum weekly benefits from $25 to 
$35 was killed. 

Legislation pending in Cali- 
fornia would increase maximum 
disability insurance benefits from 
$30 to $35 a week and hospital 
benefits from $8 to $10 a day. 





Hold Outing— 


The Washington (D. C.) Automotive Trade Assn. last week held its annual outing 
at the Woodmont Country Club in Rockville, Md. More than 400 members and guests 
attended the event. 


There was opposition to one pro- 
vision of the bill, which would 
suspend a requirement that pri- 
vate companies participating in 
the state program insure at least 
20 percent women in their cover- 
age. 

Charles P. Scully, attorney for 
the California State Federation of 
Labor, said the requirement’s pur- 
pose is to prevent insurance com- 
panies from selecting the best 
risks, leaving the State to handle 
the less desirable business. Women 





Welded for strength, with leak-proof 
construction. Designed for direct air- 
cooling, but oil cooler may be added. 


You Equip WELL...at LOW Cost 
with LONG TORQUE CONVERTERS! 


Designed and built to hold your costs down in most applications. 


Long Torque Converters are now in high-volume production for passenger car 


For Automotive 
and Industrial 
Applications: 


@ Eleven and 12-inch 


é : diameters. 


@ Ninety to 200 Ibs.-ft. 


torque. 


@ Torque ratios at stall, 


2.1 to 1. 


@ Efficiencies over 90%. 


use. Easily modified for many industrial uses. We are prepared 


to extend engineering cooperation through to 


satisfactory installation. Your inquiries are invited. 
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CLUTCHES 
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LONG MANUFACTURING DIVISION « BORG-WARNER CORP. 
DETROIT, MICH., AND WINDSOR, ONT. 







OIL COOLERS 





are more costly to the progran 
than men, he explained. 

Leland Grosinger, a represent- 
ative of private insurance carriers 
advocated suspension of the re- 
quirement for at least two years 
to ascertain whether it would have 
an adverse effect on the State fund 

Broadening of the New Jerse) 
temporary disability benefits pro- 
gram to include those working for 
firms with one or more employes 
instead of four or more as at pres- 
ent, was recommended by Gov 
Driscoll. Legislators showed little 
enthusiasm for the proposal, how- 
ever. Bills proposing benefit in- 
creases, backed by organized labor 
also were regarded as having little 
chance of approval. 

New York’s legislature was 
flooded with bills for benefits in- 
creases and other amendments to 
the state disability benefits law, but 
no major changes were enacted. 

New York lawmakers, for ex- 
ample, buried a bill which would 
have established a health in- 
surance board in the State 
Health Department and provided 
for a system of health insurance 
for medical care of all residents. 

Under the bill, employers and 
employees would have each con- 
tributed 1% percent of amount of 
wages, public welfare agencies 
would have contributed for unem- 
vloyed persons, and self-employed 
nersons would have paid 3 percent 
of earnings to finance the program. 
Private insurance nlans would have 
been allowed in lieu of a State 
| dlan, if benefits were not less. 

Onlv one pers%n showed und at a 
Connecticut legislative hearing in 
favor of a bill nromosing State nay- 
ment of medical hills of nersons 
|struck bv catastronhic illnesses 
The lone prononent was Margaret 
| Driscoll. counsel for the State CIO. 
who said that group favored the 
measure. 

Under the proposal, the State 
would pav the medical and hosnital 
expenses of anv person who resided 
in Connecticut for a vear or more 
prior to being struck bv a catastro- 
vhic illness, defined as one in which 
the exnenses incurred in treatment 
|reach 10 nercent or more of the 
| victim’s annual income. 


Used-Car Notes 


OKLAHOMA CITY.—The Crimi- 
nal Court of Appeals has ordered 
;}a new trial for Max L. Kramer, 
|used-car dealer convicted on four 
| embezzlement charges. 
| The appeal was based on the 
fact that the four charges were 
consolidated for trial. Kramer was 
accused of selling four autos for 
$6,000 in Texas and failing to apply 
the money to the mortgage com- 
pany which had a receiver in 
charge of his business. 

* * * 


| Greiner Returns to Auction 


| As Accident Injuries Mend 
| TOLEDO.—Doce Greiner has re- 











turned to work at his auto auction 
after recuperating from injuries he 
received in a traffic accident last 
October. The auction is held on 
Thursdays. 


* * * 


Richardson Robbed of $2,400 


But Not Without a Struggle 

INDIANAPOLIS.—“No, it’s not!” 
declared Ben Richardson, 49, at his 
used-car lot at 3240 W. Morris St. 
when a gunman thrust a pistol 
against him and announced, “This 
is a holdup.” At the hospital, Rich- 
ardson explained, “I slugged the 
guy as hard as I could with my 
fist.” 

They had fought for about 10 
|minutes when somebody hit him 
with a blackjack, Richardson said 
Then two men ripped away his 
|clothing and fled with his trousers 
| containing $2,400. 
| * 7 


Goodin-McCamey Deal 


SAN FRANCISCO. —Leonard 
Goodin and Bill McCamey, veterans 
in the automotive field, have 
formed a used-car dealership here 
to be known as Good Mack Auto 
Sales. 


The back pages of every issue of AUTO- 
MOTIVE NEWS contain the WANT AD 
| Section. Others are profiting from AUTO 
MOTIVHD NEWS WANT ADS! Are you? 


~ 
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NUFFIELD NEWS: 





92 Pennant winner repeating ino 


First Quarter Sales of MG are up 60% over same period of 1952, according to The New 


Yorker’s analysis of R. L. Polk & Co.’s registration figures. Thus, America’s most popular sport car is 


continuing the record-breaking trend established in 1952 — and holding its winning streak. 


...AND MORRIS MINOR HITS THE MAJORS 


With a phenomenal sales increase of 107% in the first quarter of 53 over 52 the Morris Minor is pushing 


the first division. No wonder the Morris-MG team is the most profitable foreign car team in the United States. 


*In 1952, almost twice as many MG’s were sold in the U. S. as the second leading foreign car 
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WHICH CAME FIRST THE MG OR THE MORRIS? The Morris — first 
built in England in 1912 by Mr. W. Morris — now Viscount Nuffield and head 
of the vast organization producing 150,000 cars a year. The MG came later, in 
1923, when the first experimental model was made. For lack of any specific name, 
it was referred to as “the car from the Morris Garage” and later, MG “for short’. 


are you 
getting out of life? 








HOW CAN THEY DO IT? Dealers and customers alike ask. It’s hard to 
understand how the English can turn out this Morris Minor convertible to sell 
in the United States for less than $1500 complete including import duties. And 
there’s nothing “cheap” about the Morris Minor as close examination proves. 
It is every inch a product of finest English craftsmanship and best materials. 





MIGHTY “Minor” 


packs new wallop! 
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New MG- Mortis Adusitising cals the fun of driving— 


ASK ANY MG OWNER what he likes about his car and chances are, he'll tell 
you that it’s fun to drive. It’s just as simple as that. Americans are getting back 
to driving for the sheer joy of it. And the reason why the Morris Minor has 
become so popular in the United States is because it has many of the same 
characteristics that make driving the MG such fun. With a sport car selling 
for the same price as an ordinary car and a family car selling under $1500 





DEALERS MAKE LUXURY PROFITS ON THE LUXURY RILEY. 
The third member of the MG-Morris team, the Riley — sells for around $3700. 
Because of the very limited production of these cars they have found great favor 
among Americans who yearn for a really exclusive car. Dealers find that a Riley 
in the window arouses a lot of interest in the Morris and MG, too. 


it's no wonder the MG-Morris team is the best selling imported car team in 
America today! . .. The new advertising mat service for dealers offers a variety of 
appeals — all strong — but the ‘fun of driving” appeal predominates. There is a 
complete variety of sizes and all ads strive to build dealer showroom traffic. All of 
the above advertising material is available to all MG-Morris dealers on a ready-to- 
use, cooperative basis. You can tell from the sales figures it’s pulling — hard. 





MG-Morris distributor territories. For details about dealerships, write to the 
distributor for your territory. 
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DISTRIBUTORS 


(7) S.H. ARNOLT, INC. 
415 East Erie Street 
Chicago 11, Illinois 


BRITISH CARS 


& PARTS, INC. 
610 Colman Bldg. 
Seattle 4, Washington 


BRITISH MOTOR CAR 
DISTRIBUTORS, LTD. 


214 Van Ness Avenue 
San Francisco, Calif. 


(4) DENVER IMPORTED 


MOTORS, INC. 
2610 W. Alameda Ave. 
Denver 19, Colorado 


© FOREIGN MOTOR CAR CO. 


843 S. Main St. 
Salt Lake City, Utah 


© GALLAGHER ENTERPRISES 


South Higgins and Third Sts. 
Missoula, Montana 


(7) GOUGH INDUSTRIES, INC. 


819 East Ist St. Si 
Los Angeles 54, Calif. 


J. S. INSKIP, INC. 
304 East 64th Street 
New York 21, New York 


(9) IMPERIAL CAR 


DISTRIBUTORS, INC. 


215 Academy Street 
Hampton, Virginia 


NUECES GARAGE 
617 North Water Street 
Corpus Christi, Texas 


(11) CLARENCE TALLEY 


AUTO CO. : 
2146 North Harwood St. 
Dallas, Texas 


(2) waco MOTORS 
1779 West Flagler St. 
Miami 35, Florida 


ARCHIE WALKER 


IMPORTED MOTORS, INC. 
4317 Excelsior Boulevard 
Minneapolis, Minnesota 












Court D 


By Leo T. Parker 
Attorney at Law 
H G. WILFONG, manager of 

* Wilfong Motor Co., Hickory, 
N. C., writes: “Give us the complete 
law on this legal situation: 

“We accept conditional sales con- 
tract which we discount with the 
finance company. The customer 
later authorizes some other repair 
shop to make extensive repairs and 
labor and defaults in payment to 
the finance company. 

“The finance company has to 
pay the repair bill before the 
repair shop will release the car 
to them. The finance company 
has all its papers recorded and 
has first liens. Who will be the 
loser?” ‘ 

Generally speaking, a prior lien 
always is valid, enforceable and 
effective over ordinary liens for 
repairs of an auto. See Terrell vs. 
Lommis, 235 S.W. (2d) 961. 


Here the conditional contract was 


Lawsuits Affecting Dealers... 





ecisions 


on the car. This court held that a 


| subsequent lien for repairs cannot} 
|take priority over a prior recorded | 


|lien. The law is pretty well settled 
jin all localities that a properly 
recorded chattel mortgage on an 
|auto is superior to a serviceman’s 
|or mechanic’s lien. On the other 
hand, a mechanic’s lien is superior 
to a mortgage which was not re- 
corded if the garage owner had no 
knowledge of the mortgage. 
© . + 


When Lien Is Superior 


ra CHRISTIAN v. Boyd, 222 S. W. 
(2d) 157, it was shown that one 
Boyd gave a note and chattel mort- 
gage to a dealer on the balance due 
on an automobile. This mortgage 
was not recorded. 

Some time later Kent Motor 
Co. furnished materials and labor 
to repair the vehicle for $1,261.50. 
Boyd did not pay. 

In subsequent litigation the court 





recorded before repairs were made 








Ln 
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was asked to decide whether the 
company’s lien is superior to the 
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Vacationland 1953 
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LINCOLN -MERCURY 


OEALEKS OF AK AMSAS 


Arkansas, Vermont Exchange ‘Envoys'— 





Because every state in the union except Vermont was represented on the official 
tourist registration in Arkansas, the State of Arkansas, in cooperation with Vermont 
planned a vacation promotion which gave a free trip in the southern states to Mr. 
and Mrs. Lester Parker, Middletown Springs, Vt. The Parkers were chosen on the basis 
of a letter they wrote. Handing over the keys of a Lincoln, which carried them 
throughout their two-week tour, is Dave Russell (right), of Ark-Lin-Motors, Little Rock, 
representing the Arkansas dealers, who selected Lincoln as the official car. 


| 
unrecorded chattel mortgage. Since | to secure payment of its bill. 
the testimony showed that the! This court also explained that if 
company’s officials had no knowl-| the garageman had known that 
edge that the mortgage existed, the| there was an unrecorded chattel 
higher court held that the company | mortgage on the vehicle, or if the 








could take possession of the vehicle’ mortgage had been recorded, the 


RIGHT UNDER HIS NOSE 





»*” Socony-Vacuum will help train your *s, 


ae 
: lubrication men 


Me: for your other service departments! _.*" 


ONLY SOCONY-VACUUM OFFERS ALL THREE: 


@ America’s Favorites—Mobilgas and Mobiloil. 
@ World’s Greatest Lubrication Experience. 


to find extra business 


@ Exclusive “On-The-Job” Training. 


... but does he see it? 


Scores of training centers coast-to-coast—plus a staff of 
experienced instructors and salesmen to train your men 
on the job—make Socony-Vacuum’s lubrication training 


program the finest of its kind. Here’s what it does: 


Trains your men in proper lubrication techniques, with 


. emphasis on the make of car you sell... teaches them to 


7 ° . 
e point out the need for parts and services to your custom- 
+ 
ers. Result: your service departments get extra business, 
your customers are satisfied, you and your lubrication 


men gain an outstanding reputation for quality work. 






Mobilgas 


SOCONY-VACUUM 


SOCONY-VACUUM OIL COMPANY, INC., and Affiliates: MAGNOLIA PETROLEUM CO., GENERAL PETROLEUM CORP. 


| mortgage would have been superior 

to the mechanic’s lien and _ the 
garage owner could not have taken 
possession of the vehicle to secure 
payment of his bill. 


x x *. 


Holds Auto for Payment 


iio comparison see Liberty v 
- Walker, 199 Pac. (2d) 205. Here 
|the testimony showed that a 
|garage owner held an automobile 
to secure payment of a $458 repair 
bill. The work was done Jan. 6 
One Liberty held a note and re- 
corded mortgage on the car due 
seven weeks before the car was 
repaired. 

The holder of the mortgage 
| sued the owner of the garage to 
recover possession of the auto. 
Since the mortgage and note were 
overdue, the higher court held 
that the shop or service garage 
owner could keep the auto. This 
| court said: 

“So long as the property legally 
remained in his (garage owner's) 
possession, this lien was in force 
The mortgage showed upon its face 
to be inferior to plaintiff's claim.” 

Other higher courts have held 
that if a representative of a finance 
company knows that an auto is in 
a service station for repairs and 
inspects it, the finance company is 
primarily liable for payment of the 
repair bill if the testimony shows 
that the representative of the 
finance company did not in any way 
| object to the repairs. 


IH to Take Over 
Bucyrus-Erie’s 


Tractor Line 


CHICAGO. — International Har- 

vester Co. and Bucyrus-Erie Co. 
last week announced an arrange- 
ment under which Bucyrus-Erie in- 
dustrial tractor equipment will be 
sold, distributed and serviced by 
Harvester to its industrial power 
distributors, and eventually will be 
| manufactured by Harvester. 
For many years Bucyrus-Erie has 
| been a manufacturer of allied equip- 
ment for Harvester’s industrial 
| tractors. Major items of Bucyrus- 
Erie for this purpose have been 
bulldozers and scrapers. This equip- 
ment has been sold and serviced 
directly by Bucyrus-Erie to Har- 
vester distributors. 

Major features of the new ar- 
| rangement are: 
| 1. Bucyrus-Erie will continue to 
|supply Harvester distributors di- 
rectly with allied tractor equipment 
until Jan. 1. 

2. After that date, Harvester will 
take over the sale, distribution and 
servicing of Bucyrus-Erie tractor 
|; equipment, purchasing its require- 
ments from Bucyrus-Erie up to the 
limits of that company’s present 
tractor equipment capacity, and re- 
selling to Harvester distributors. 

3. Bucyrus-Erie gradually will dis- 
|}continue the manufacture of its 
|present line of tractor equipment 
and Harvester will then manufac- 
| ture this series. The move will free 
| Bucyrus-Erie’s manufacturing facil- 
ities for concentration on other 
products. 

The agreement marks the first 
time that Harvester has _ under- 
| taken the supply of a line of allied 
equipment to its industrial distrib- 
|utors. Financial details were not 
announced. 








Sales Sorespot 


Are High Insurance Rates 


Preventing Deals? 


NEW YORK.—The problem of 
increasingly costly auto insurance 
is analyzed in a featured article of 
the American magazine in its May 
issue. 

“High-Cost Auto Insurance: 
What You Can Do About It” 
the title of the cover story. The 
magazine is furnishing reprints to 
insurance companies, trade associ- 
ations and leading industries. 

A magazine spokesman said the 
article was prepared because it was 
felt that high insurance costs were 
a significant factor in selling used 
cars and “second cars.” 





| 


Doughty Buys Dealership 
| William Doughty, of Ottawa, h:s 
purchased the Lannin Block, an ai- 
tomobile dealership and showroor, 
in Winchester, Ont. It was operated 
|/and owned for the past 20 years 
‘Harold Lannin. 
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A Fine Car and a Fine Dealer Organization 


add up to 


Solid Public 
Acceptance! 





The success of any product is measured by the confi- 
dence and respect it commands. Judged by these 
standards, no car in America surpasses the acceptance 
accorded Pontiac year after year. 


There are very basic reasons for this. Pontiac is built 
with unswerving attention to one idea—so build the 
finest possible car for the money: a car that shares features 
and qualities of the most expensive cars, yet sells at a price 
just above the lowest! Pontiac is, therefore, a car that 
appeals to a tremendous part of the automobile-buying 


public and a car that has won the confidence of millions 
with its unsurpassed dependability. 


Pontiac is presented to the public by an outstanding 
dealer organization. These men have shared in 
Pontiac’s great success and have contributed to it by 
fair dealing in their own communities. It is no wonder 
then that this combination has built such popularity 
and acceptance for Pontiac, and this acceptance is 
reflected in an ever-growing number of the happiest 
owners in America! 





Dollar for Dollar you can’t beat a 


Pontiac 


GENERAL MOTORS MASTERPIECE 
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Auto Personnel 





Appointment of Warren A, Blos- 
som as service manager has been 


announced by Leo M. Brown, sales | 
Hydraulic | 


Paul 
Minn, 


manager of St. 
Hoist, Minneapolis, 


: . | 
Blossom has been associated with | 


the firm for 12 years in various 


capacities in the production, engi- | 
depart- | 
assignment | 


neering and maintenance 

ments. His previous 

was as field engineer. 
. * * 


IH Truck Division Changes 


District Manager Lineup 


W. K. Perkins, sales manager 
for the motor truck division of 
International Harvester Co., has 
announced changes in district 
management, 


Chauncey L. Sears was ap- 
pointed manager of the Harris- 
burg (Pa.) motor truck district 
sales operation, succeeding M, H. 
Roth, who was transferred to 
Seattle, in a similar capacity. 


Sears goes to Harrisburg from 
Columbus, O., where he served as 
district sales manager for four 
years. 

J. H. Baker was appointed 
manager of the Columbus (0O.) 
motor truck district sales office, 
going there from Seattle, where 
he served in a similar capacity 
for 10 years, 

e .J * 


Rossman Named Manager 
Of Sales at Henney 


C. Russell Feldmann, president of 
Henney Motor Co., Inc., has an- 
nounced the appointment of Ger- 
ald F. Rossman as general sales 
manager and ex- 
ecutive in charge 
of sales of the 
Freeport (Ill.) 
plant. 

Announced at 
the same time 
was the resigna- 
tion of Preston 
A. Boyd, former- 
ly vice - president 
and general man- 
ager of the cor- 
poration. Boyd 
had been associated with Henney 
for 33 years. 

Rossman, before his present ap- 
pointment, was connected with the 
sales department of Oneida Prod- 
ucts Corp., Canastota, N. Y. 

* * ” 
Marshall-Eclipse Appoints 
Ferguson in Engineering 

Appointment of C. 8S. Ferguson 
as director of engineering of the 
Marshall-Eclipse division of Ben- 

dix Aviation Corp. has been an- 
nounced by F. C. Weyburne, di- 
vision general manager. 

Bruce W. Klein has been 
named chief engineer in the auto- 
motive products section. Other 
new engineering appointments 
are F. William Aldrich as assist- 
ant chief engineer and Edward 
W. Drislane as test engineer, 
both in the automotive products 
unit. 
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Komerska, Weiler Receive 


New Ainsworth Posts 


Appointment of two Ainsworth 
Mfg. Corp. employes to new 
oositions within the organization 
has been announced by Warren H. 
Farr, president, 

Frank Komerska, factory super- 
intendent and cn special assign- 
ments since joining the company 
in 1945, was named Detroit plant 
manager, and Charles W. Weiler 
jr., sales engineer, was appointed 
assistant secretary of the corpo: 
ration. Weiler joined the firm in 
1948. 

” * 


Marsal, Keays Swap Jobs 
As Heads of 2 L-M Plants 


A reassignment of plant man- 
agers in two Lincoln - Mercury 
assembly plants has been an- 
nounced by R. P. Powers, general 
manufacturing manager. 

O. F. Marsal, formerly manager 
of the Wayne (Mich.) plant, has 
been named plant manager of 
Los Angeles unit, while H. H. 
Keays takes over as plant man- 
ager at Wayne. 

Keays has been in the Los An- 
geles post since 1952, and previ- 
ously was assistant plant man- 
ager there for two years. He has 








been with Ford Motor Co. for 
18 years. 

Marsal joined Lincoln-Mercury 
in 1949 after 18 years with Gen- 
eral Motors. He was general 
superintendent of manufacturing 
operations at the Lincoln-Detroit 
plant and manufacturing man- 
ager of the division’s gas turbine 


plant. 
* * * 
Buick Appoints Lausen 
Appointment of Lowell L. Lau- 
sen as car distributor and office 
manager for Buick’s Los Angeles 


zone has been announced by J. J.| 


Shaw, zone manager, Lausen suc- 
ceeds Charles F. Thieleman jr., 
who is now on a special assignment 
for Buick. Lausen joined Buick in 
1947, and has been Los Angeles dis- 
trict manager for the past three 
and a half years. 
+ * * 


GM Club of Pittsburgh Elects 


Malone New President 


John F. Malone has been elected 
president of the General Motors 














| El Monte, Calif. Crawley succeed 
|George O. Rall whe has been re 
|called to the company’s genera 
| offices in Detroit 


| * * * 


Ramset Names Tryon 

J. E,. Williams, general manage 
of Ramset Fasteners, Inc., Cleve 
land, newest division of Olin Indus 
tries, Inc., East Alton, Ill., has ar 
nounced the appointment of Clark 
Tryon as sales manager 
| * * a 
| Black Elected 

Robert F. Black, president o 
ae White Motor Co., has been electe: 
Chrysler Officials Visit New Parts Plant— la director of Medusa Portland C 

Managers of Chrysler Corp.'s parts plants recently spent two days studying oper-;ment Co. Black, former president 
ations at the firm's new parts plant near Newark, Del., under the direction of T. E. of Brockway Motor Truck Co., also 
Waterfall, general manager of the parts division. Shown (from left) are A. J. Kotcher,| IS a director of Cleveland Electri 
manager of the Marysville (Mich.) plant; Waterfall; G. R. Neville, manager of the San | Illuminating Co., Interlake Steam- 
| Leandro (Calif.) plant; W. T. Hein, manager of the Atlanta plant; A. V. Ferris, manager ship Co., and a trustee of the So- 
of the Kansas City (Kans.) plant; Ralph Brosius, manager of the Newark (N. J.) plant; ciety for Savings, _Cleveland, and 
|L. R. Murphy, secretary-treasurer of the parts division; Lee Lewis, operating manager | Ohio State University. 
of the parts division, and C. H. Harness, manager of the Center Line (Mich.) plant. * ° 





| Baldwin Succeeds Rech 


Howard A. Baldwin has been ap- 

: = « pointed director of the power 

. section of General Motors, accord- 

| transferred. Woodall Ups Crawley ing to J. J. Cronin, vice-president 

| Malone joined GM in 1939 as a| Herbert J. Woodall, president of | in charge of manufacturing staff 

|member of the distribution staff.| Woodall, Inc., has announced the | Baldwin, a power engineer in the 

Following the World’s Fair in New| appointment of Peter Crawley as | section since 1946, succeeds Herbert 
York, he joined Pontiac in Boston | manager of the company’s plant at | F. Rech, who retired. 


Club of Pittsburgh, succeeding S.,;and became Pittsburgh zone man- 
|H. Zoellner, branch manager of | ager in 1950. 
| Frigidaire division, who has been 
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Nation's No. 1 Meets Trucking's No. 1— 


S. R. Burkholder, of Sparks, Nev., who has been chosen the trucking industry's 
driver of the year for driving 27 years without an accident, receives the congratu- 
lations of President Eisenhower, while Mrs. Burkholder smiles proudly. Burkholder, 
who works for Garrett Freight Lines, Inc., Pocatello, Id., has won many honors in 
safety Programs. He risked his life three times | to save injured motorists. 


Wondering how new-car and truck production and sales are making out? AUTOMO- 


TIVE NEWS gives you the entire story, plus many other pertinent facts concerning the 


automotive industry, every week throughout the year. 





But Confidence Remains High .. . 
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Dealer Ranks Cut in Wisconsin 


MILWAUKEE. Dealer inven- 
tories in this area are rising, but 
few dealers are alarmed, according 
to a survey by the Milwaukee 
Journal. 


The survey found that inven- 


months of June, 
Last year we couldn’t get enough 
cars.” 

Arndorfer was confident that | 
dealers would be able to dispose of 
their stocks but cautioned that he 


tories of new cars were the largest | did not believe they could keep up 


since the end of World War II, but | 
most dealers claimed that their 
business had been good and ex- 
pressed confidence that they could 
sell all the cars they will get from 


the first half of this year’s pro-| 


duction. 

Stiffer competition has reduced 
the number of new and used-car 
dealers in Wisconsin by 196 in 
the last year, according to Louis 
Milan, executive vice-president of 
the Wisconsin Automotive Trade 
Assn. He said that there were 
now 2,945 dealers in the state. 

An optimistic note was sounded 
by the association’s president, 
Russell T. Arndorfer, who said that 
“this is the first time since the 
end of the war that we have had a 
decent inventory for the big selling 


if during the second half of the 
year production is kept at the same 
level. 

Pointing out that the last three 
months of the year are poor selling 


Auto Radios Enlisted 
For Civil Defense 

WASHINGTON.—The Federal 
Civil Defense Administration 
has invited auto manufacturers 
to cooperate in the “Conelrad” 
program of mass radio com- 
munication during emergencies. 

FCDA suggested that manu- 
facturers request radio suppliers 
to mark dials conspicuously for 
the two designated “Conelrad” 
frequencies—640 and 1240 kilo- 
cycles. 











... you quote monthly payments. Then you make music 


for the used car time-buyer. Instantly the price tag 
looks smaller. The purchase seems easier. The value of 
buying now is greater. 


When you close the sale, then tell your prospect about 





... Cornerstone for a Successful Future 
The GMAC Thrift-Guard Plan 
available only through General Motors Dealers: 


CHEVROLET « PONTIAC + OLDSMOBILE 
BUICK »« CADILLAC 


his benefits from the GMAC Thrift-Guard Time Payment 
Plan. Show him how its 4-square savings make 
ownership easier. Easier to arrange. Easier to pay. 
Fasier to keep up. Easier in credit emergencies, 
everywhere he travels. 


This attractive GMAC Plan puts your deal on a sounder 
basis for the prospect and for you too. The sale that is 
properly planned is the sale that most often stays sold. 


When you use the GMAC Plan in a way that fits your 
prospect’s purse, you establish your own fair dealing. And 
you also enjoy: (1) Control of the whole transaction. 

(2) Gross from time contracts. (3) Extra business from 
satisfied customers. (4) Repeat sales from GMAC service— 
the plan that helps millions again and again. 


GENERAL MOTORS ACCEPTANCE CORPORATION 


2 P "a 

F § pe > . 
SECT ED USED C 
<" Oe hss 








July and August. | 


months, Arndorfer voiced doubts as 
to whether dealers could absorb an 
auto production at the present rate. 


| “Very few dealers are going 
broke,” he said. “A lot of dealers 
got into the business during the 


lush years and some of them are 
dropping out. Some became too ac- 
customed to the easy years and 


don’t want to operate in a highly 
competitive market. 
“But this is still a good 


business,” he added. “It’s just re- 

turning to normal, and you have 

to work hard at it.” 

Statistics show that new-car 
sales during the first four months 
in Wisconsin were 40,906, compared 
with 31,197 a year ago. April sales 
totaled 12,439 against 7,834 last 
year. 

Most dealers interviewed in the 
survey said that they expected to 
sell as many cars this year as in 
1952, but that their net profit would 
be lower because of higher tradeins 
and discounts, 

All dealers agree that used-car 
prices are dropping and that too 
many used cars were on the lots. 
One dealer said that the whole- 
sale price on used cars had fallen 
an average of $100 per unit in 
the last 60 days. 

One dealer, Clarence Born, owner 
of Born’s Motor Sales (Hudson), 

said, “I’m getting out before I go 
broke.” He declared that manu- 
facturers are pushing cars at the 
dealers, “and the dealers are going 
hog wild.” He claimed that dealers 
must pay too much for tradeins 
to make new-car sales. 





In the Hopper 


Pennsylvania’s “temporary” 
two-cents-a-gallon gasoline tax 
has been reenacted for another 
two years by the Senate. The 
measure, which will yield an es- 
timated $86 million for highway 
construction and maintenance in 
the next two years, has previous- 
ly been approved by the House. 

Of the total five-cent gasoline 
tax in Pennsylvania, three cents 
comprises a permanent tax which 
does not require reenactment, 

Also approved by the Senate 
were measures extending the 
temporary two - cents - a - gallon 
liquid fuel use tax and the re- 
fund of half of the taxes paid on 
gasoline used for farm purposes, 
both for two years. 

* * * 


N. J. Bus Bill Passed 


A bill to exempt New Jersey bus 
companies from a requirement that 
they fix a rate base as a prerequi- 
site for fare increases has been 
passed by the Legislature and sent 
to the aa for signature. 


Autos Unlimited 


Envoy Says Britain Will Sell 


U. S. All It Can 


DETROIT.—The sky’s the limit 
for auto exports to the United 
States although there still aren’t 
enough cars to go around for 
Britain’s domestic users, according 
to Sir Roger Makins, new British 
ambassador to Washington. 

Sir Roger, visiting Detroit to get 
a look at America’s auto industry 
jand to voice an appeal for freer 
world trade, said he felt that sports 
cars of the MG and Jaguar variety 
filled a definite need for U. S. mo- 
torists. 

He explained that Britain’s do- 
mestic market was purposely kept 
tight through high taxes in order 
ito force dollar-earning cars into 
export. 
| The goal of today’s “trade not 
aid” program, Sir Roger said, is to 
establish unrestricted exchange of 





ithe American dollar and_ the 
British pound. Once this is ac- 
|complished, he said, the British 


|}Commonwealth can start lowering 
|its own import barriers to Ameri- 
can cars and other products, and 
trade can become a two- rway affair. 


Save in New Home 
Jurs Motor Co. (Cadillac-Olds- 





| mobile-GRec) has held formal 
| opening of its new headquarters in 
| Walnut Creek, Calif., according to 
| Robert Jurs, owner. 











ACCESSORY DISPLAY—A six-panel floor ! 
display, designed primarily for jobbers. 
Each panel contains an assortment of a 
certain type of Yankee merchandise. The 
panels are said to be easily removable. 
Yankee Metal Products Corp., Norwalk, 


Conn. 
* * ® 


U. S. Rubber Marketing 
Solid-Tire Changeover 

United States Rubber Co., which 
introduced the heavy-duty de- 
mountable solid tire to the ma- 
terials handling industry, will now 
offer its demountable Innacush 
solid tire for field changeover pur- 
poses. 

The new units will be offered 
initially in three sizes to replace 


10 sizes of existing industrial 
pressed-on solid and pneumatic 
tires, according to A. J. Pegler, | 


manager of industrial tire sales. 
* + * 








NIGHT SIGNAL MITT—The airy, thumb- 
less lefthand mitt has a red arrow on both 
sides and is made of a fabric reflecting 
5,000 grains to the square inch. The 
glowing arrow lights up from car head- 
lights and also is said to be visible to 
oncoming drivers. Comes in men's and 
women's sizes. Clover House, P. O. Box 
1107, Santa Monica, Calif. 


* * * 


Auto-Lite Publishes 


Electrical Manuals 


A 178-page maintenance and op- 
eration manual covering all phases 
of automotive electrical systems 
has been issued by Electric Auto- 
Lite Co. 


The book contains 230 illustra- 
tions in addition to scores of col- 
ored wiring diagrams of the seven 
basic circuits. A separate specifica- 
tions book also has been published. 


Price of the maintenance manual 
is $1.50. The specifications book is 
50 cents. They can be obtained 
through any Auto-Lite representa- 
tive or by writing Parts and Serv- 
ice Division, Electric Auto-Lite Co., 
Toledo 1, O., and enclosing a check 
or money order. | 





BUMPER GUARD—FErie Kargard Model 
5350 is designed for 1953 Oldsmobiles. 
it protects grille and front lights. Deck lid 
and rear lights are protected by Model 
5350 R. Made by Erie Mfg. Division of 
Pressed Steel Car Co., Inc., and available 
through J & H Sales Co., 75 E. Wacker 
Dr., Chicago 1, Ill. 

2 © | 
Plastic Containers Offered 


For Automotive Chemicals 


Manufacturers of automotive 
chemical products which eat out 
metal cans, are susceptible to 
freezing or lend themselves to 
direct hand application, are turn- 
ing to plastic containers, accord- 
ing to Imco Container Corp., 
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NEW PRODUCTS 


Seventy-fifth and Cleveland Sts., 
Kansas City 30, Mo. 

The firm makes plastic contain- 
ers of varied sizes and is willing 
to consult with any manufacturer 
on packaging problems. 

* 


* * 





BRAKE ADJUSTER—Brakemaster is an ad- | 
juster which automatically takes up slack | 
in truck, trailer and bus brakes while the| 
vehicle is in motion, the maker says. Be-| 
sides increasing safety, it is stated, the| 
device reduces both brake and tire costs. | 


The unit fits all standard brake assembly | | 
to Hunter Mfg. Co.,| 


linkage, according 
1550 E. Seventeenth St., Cleveland, O. | 
* * * 





POWER TAKEOFF—Model 15 HF is de- 
signed for extra heavy-duty 1953 Ford 
trucks. Among its features is elimi- 
nation of an adapter, said to give simpler 
right-hand side mounting. The model can 
be had with either wire control or lever 
control shifting. Chelsea Products, Inc., 


Chelsea, Mich. 
. * @ 
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| Brochure Illustrates Uses 
Of Adhesives and Sealers 
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TEST SPECIFICATION BOOKLET—Delco- 
Remy announces the 1953 edition of DR-| 
3248S, which gives specifications for all: 
active models of the firm's generators, | 
cranking motors, regulators and switches. 
United Motors Service, 3044 W. Grand 
Bivd., Detroit 2, Mich. 

cd * 








FOLDING WHEEL LIFT—Facilitates quick | 
change of heaviest tires, according to the} 
maker. Constructed of heavy-duty steel | 
and yet weighing only eight pounds, it! 
can be folded and stored in any tool box. | 
A rigid one-piece model also is available | 
for shop use. Clark Distributors, 1044 | 
Fulton St., Fresno 21, Calif. 

* * * 
Incentive-Campaign Planning 


Discussed in Booklet 
A new booklet, “The Incentive 


Story,” revealing plans used by 
some top companies to get people} 
to do better work, is being offered | 
free to business executives by Cap- 
pel, MacDonald & Co., Dayton 1, O.| 

According to the company, the 
booklet illustrates all phases of in- 
centive planning, covers prize-cam- | 
paign themes and divulges case} 


records of campaigns used by lead- 
ing firms, including automotive. 


TIRE SPREADER — The air-powered in- 
strument operates off any standard air line 
and rests flat on ground with low inclined 
ramp so heavy tires may easily be rolled 
onto spreader, it is claimed. Amber Duck 
Products Co., P. O. Box 898, Beverly Hills, 
Calif. 


* * 





A 12-page, illustrated brochure 
describing automotive applications 
of adhesives, sealers and coatings 
has been published by Minnesota 
Mining & Mfg. Co. 

Copies of the bulletin, No. 
Z-AMM, are available from Min- 
nesota Mining & Mfg. Co., Adhe- 
sives & Coatings Division, 423 
Piquette Ave., Detroit 2, Mich. 


* * * 


‘Catalog Page Covers 


Deck-Kit Installation 


A revised catalog page on the 
Erie continental-type rear deck kit 
is available from J & H Sales Co., 
75 E. Wacker Drive, Chicago 1, 
Ill., sales agent for Erie Mfg. Di- 
vision Pressed Steel Car Co., Inc. 


Descriptive details are given on 








construction and kit installation. 








CARGO COOLER — Its main component | 
is a welded aluminum dry-ice bunker. The | 
finned exterior surface of the bunker ex-| 
poses 21,000 square inches of cooled | 
fins to the circulating air. It is claimed | 
that even when engine and battery fail, 
as long as dry ice remains in the bunker, | 
a gravity-induced flow of cooled air con- | 
stantly circulates throughout the cargo. 
Hunter Mfg. Co., 1550 E. Seventeenth St.,| 
Cleveland 14, O. 


Magnus Offers New Method | 
To Clean Truck Oil Filters | 


A new method of cleaning bus| 
and truck engine oil filters has} 
been announced by Magnus Chem- | 





* 


| ical Co., Garwood, N. J. 


It uses Magnus 755, a carbonized 
oil solvent, fitted on a unit operated 
by compressed air. It is claimed 
that filters become perfectly clean 
in less than 20 minutes. 


4UT-ACTION pants CLARO 


| 


PARTS CLEANER — Jiffy is an air-oper- 
ated parts cleaner whose pressure is said 
to produce an effective mechanical cleans- 
ing action for the detergent properties of 
any solvent. Carburetors and other grease- 
coated parts, it is claimed, are thoroughly 
cleaned in five minutes, with greater pene- 
tration of crevices, grooves and threaded 
holes. Jiffy Parts Cleaner Co., 8415 Foun- 
tain Ave., Los Angeles 46, Calif. 

* +. * 








BUMPER JACK—Fargo can be installed 
any place beneath the bumper, and clamp 
can be adjusted to any position on outer 
| sleeve of jack, it is claimed. Designed for 
use with passenger cars, light trucks and 
| farm tractors. Electro-Mechanical Labora 
| tories, 2438 Bloomington Ave., Minneapo 
| lis 4, Minn. 


* * * 
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FIRE EXTINGUISHER —Firetox is hung 


from the ceiling on a bracket and requires 
no other parts. It is said to go into action 
automatically when the temperature rises 
to 165 degrees, emitting a vapor which 








BATTERY ANALYZER—Measures electric- | 
ally the state of charge in lead-acid type 
storage batteries to within 0.50 percent | 
and also checks the voltage regulator, it| 
is stated. The back has a wide hook for | 
hanging the instrument on the vehicle 
while taking readings. Auto-Test, Inc., 600) 
S. Michigan Ave., Chicago 5, Ill. 

* * * 


| 
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BEARING CALCULATOR—Circular sliding | - 


scale provides the user with a simple) 
means of converting bearing capacities 


| into terms of rated bearing capacities, it 
| is stated. Aetna Ball & Roller Bearing Co., 


4600 Schubert Ave., Chicago 39, Ill. 
* * 


* 


French-Type Headlight Rim | 
Covered by Catalog Sheet 


Catalog sheet No. 53A on the} 
Beautiflow French-type headlight | 
rim is available from Williams & 
Bennett Co., 2900 N. Alameda St., 
Compton, Calif. 

Three-minute 
scribed. 


installation is de- 


settles over the fire like a blanket. Stand 
ard Safety Products Co., P. O. Box 211) 
Lansing 11, Mich. 





CONTROL VALVE —Red Devil is de 
signed to help synchronize the speedy 
action of the distributor plate (ignition) 


with the engine's revolutions during fast 


acceleration. Engine Products Mfg. Co., 
5801 S. Beverly Bivd., los Angeles 22, 
Calif. 

* * 





STEAM CLEANER—The unit is said to 
be large enough to operate two steam 
guns and deliver 200 gallons of combined 
saturated steam and cleaning deters -nt 
per hour. Available as a stationary 
portable unit. Quick Charge, Inc., 1750 
N.E. Tenth St., Oklahoma City, Okla, 


| 
| 











Millions stay 
up late on 
Wednesday 


Millions have reserved that evening 
for their favorite magazine. In the 
current issue they met Red Army 
officers who work for us, joined rev- 
elers at a Caribbean carnival, cap- 
tured a cop killer, enjoyed any one 
of a dozen adventures in reading, 
and went on a shopping tour 
through the advertising pages. For 
Wednesday is Post day. And it’s 
just the beginning. Surveys show 
that readers pick up each issue of 
The Saturday Evening Post several 
times — more times, in fact, than 
they pick up any other leading 
weekly magazine. 





Turning “shoppers” into buyers is fascinating 
business. But even the best automobile sales- 
man needs support. And he really gets it 
when your car is advertised in the Post. The 
Post helps pre-sell your best prospects. It 
points the way to your showroom. 
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Why did it happen? Last year 6,000 inmates 
of Jackson Prison exploded in an orgy of vio- 
lence. Headlines shocked the nation. But ace 
crime reporter John Bartlow Martin knew there 
was a bigger story. It took him a year to get 
it. You’ll know why when you read it. 
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Star salesman at the point of sale is the new 
Post Recognized Value seal. It symbolizes 
the trust millions of people have in Post- 
advertised automotive products. Display it 
prominently. It will help make these fast- 
selling lines move even faster. 
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Is it true that Marlon Brando seldom wears 
shoes, scratches in public like an ape, will stand 
on his head to get attention? A Post editor 
wangled a rare interview and asked Brando 
point-blank. Don’t miss the uncensored—and 
uninhibited—answers in the Post. 


me ata 








Surveys among readers of weekly magazines 
show: ® Readers spend more time with the 
Post—return to it more often. ® Readers be- 
lieve the Post is more reliable. ® Readers pay 
more attention to ads in the Post, put more 
trust in Post-advertised products. 
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Corporations Warned 
Against Hiking Debt | 


AX considerations, inflation and| report says, corporate debt rose | 
the record volume of bank de- 13.8 percent, as compared with a 
| 





posits available for loans and the |6.3 percent in 1922-30. 


purchase of corporate bonds have * * & 
influenced business management to|“}T IS GENERALLY conceded,” | 
rely on debt financing to a hazard- | the organization adds, “that the | 





: | : : * 
ous level, according to the Amer-| many corporations, industries and | 


— of Management, New individuals oak io. m3 os DeSoto Dealers, Factory Officials Meet in Detroit— 
‘ a ee nies F y | . . . . . . . 

Tn a report entitled “The Doubt- hs tak oon saiponsitle for| Members of the national DeSoto Factory-Dealer Conference last week held a joint meeting in Detroit with factory officials and 
ful Value of Corporate Debt,” now | greatly deepening and lengthening | regional managers. It was the first time that such a joint meeting has been held, according to J. B. Wagstaff, DeSoto vice-presi- 
being distributed to its 10,000 mem-| ‘hat depression—if they were not | dent in charge of sales (seated at extreme left). 
bers, the institute declares: 1 major contributing cause. $$, 


“There is an over-reliance on it “When we find that we are add-| by industrial and miscellaneous , r high ¢ 
for the future. True, business is |ing debt at a considerably more| companies, and slightly over 60 | industry in general. : | and large tax —e a 
prosperous, but this is mot be- |-apid pace than we did in the| percent by public utilities —in , fixed — a es n- 
cause the lack of equity capital | 1920s, it is obviously time to take| each case a substantially greater THE other big reason for going| fortunately, the ‘advantages’ are 
and the emergence of debt financ- |, critical look at where we are| proportion than in 1922-46. into debt, according to the re-| temporary in nature and, in gen- 








created by the record expansion of | accompanied by high tax rates 








ing have had no effect upon busi- | going.” Analyzing the reasons why cor-| port, was the relatively “low cost| eral, are more than offset by the 
ness, but because inflation has Statistics in the AIM report | porations have relied so heavily on) of debt money in this postwar| disadvantages. ; ‘“ 

tended to hide the open symp- | show that 100 percent of the new |debt financing in the postwar| period. The report contains t ——— 
toms. Business has expanded at | corporate financing by railroads | period, the report says “the most “Debt always appears unusu- | mendations to management: sail 
the expense of its creditors.” in 1946-52 was in the form of | compelling reason was the unprece-| ally attractive when interest (1) That equity securities should 


In the postwar period 1946-51, the| debt, between 70 and 80 percent dented demand for new capital| rates are low, particularly when amen aa ag Ban goon "a te 
employe stock ownership should be 
explored as a source of equity 
capital, inasmuch as employes’ total 
wages in 1952 exceeded $177 billion 
and their accrued savings totaled 
almost $19 billion. 


Chrysler Shares 
Listed in Canada 


DETROIT. — Chrysler Corp. has 
announced that beginning today 
(June 1) it will list its stock on the 
Montreal and Toronto exchanges. 

Chrysler said the listing would 
make transactions more convenient 
for Canadian citizens. Montreal 
Trust Co. is to be the transfer 
agent in both Montreal and 
Toronto, and Royal Trust Co. will 
be the registrar in both cities. 

This is the first time Chrysler has 
listed its stock on an exchange out- 
side of the United States. 

* ca * 


& . 
s Auto-Lite Sales Up 14% 
Sales of Electric Auto-Lite Co., 
Toledo, during the first quarter of 
© 1953 increased 14 percent over sales 


for the same quarter last year, 
Royce G. Martin, president of 
Auto-Lite, has announced. Net 
sales for the three months 


j amounted to $76,614,116—an in- 
Average monthly gallonage of Sunoco Dealers came ths ove the ta 


adba ’ h Gar Wood Industri 
beats competition 2 to 1. Here’s why: ian ae & oe em 
taxes has been reported by Gar 


Wood Industries, Inc., for the six- 
month period ended Apr. 30, com- 














1. LARGE MARKET AREA 3. SALES SUPPORT pared with $789,375 the previous 
Sunoco Dealers have markets big enough Strong merchandising and advertising is ee 
to earn them greater profits year after year. constantly used to back up the Sunoco PAR Group Sets 
Overlapping and crowding of Sunoco sta- Dealer. Sales counselors keep the dealer June 15 Meeting 
tions in a market area is avoided. up-to-date on market and sales conditions. unis ck aathcn ss 
‘ DEALERSHIP OPPORTUNITIES sentatives participating in the Pro} 
- PRODUCT ACCEPTANCE A Sunoco dealership may be available in will be ‘mld in lee bee 
Sun’s basic product principle of a “One —_your area! For further information con- ee “ee ee wo 
Grade— One Price” gasoline for high-test tact the local office of Sun Oil Company last week. 
performance at regular gas pricehasattract- in your community. eaneneer provement kas ened 
ed a customer loyalty that is unparalleled. SUN OIL COMPANY record proportions since the PAR 


movement got underway and, while 

many states are beginning to make 

° substantial progress in overcom- 

ing road and street deficiencies, 

much still needs to be done,” Hill 

said. “It is timely to review prog- 

ress and make new plans to give 

HERE’S MORE PROOF: further impetus to the movement 

for adequate roads for a stronger 

i s ing, Sunoco Dealer America,” he added. 

Ldsten to what L. H. Bowing, © “As in the case at all PAR meet- 

ings, the session will be open to 

the press and other interested 
parties,” Hill said. 


in Richmond, Indiana, has to say: 


“I doubled my former gallonage 


when I switched to selling Blue Tri-City Olds Buys Lot 
Sunoco. And new customers keep J. A. Dishman, president of Tri 
sng int? City Oldsmobile Co., Louisville, an 
CORNERS tt: nounces that the company ha 
purchased its used-car lot site at 
the northwest corner of 12th and 
Broadway for $125,000. The proper 
ty, 125 by 250 feet, was ownex 
jointly by the Kosair Cripple: 


Customers stay with you when you sell SUNOCO Products. Children’s Hospital and the India’ 


Masonic Home, of Franklin, Ind. 











Ford Drivers Put Cars Through Paces... 








Tests Cover 6,000,000 Miles 


DEARBORN.— Ford Motor Co.|kept of all operating and mainte- 
test drivers will travel more than | nance expenses. 
six million miles this year to dis- Fuel economy is checked by a 
cover better ways to design and aa 

: : graduated measuring cup con- 
build automobiles. 

fm oe & nected between gas tank and fuel 

ee r pump. Valves control the flow of 


complicated electrical instru- a 
ments which can reveal how gasoline from the measure as the 
car is driven over a measured 


| 
harnessed with | 
metal stretches and bends. Pull- | 

distance at constant speed. 


ing power, getaway, braking, 
steering, riding comfort and dur- Acceleration is checked with a 
“fifth wheel” attached to an electric 


ability of Fords, Lincolns, Mer- 

curys, Ford trucks and tractors | speedometer and towed by the test 

and every competitive make of | 5 . ot 
|car, Stopwatches time successive 

speed intervals. 


car and truck will be tested by a 
staff of 285 drivers and tech- 
nicians, Dynamometer units provide road 

The 360-acre test area at the|l!oads equalling long grades and | 
Ford Research and Engineering| heavy pulls encountered in 
Center here permits comprehensive | mountain driving. 
tests over almost every conceivable| With strain gauges, engineers | 
type of roadbed. measure loads and stresses on in- | 

Ford engineers also have testing | dividual parts during road tests. | 
bases at Jennerstown, Pa., for hill|The gauges consist of fine wire 
climbing, and at Phoenix, Ariz., grids cemented to thin paper back- 
where high and low-temperature | ing. The grids are glued to a sur- 
runs are made over desert and/|face where strain is to be tested. 
mountain roads. In the Detroit; As a surface supports varying | 
area, testing under actual traffic | -—— oe : 
conditions is performed on public | 
roads. 

The Dearborn test track provides 
more than 12 miles of test road- 
ways. There is a 2%-mile high- 
speed oval. A three-mile rough oval | 
has patches of gravel, brick, cob- | 
blestone and Belgian block and 
provides an asphalt skid pad. There 
is also a strip of irregular concrete 
outcropping for body twist tests. 
The oval is ringed by water sprays, 
a sand pit and water and mud| 
baths. 

An artificial test hill, built in 
1948, has a 17 percent grade and 
a 30 percent grade. 

Recently completed is a 4,600- 
foot level straightaway for check- 
ing acceleration, pulling power and 
roll resistance. 

Now under construction is a 
“ride and handling” road with a 
variety of steering and _ sus- 
pension-testing turns and a haz- 
ard stretch of ruts, potholes, 
trolley tracks and rail crossings. 
A smooth-surfaced road has been 
built with a sound-reflector wall 
to magnify car squeaks. 

All Ford road tests are directed 
by the engineering staff vehicles 
testing department. Beside its out- 
door facilities, the testing depart- 
ment has a wind tunnel and three 
cold rooms. 

Oils, batteries, starters, heaters 
and defrosters are tested in the 
cold rooms where temperatures can 
be lowered to 60 degrees below 
zero. The wind tunnel, equipped 
with a water spray for testing body | 
leaks, can develop an 80 mile-per- | 
hour gale. Its temperature can be 
held at any point between 170 de- 
grees and 20 degrees below. 

Vehicle testing is divided into 
three programs—road durability, 
performance and static tests. 

In durability testing, Fords, 
Lincolns, Mercurys and competi- 
tive cars are driven from 20,000 to 
60,000 miles. Accurate records are 












James Cites Staff— 


Ed James (left), head of Ed James Buick | 
Co., Los Angeles, presents a plaque to| 
Al Harris, new-car sales manager, in| 
recognition of the record total of cars| 
sold by Harris and his staff during the 
firm's month-long anniversary sale. The 
figure, 228, broke an alltime record for 
the 46-year-old dealership, which formerly | 
was known as Charles Howard Co. | 





WEAVER 3-WAY 
ALIGNMENT GAUGE 


Works off the spindle for accuracy 


WEAVER MANUFACTURING COMPANY, 


SERVICE SHOP 





loads, the tiny wire grid stretches 
or shrinks with it. The grid carries 


an electrical current and 
movements in grid shape mean 
variations in electrical resistance. 


Amplifiers and oscillographs used 


with these gauges are so sensitive | 


that finger pressure on the surface 
of a rear spring can be measured 


Often the vehicles testing de- 
partment invents new measuring 
instruments, such as the drive 
shaft torquemeter, This instru- 
ment is often teamed with a 
wheel torquemeter. The wheel 
torquemeter checks power de- 
livered to the tires. With the 
drive shaft torquemeter, engine 
output is recorded. Differences 
reveal power losses. Results point 
the way to more efficient tires 
and gears and show how much 
actual power an engine delivers. 
Evaluation of performance dur- 
ing acceleration, braking and 
maneuvering is made with the help 
of oscillographs. Riding comfort is 
analyzed with dummy human 
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‘Haul of Fame’ President— 


Charles A. Grimes (left), retail salesman 
for Don Allen Southland Chevrolet, Inc., 
Miami, Fla., automatically became presi- 
dent of the Jacksonville zone chapter of 
the ‘Haul of Fame" Truck Club by selling 
more trucks last year than any other 
salesman in the zone. He is being con- 
| gratulated by A. J. Sawyer, zone manager. 





bodies. The dummies have instru- 
ments in their “stomachs” to regis- 
ter the slightest quiver of the car 
as it is driven over the test track. 

Gyroscopes are used to measure 
the roll, pitch and yaw of vehicles 
as they travel over test routes. 
Results give comparisons of spring, 
cushion and shock absorber de- 
signs. 

After basic durability tests, ex- 


| cle. 


/moment of 


41 





perts tear down the cars and 
measure all parts to determine 
wear. 


A static test section gathers in- 
formation without driving the vehi- 
This study covers visibility 
measurements, center of gravity, 
inertia of an engine 


|}assembly about a given axis, door 





heights, interior headroom and all 
the other vital statistics. 


Rootes Exporting 


257% of Output to 


750 U.S. Dealers 


NEW YORK.—More than 25 per- 
cent of the automotive production 
of Rootes Motors, British manufac- 
turer of Hillman Minx, Sunbeam- 
Talbot and Humber automobiles, is 
now being exported to the United 
States, according to Sir William 
Rootes, chairman of the board. 

Sir William said that Rootes deal- 
ers in America total 750 and that 
more franchises were being issued 
daily for the United States, Can- 
ada and Mexico. 

In March, Rootes exported 76 
percent of its monthly 9,000 car 
and commercial vehicle output. 


Accurate wheel balancing 


ig vital to good steering 


.-- Just as important as correcting camber, 


king pin inclination, caster and toe 


Weaver leads the way in the design and 
manufacture of wheel balancing equipment 
and wheel alignment gauges including toe 
gauge. The Weaver COUNTERBALANCER 
balances the wheel while it spins. The 
wheel alignment gauges work off the wheel. 
spindle for greatest accuracy. These related 
equipment items enable you to turn out 
accurate jobs, quickly and profitably. 


Weaver COUNTERBALANCER ‘“WJ-41” 
instantly shows the degree of dynamic wheel 
unbalance while the wheel spins. It indicates 

where to put balance weights, and shows 
how much weight to apply .. . 
You’re right from the start. 


PUT YOURSELF IN THE BIG, 
EASY MONEY by also equipping 
your shop with the WEAVER 
3-WAY ALIGNMENT GAUGE 
No. WJ-55. This gauge checks 
camber automatically—king pin 






Va 


SPRINGFIELD, 


inclination and caster checked in 
one operation — quickly and accu- 
rately. All measurements are taken 


directly from the spindle, thus avoid- 
ing errors due to crooked wheels and rims. 


Ask your Weaver jobber for details, 
or write us for Bulletins AN-958 and AN-692. 


ILL., U.S.A. 
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Used-Car Auction Prices 
Market Trend 


Wholesale prices of used cars continued to fall last week, according 
to Automotive News’ used-car index. The overall average declined $3 
last week to stand at another new low for the year, $1,014. 

Heaviest losers for the week were '48s and ’49s—down $39 and $31 
respectively. The price of 47s and ’50s were off $9, and ’53s dropped $7. 

Gainers for the week were ’51s, $29; '52s, $16, and ’46s, $21. 

Activity at the auctions also dropped off about 4 percentage points 
from a week earlier, according to the index. At 11 representative 
auctions last week, 1,681 cars were sold from 2,626 offerings (64 per- 
cent), as compared with 1,702 cars sold from 2,489 offerings (68 per- 
cent) at the same auctions a week earlier. 

Prices marked with an * indicate a unit equipped with an automatic 
transmission or overdrive, and (ps) indicates power steering. 





: Cn ie 425*; Super Riviera 2-dr., $1,395°*; 

LOS ANGELES Special 4-ar., $1,096°, $970’ $910, 46 

(Los Angeles Auto Auction. Sale every RM 4-dr., $905*, $870*, $750*; Super 

Tuesday and Thursday at San Gabriel, 4-dr., $835, $825*; Sedanet, $820, $810*. 
Calif. Prices are for sales of May 21 and '47 RM Sedanet, $550. 

26.) CADILLAC—’'53 Coupe deVille, $5,570*, $5,- 


(Demand continues strong and market 
steady on all cars except higher-priced 
units and rough cars, Sold 326 cars out 
of 515 offerings.) 


BUICK ’53 RM Riviera 2-dr., $3,195*, 
$3,095*; Super Riviera 2-dr., $2,780*. ‘52 | 
RM Riviera 2-dr., $2,215", $2,090*; Super 


| 

| deVille, $4,270*, $4,195*, $3,945*, $3,- 
| 910%; (62) club coupe, $3,855*, $3,695*; 
| 4-dr., $3,445, $3,195*; conv., $3,900*. '51 
| Coupe deVille, $3,410*, $3,125*%; (62) 
| 4-dr., $2,675*%, $2,625*; club coupe, $3,- 
|} 195%. °'50 (60) 4-dr., $2,315%, $2,310*; 


Riviera 2-dr., $2,160*%, $2,155*; Special | (62) coupe, $2,715*; (61) coupe, $2,485*; 
2-dr., $1,640*. °51 Super 4-dr., $1,505*, 4-dr., $2,220*%. ‘48 (60) 4-dr., $1,405°; 
$1,465*; RM Riviera 2-dr., $1,695*; Spe- (62) 4-dr., $970*. '47 (62) 4-dr., $795*; 
cial 4-dr., $1,445*. ‘50 Super Estate coupe, $750*. 


Wagon, $1,485*; RM Riviera 2-dr., $1.- | CHEVROLET ‘53 Bel Air sport coupe, 


100*, $5,325*, $5,370*; (62) club coupe, | 
$4,670*; (60) 4-dr., $5,400*. '52 coupe 


$2,455*, $2,445°; conv., $2,200*%; 2-dr., 
$2,080; (210) conv., $2,170. (150) 4-dr., 
$1,715; 2-dr., $1,705. ‘52 Bel Air, §$1,- 
860*, $1,800*, $1,695; SL Deluxe 4-dr., 
$1,400; SL Special 4-dr., $1,330; %-ton 
pickup, $975. °51 SL Special 2-dr., $1,- 
145; SL Deluxe 2-dr., $1,140*%; 4-dr., 
$1,115*; %-ton pickup, $825; sedan de- 
livery, $775. ‘50 Bel Air, $1,275; SL 
Deluxe 4-dr., $1,075*%; 2-dr., $1,060; 
conv., $1,010; SL Special $685; ‘%-ton 
pickup, $650. ‘49 FL Deluxe 2-dr., $895 
$745. 





CHRYSLER—'53 NY club coupe, $2,735*. 


"51 Windsor Newport, $1,600*%; Imperial 
4-dr., $1,545*; Windsor 4-dr., $1,475*. °50 
Windsor club coupe, $1,155*, $1,145*; 
NY 4-dr $875* '49 Windsor conv., 
$950°; 4-dr $950*; Royal club coupe, 
940°. 


DeSOTO—’'52 Fire Dome (8) club coupe, 


$1,925*, $1,695*. '51 Custom 4-dr., $1,- 
320°. ‘50 Deluxe 4-dr., $925*. '49 De- 
luxe club coupe, $935* 


DODGE '53 Coronet Sierra, 2,650*; 


Meadowbrook station wagon, $2,140. '50 
Wayfarer 2-dr., $845. 


| FORD—’53 Country Squire, $2,785*, $2,- 


770*: conv., $2,500*; Victoria, $2,440*, 


$2,400*; Mainline (8) 2-dr., $1,810. '52| 


Victoria, $2,150*%, $2,095*, $2,085*, 2 at 


$2,045*, $1,980*; Country Squire, $2,400°*; | 


(8) Ranch Wagon, $2,055*, $2,025*, $1,- 
975*; conv., $2,045*, $1,935; (6) Ranch 
Wagon, $1,995*; Custom (8S) 2-dr., $1,- 
645, $1,635; 4-dr., $1,545; Mainline (6) 
2-dr., $1,385. '51 conv., $1,325*, $1,385*; 
Country Squire, $1,500*%, $1,490*; Custom 
(8) 2-dr., $1,305*; 4-dr., $1,235*; Custom 
(6) club coupe, $1,070*. °'50 conv., $1,- 
170, $1,150, $960; Deluxe (8) 2-dr., 
$1,075*, $815, $740; Custom (8) 2-dr., 
$1,035; 4-dr., $1,070*, $795, $700; station 
wagon, $905. '49 Custom (8) 2-dr., $775, 
2 at $705, $670; conv., $750. 





KAISER—’52 4-dr., $1,595". '51 2-dr., $995 


'48 4-dr., $365. 
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LINCOLN 
$4,010". 
conv., 


‘51 4-dr. 


005, °50 


$645. ‘47 


| $345. 





4-dr., $2 
| MERCURY 
Monterey 


$1,014 





$1,017 $1,054 





3,060%, $2,985"; 





50 * 


"53 Monterey, 


Capri club coupe, $4,095*, 
Capri club coupe, $3,200*; 


Cosmopolitan 


RoRe 


$2,575*. °52 


sport coupe, $2,365*, $2,395"; 
4-dr., $1,700*; 2-dr., $1,985*, $1,960* 
$1,500*, $1,345", 


club coupe, 


$1,105*, $1,- 


$1,465*. ‘49 4-dr., 


club coupe, $655. ‘46 4-dr., 


NASH—’50 Statesman 2-dr., $645*. 
’53 (98) Holiday, $3,500*, 


OLDSMOBILE 
$3,235*; (88) Holiday, $3,350", 
$3,240*. °52 (98) 
780*; Super (88) sedan, 
Super (88) 
500*. '50 


$3,425", 
$3,330*, 


In Philadelphia nearly everybody reads The Bulletin 





Evening and Sunday 





Apvertisinc Orrices: Philadelphia, Filbert and Juniper Streets * New York, 285 Madison Avenue 
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Chicago ¢* Detroit °* Atlanta *¢ 


Los Angeles 


sedan, $1,900*, 


Holiday, §$2,- | 


$2,160*. °51 
$1,815*, $1,- 


(88) Holiday, $1,525*; (98) 
conv., $1,495*, $1,470*%; 4-dr., $1,380", 


San Francisco 





June 1953 May April 

Model (to date) 1953 1953 
1953 $2,287 $2,294 $2,305 
1952 1,636 1,620 1,670 
1951 1,214 1,185 1,255 
1950 946 955 997 
1949 716 747 791 
1948 504 543 584 
1947 425 434 461 
1946 381 360 368 

Overall aa 


Average $1,014 $1,017 $1,054 
(The above figures are averages of used-car auction prices, all 
makes and models, carried regularly in Automotive News./ 


Average Used-Car Prices 


(Compiled by Automotive News) 




















$1,265* 49 «88) club sedan, $1,26 
(98) conv., $985*. "47 (98) 4-dr., $4 
PACKARD. —50) 4-dr. $995* "47 = 0«(2-dr 
$250". 

PLYMOUTH ’53 Savoy, $2,380*; Cran- 
brook 4-dr., $1,740. ‘52 Suburban, §1,- 
695, $1,445; Belvedere, $1,505; Cran- 


brook, 4-dr., $1,400, 2 at $1,325; Cam- 
bridge club coupe, $1,185. '51 Cranbrook 
| 4-dr., 


PONTIAC 


$1 






5; Suburban, $1,295. 


53 Catalina, $2,850*, $2,815* 


$2,760*; (8) conv., $2,795*; Chieftain (8) 


2-dr., 


$2,525*; 4-dr., $2,495*; Chieftain 
6) 2-dr., $2,295*. '52 Catalina, $2,230* 


wagon, $1,620*; 2-dr., $1,620*. ‘51 


4-dr., 
$1,400*. ‘50 SL (8) sedanet, $995* 
SL ( 
STUDEBAKER—'53 Commander (8) 
liner, 
310*. 
"61 


sand 


2-dr., 


45; 


nesday. 

(Market steady. Retail sales seen pick- 
ing up slightly, causing wholesale prices 
to firm up. Sold 72 cars out of 
offerings.) 

BUICK—’50 RM sedan, $875*. °49 Super 
sedan, $880*, $820*. °'46 Super sedan, 
$260. 

CADILLAC—’52 (62) sedan, $3,500* 
(62) sedan, $1,300*. 

CHEVROLET—’52 SL Deluxe sedan, 
380; 
Air, 


$2,205*, $2,025*, $1,995*%; (8) station 


«S) 


$1,545*, $1,260*, $1,015*; Catalina 
"49 


S) sedanet, $825*. 
$2,475*; club coupe, $2,350*, 


‘hampion 4-dr., $930*, $905*. 
Cruiser, $850*; Champion 


"52 Jaguar XK-120, $2,600. 


Prices are for sale of May 


Star- 
$2.- 
"52 Commander (8) 4-dr., $1,300* 
"50 
Star- 
liner, $805*, $800, $775; 4-dr., 3 at $725*; 
$650. °49 Champion conv., $670*. 
"48 Champion 4-dr., $545*. 
WILLYS—’52 Aerolark 2-dr., $1,.460*, 


$1.- 
station wagon, $1,350*. °51 station 
wagon, $1,045. 
MISCELLANEOUS *32 Austin Roadster 
$320. 


N. PLAINFIELD, N. J. 


(Lebanon Auto Auction. Sale every Wed- 


27.) 


107 


48 


$1,- 
SL Special sedan, $1,160. '51 Bel 
$1,400; SL Deluxe sedan, $1,080, 
$1,010, $990; SL Special sedan, 


$920, 


$900, $895 $890. '50 SL Deluxe sedan 
$1,050*; FL Special sedan, $900. 
conv., $960; SL Deluxe sedan, $940, $780. 
$740, $710. "48 FM sedan, $580. '47 SM 
sedan, $340. 

CHRYSLER—’49 Windsor sedan, $1,070. 
'47 Windsor sedan, $640. 

DeSOTO—’53 Fire Dome (8) sedan, 
760*. "50 Custom sedan, $1,060*, $1,040*, 
$1,000*. 

FORD—'51 Victoria, $1,270; Deluxe 
sedan, $1,080. ’50 Custom (8) conv., $1,- 


000; 
$740; 


PLYMOUTH 


49 { 


49 


$2,- 


( 


R) 


sedan, $930. '49 Custom (8) conv., 
sedan, $690, $670. '47 Deluxe 
sedan, $430. 
FRAZER—'49 sedan, $420. '47 sedan, $320 
$280. 
KATIS E R—’51 sedan, $980, $960, 
Henry J (4) sedan, $590. 
MERCURY—50 sedan, $940. 
NASH 
sedan, $210. 
OLDSMOBILE—’51 (98) Holiday, $1,610* 
98) Holiday, $1,060*; sedan, $910* 
PACKARD—’50 sedan, $870. 


"49 (600) sedan, $520. ‘47 


Cambridge sedan, $1,220, $1,190. 
Cranbrook sedan, $940. '50 SD sedan 
$1,050. °49 SD sedan, $860, $810. 

PONTIAC—52 Chieftain (6) sedan, 
680*, 


Tuesday. 
(Market unsteady, 


Sold 34 cars out of 91 offerings.) 

CADILLAC—'48 (62) 4-dr., $1,300*. 

CHEVROLET ‘53 \%4-ton pickup, $1,260 
‘52 SL Deluxe 4-dr., $1,225*. ’°51 Bel Air 
$1,270; SL Deluxe 2-dr., $975. '50 SI 
Deluxe 2-dr.. $860. '48 SM club coupe 


$460. 


FORD 


Custom 


(6) 


STUDEBAKER 


$440. 


R&R) 


$s00 


(600) 


‘53 Cranbrook sedan, $1,775 


51 


$1 
$1,670*. °51 Chieftain (8) sedan 
$1.300*. '50 SL (8) sedan, $1,050* 
Chieftain (6) sedan, $910, $900. 
sedan, $550, $420. '46 sedan, $380. 


N. LITTLE ROCK, ARK. 


(Arkansas Auto Auction. Sale 


49 
17 


every 


Prices are for sale of May 26.) 
prices off some. 


‘47 FL aerosedan, $440. '46 FI. 
aerosedan, $240. 
"51 Custom (6) 2-dr., $805. 


2-dr., $430, $375. '46 Deluxe 
4-dr., $295. 

HUDSON—’46 Commodore (8) 4-dr., 

KAISER—’47 4-dr., $140. 

MERCURY—’51 4-dr., $1,230*. °49 4-dr 
$530; conv., $595. 

NASH—'49 Ambassador 4-dr., $305, $275 

PLYMOUTH—'50 SD club coupe, $590. °46 
SD 2-dr., $250. 


FLINT 


( 


50 


(8) club coupe, $780. '49 Deluxe 


6 


$230 


‘50 Champion club coupe 


(Flint Auto Auction. Sale every Frida 
Prices are for sale of May 29.) 
(Market holding steady. Sold 105 cars 
out of 135 offerings.) 
BUICK—’52 Super 2-dr., $2,070*; 
Riviera 2-dr., $2,025*; RM 2-dr., $1,935° 
4-dr., $1,875*. "51 RM 4-dr., $1,440*, § 


Super 


410*, $1,300*. '50 Super 4-dr., $1,12° 
$935, $825. '47 Special 4-dr., $420. 
CHEVROLET—’53 Bel Air sedan, $1,955 


52 


SL Deluxe 4-dr., $1,390; Bel 








Air 
$1,750*, $1,600*. °'51 Bel Air, $1,250* 
$1,020, $1,000; SL Deluxe 4-dr., $1,109 
$1,050, $1,030; FL Deluxe 2-dr., $1,049 
$1,025. '50 SL Deluxe 4-dr., $960, $85), 


cl 


$ 


s 


$865; 2-dr., 2 at $850, $865, $790; 
coupe, $860. 

CHRYSLER — '53 Windsor Newport, 

| 975*. '49 Windsor 4-dr., $790*. 

| DeSOTO—’'46 Custom 4-dr., $250. 

| DODGE—'49 Meadowbrook 4-dr., $635. 
Deluxe 4-dr., $300. '46 4-dr., $180. 

FORD—'52 Custom (8) 2-dr., $1,535*, 
175*, $1,435, $1,410; Custom (6) 


(Continved on Page 45, Col. 3) 
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© Dperation 
Opportunity 











The opportunity of 
Leadership 




















belongs to the Chrysler-Plymouth dealer. He sells leadership . . . in new 
ear performance features and over-all car quality. There have been 146 
major automotive advances in the past 28 years. Of these, 77 appeared 
first in Chrysler-built cars, more than the rest of the Industry com- 
bined has been able to achieve. As a result, this nation of motorists looks 


to Chrysler for leadership in engineering excellence and lasting value. 





This product leadership the Chrysler-Plymouth dealer enjoys is further 
augmented by a marketing leadership unique in the business .. . the 
opportunity to sell quality cars at every price level, thereby covering 
the broadest possible sales range. It was Chrysler who, over twenty 
years ago, came up with the idea of selling both higher and lower priced 
ears through the same dealer... enabling him to profit through any 


type of economic cycle. 


The qualified man, inquiring today regarding the limited number of 
Chrysler-Plymouth dealer sales agreements currently available, will 
find its opportunities even greater than he might have reasonably ex- 
pected. For complete information write Chrysler Division, 12200 E. 





Jefferson Avenue, Detroit 31, Michigan. 
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Ch rys ler shee, 










‘Reputation 


YOUNGSTOWN, O.—Forty years 
business have 
owner of 


in the automotive 
convinced D. A. Heindel, 





Win People’s Confidence—Heindel’s Philosophy 
After 40 Years in Business 
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Above Sales’ 


D. A. Heindel & Son (Oldsmobile), 
that winning the confidence and 
respect of the customer is the key 


New Passenger Car Registrations, 34 States for April, 1953-1952 














| 
eo 
Car registrations by states are & + 5 z z | 
released here weekly, as com- = 2 Z > g 3 a + 5 5 5 2 | 
piled by R. L, Polk representa- 3} >~z 3 5 oz oa = £ E B o > 5 o 2 
tives in state capitals. —€i<5| 2 g 3/35/23) 3% 2/3 = - 5 2 * = | 
= | OF | & 3/zZ/a|/8]}/ 0] 0] 5) &] @ I =~ j= | <| 
States Previous! '53| 7203| 5449| 14081| 23355! 50088) 38658; 1950| 9503} SOIII| 20529, 4578) 56567; 13945) 16708, 112327; 558; 1143, 1701; 13 
Sacorten for April '52| 5114 4366! 10632 17656 | 37768} 35808) _1315] 7844; 44967) 14572| 4012} 36220| 9794) 11014) 75612; 1146, 1681) 2827) 17) 
Colorado o ‘53, 110) 85; 228, 436 859 643 52, 214 999 «388 79, 1016, 251 330, 2064 2 - S 
‘52 97 65| 128) 312 602 701] 37) _—«*173 911, 281, 82,604,176 202), 1345) 20,22 
jdaho "53, 49, +32; «+4109 +152; 342; 290 16 119 425-202 33 500 «1130 99 964 © 8 
‘52 49 33 73| 123 278 253) 16, ——*109 378, (125 30, 270 =70,- 74) 589 4 27. a 
lowa” 53, 264, «220, +543, 1180, 2207; 1829 72. +487, «42388 «4802, «(136 «2976 Ss 584, «6995197 12 22 34 
‘Sz; 207) «119; +347, 741) 1414) 1426, 35, 286, 1747, St, 101), 1553, 337,397) 2899 24) 4a} 6 
Louisiana a ‘53, (133) ~—«129|~=S«293| +738) ~=—«1293|~—S«s 170 46 «=«s183)s«*1399S 468 87 +1744. +«#299' «+503; 3101 14 21 35 
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;to the successful 
dealership. 
Speaking about his business 
policy on the eve of his com- 
pany’s anniversary, Heindel ex- 
plained that, “We are more 
anxious to build and preserve our 
reputation than we are to make a 
sale.” 


Heindel began selling and serv- 


the cars were 


$1,100. 
tained by special 


He said that in the late ’20s he 





made 


operation of a/icing cars in 1913. For 11 years he, 
|handled Apperson and Dort cars | 
before changing to Stutz and Velie. 
He became an Oldsmobile dealer in 
1926 and recalls that in those days 
in black and 
sold at a price range of $850 to 
Other colors had to be ob- 


order. 





sold about 250 units annually, 
compared with 700-800 during the 
last three years. 

In 1937, Heindel opened a used 
|car lot and was joined in the oper 
ation of the dealership by his sor 
D. A. Heindel jr. 
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New Commercial Car Registrations, 32 States for April, 1953-1952 
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The following advertised-delivered — 


ALLSTATE — Four— 2-dr. sed., $1,499. 
Six—$1,686.18. (Sold only by Sears, Roe- 
buck and Co. stores in certain areas.) 


AUSTIN—A-30 sed., $1,495; A-40 Som- 


erset sed., $1,795; stat. wag., $1,895; 
conv., $1,945; A-40 sports conv., $2,295; 
Austin-Healey 100 sports conv., $2,985. 


(Delivered at U. 8S. ports.) 

BUICK —Special—4-dr. sed., $2,208.76; 
2-dr. sed., $2,149.32; 4-dr., Deluxe sed., 
$2,255.32; 2-dr., Deluxe sed., $2,196.88; 
Riviera cpe., 295.43; conv., $2,553.17. 


Super — 4-dr. Riviera, $2,696.17; Riviera 


cpe., $2,610.56; conv., $3,001.59; stat. wag., 
$3,429.73. Roadmaster—d4-dr. Riviera, 
$3,254.36; Riviera cpe., $3,358.05 conv., 
$3,505.56; stat. wag. 


all others.) 


OADILLAO — Series 62 — 4-dr. sed., $3,- 


666.26; cl. cpe., $3,571.33; Coupe deVille, 
$3,994.57; conv., $4,143.72. Series 60 
elal—4-dr. sed., $4,304.88. Series 75—8- 
pass. sed., $5,604.34; 
rado—conv., $7,750. 
ard on all models.) 
CHEVROLET — One-Fifty — 4-dr. 
$1,670; 2-dr. sed., $1,613; cl. cpe., 


(Hydra-Matic stand- 


sed., 
$1,620; 


bus. cpe., $1,524; 6-pass. stat. wag., $2,- 


010. Two-Ten — 4-dr. sed., $1,761; 2-dr. 
sed., $1,707; cl. cpe., $1,726; spt. 


$1,967; conv., $2,093; 6-pass. stat. wag., 


$2,123; 8-pass. stat. wag., $2,273. Bel Air 
$1,820; 
(Power- 
slide optional at $178.35 on Two-Ten and 


—4-dr. sed., $1,874; 
spt. cpe., $2,051; conv., 


2-dr. sed., 
$2,175. 


Bel Air models only.) 


CHRYSLER—Windsor—4-dr., sed., 


492.25 (8-pass., $3, -; cl, cpe., $2,471.75; 
stat. wag., $3,288. 
@r. sed., $3,721 


Windsor 'Deluxe—4- 


$4,030.73; Skylark 
sports car, $5,000. (Dynafiow standard on 
Roadmaster models, optional at $192.50 on 


Spe- 
lim., $5,817.73. Eldo- 


cpe., 


$2,- 


721; isan $3,025.25; conv., 





Current Prices on New Cars 


$3,246.75. New Yorker—4-dr. sed., $3.184.- 
50 (8-pass., $4,369); cl. cpe., $3,155.50; 
Newport, $3,522; stat. wag., $3,932.75. New 
Yorker Deluxe—4-dr. sed., $3,327.50; cl. 
cpe., $3,298.50; Newport, $3,687.75; conv., 
$3,980. Custom I ai—4-dr. sed., $4,- 
259.50; lim., $4,797; Newport, $4,560.25. 
Crown I — 8-pass. sed., $6,921.50; 
lim., $7,043.75. (Fluid - Matic optional at 
$130.10 on Windsor, standard on other mod- 
els. Fluid-Torque standard on Custom Im- 
perial and Crown Imperial; optional at 
$139.75 on other eight-cylinder models, at 
$106.40 on Windsor Deluxe and at $236.50 
on Windsor.) 


DeSOTO — Powermaster 6 — 4-dr. sed., 
$2,385.75 (8-pass., $3,281); cl. cpe., $2,364; 
Sportsman, $2,634.25; stat. wag., $3,107.75. 
Fire Dome V-8—4-dr. sed., $2,673 (8-pass. 
$3,558.75); cl. cpe., $2,651.50; Sportsman, 
$2,922.50; conv., $3,144.25; stat. wag., $3,- 
381. (Tip-Toe Shift optional at $130.10 on 
all models. Tip-Toe Shift with Fluid Torque 
optional at $236.50 on V-8s only.) 


DODGE—Meadowbrook 6—4-dr. sed., $2- 
024.75; cl. cpe., $1,983; stat. wag., $2,201.- 
25. Coronet 6—4-dr. sed., $2,136; cl. cpe., 
$2,109. Coronet V-8—4-dr. sed., $2,244.50; 
cl. cpe., $2,223; Diplomat, $2,385.50; conv., 
$2,519; stat. wag., $2,527.50. (Fluid Cou- 
pling optional at $20.40 on all six-cylinder 
models except the Meadowbrook station 
wagon. Gyro-Matic optional at $130.10 on 
all models except the Meadowbrook station 
wagon. Gyro-Torque optional at $233.50 on 
V-8s only.) 


FORD—Mainline 6—4-dr. sed., $1,690.47; 
2-dr. sed., $1,641.59; bus. cpe., $1,537.33; 
stat. wag., $2,018.90. Customline 6—4-dr. 
sed., $1,782.69; 2-dr. sed., $1,733.79; cl. 
cpe., $1,743.29. Mainline 8 —4-dr. sed., 
$1,766.09; 2-dr. sed., $1,717.20; bus. cpe., 
$1,613.53; stat. wag., $2,095.07. Custom- 
line 8—4-dr. sed., $1,858.35; 2-dr. sed., 
$1,809.45; cl. cpe., $1,819.50; stat. wag., 


$2,266.76. Crestline 8—Victoria, $2,120.23; 
conv., $2,229.92; stat. wag., $2,403.24; 
} , cc optional at $184 on all mod- 


FORD OF BRITAIN—Prefect 4-dr. sed., 
$1,337.04; Anglia 2-dr. sed., $1,179.07; 
Consul 4-dr, sed., $1,695; Consul conv., 
$2,075 (power top, $150 extra); Zephyr 
Six 4-dr. sed., $1,890; Zephyr Six conv., 
$2,425. (Delivered at New York port of 
entry.) 

HENRY J—Corsair Four—2- $1,- 
399. Corsair Deluxe Six—2- $1,- 
561.18. 

HUDSON—Jet—4-dr. sed., $1,858. Super 
Jet—4-dr. sed., $1,954. Wasp—4-dr. sed., 
$2,310.87; 2-dr. sed., $2,264.12; cl. cpe., 
$2,310.87. Super Wasp — 4-dr. sed., $2,- 
465.84; 2-dr. sed., $2,413.28; cl. cpe., $2,- 
465.84; Hollywood, $2,811.58; conv., $3,- 
047.50. Hornet—4-dr. sed., $2,768.86; cl. 
cpe., $2,741.99; Hollywood, $3,095.15; conv., 
$3,342.05. (Hydra-Matic optional on all 
models at $178.03.) 
JAGUAR—Mark VII—4-dr. 
Mark VII 4-dr. sed. with Borg-Warner 
automatic transmission, $4,450; XK-120 
cpe., $4,065; XK-120 cpe. with modified 
equipment, $4,460; XK-120 conv., $4,039; 
XK-120 conv. with modified equipment, $4,- 
434. (Delivered in New York City.) 

KAISER — Carolina — 4-dr. sed., $2,- 
372.69; 2-dr. sed., $2,312.56. Deluxe—4-dr. 
sed., $2,512.79; club sed. $2,459; 4-dr. 
Traveler, $2,618.55. Manhattan—4-dr. sed., 
$2,649.63; club sed., $2,596.76; 4-dr. Trav- 
eler, $2,755.36. Dragon—$3,923.91. (Hydra- 
Matic standard on Dragon, optional at 
$178.55 on other models. ) 

LINCOLN — Cosmopolitan — 4-dr. _ sed., 
$3,522; spt. cpe., $3,625. Capri—4-dr. sed., 
$3,766; ‘“‘hardtop”’ $3,869; conv., $4, 030.50. 
(Hydra-Matic standard on all models.) 


dr. sed., 
dr, sed., 


sed., $4,170; 


MERCURY — Custom — 4-dr. sed., §$2,- 
250.50; 2-dr. sed., $2,193.50; spt. cpe., 
$2,315. Monterey — 4-dr. sed., $° 332.50; 


hardtop, $2,451.50: conv., $2,609.50; 8-pass. 
(Mere-O-Matic op- 


stat. wag., 


$2,825.50. 


tional at $189.81 on all models.) 


MORRIS and 


115; Mark II conv., 
New York City.) 


NASH— Rambler Super—Suburban, §2,- 
002.60. Rambler Custom — Hardtop, §2,- 
$2,150; stat. wag., 


125; conv., 


$2,360. 


Statesman’ Super — 4-dr. 


hardtop, 


2-dr. sed., $2,695; 


hardtop, 


man and Ambassador. ) 


OLDSMOBILE — Deluxe 88—4-dr. sed., 
$2,261.62. Super 88 
2-dr. 


$2,327.09; 2-dr. sed., 
$2,461. 
395.25; hardtop, $2,673.39; conv., 
sed., 
$3, 


—4-dr. sed., 
Classic 98—4-dr. 
$3,021.75; conv., 
car, $5,715. 
Fiesta, optional 
models. ) 


PACKARD—Clipper—4-dr. 


club sed., 
735; 


$2,534; 


Deluxe club sed., 
hardtop, $2,795. Packard — Cavalier 4-dr. 


Th: 


sed., 


228.84; 
(Hydra-Matic 
at $178.35 on all 


MG—Morris Minor—4-dr. 
sed., $1,535; 2-dr. sed., $1,435; conv., 
465. Morris Oxford—saloon, 
wag., $2,385. MG/TD—standard conv., $2,- 
(Delivered in 


stan 


$2, 150; 


$2,118.90. 
$2,178.35; 
2-dr. sed., $2,143.55. Statesman Custom— 
4-dr. sed., $2,331.70; 2-dr. sed., $2,309.50; 
$2,433.20. Ambassador Super — 
4-dr. sed., $2,557.20; 2-dr. sed., $2,520.75. 
Ambassador Custom—4-dr. sed., $2,716.45; 
$2,828.60. 
(Hydra-Matic optional at $178.85 on States- 


sed., 
$2,852.59. 
$2,785.82; hardtop 
Fiesta sports 


sed., 
Deluxe 4-dr. sed., $2,- 
$2,681; 


$2,064; conv., $2,220; stat. wag., $2,207.25. 


(Hy-Drive optional at $145.80 on aill 
models. ) 

PONTIAC — Chieftain 6 Special — 4-dr. 
sed., $2,014.64; 2-dr. sed., $1,956.36. 
Chieftain 6 Deluxe—4-dr. sed., $2,118.53; 
2-dr. sed., $2,060.28; conv., $2,444.21. 


Chieftain 8 Special—4-dr. sed., $2,089.62; 
2-dr. sed., $2,031.45. Chieftain 8 Deluxe— 
4-dr. sed., $2,193.51; 2-dr. sed., $2,136.32; 
conv., $2,517.66. Catalinas—Deluxe 6, §$2,- 
304.30; Custom 6, $2,370.43; Deluxe 8, 
$2,370.99; Custom 8, $2,446. Station wag- 
ons—Two-seat Special 6, $2,449.61; three- 
seat Special 6, $2,505.15; two-seat Deluxe 
6, $2,589.61; two-seat Special 8, $2,524.61; 
three-seat Special 8, $2,580. 15; two-seat 
Deluxe 8, $2,663.61. Grain finish on all 
station wagons, $80 extra. (Hydra-Matic 
optional on all models at $178.35.) 

ROOTES—Hillman Minx—4-dr. sed.,$1,- 
699; California hardtop, $1,899; conv., $1,- 
899; stat. wag., $1,938. Humber—Hawk 
sed., $2,395; Hawk touring lim., $2,640; 
Super Snipe sed.,$3,295; Super Snipe tour- 
ing lim., $3,580; Super Snipe Pullman lim., 
$5,110. Sunbeam - Talbot — Sed., $2,685; 
conv., $2,911; Alpine sports conv., $2,999. 
Rover—Sed., $2,897. (Delivered in New 
York City.) 

STUDEBAKER — Champion Custom — 4- 
dr. sed., $1,767.40; 2-dr. sed., $1,735.12. 
Champion Deluxe — 4-dr. sed., $1,862.83; 
2-dr. sed., $1,830.58; 5-pass. cpe., $1,- 
868.21. Champion Regal — 4-dr. sed., $1,- 
949.17; 2-dr. sed., $1,916.92; 5-pass. cpe., 
$1,954.55; hardtop, $2,115.80. Commander 
Deluxe — 4-dr. sed., $2,121.15; 2-dr. sed., 
$2,088.90; 5-pass. cpe., $2,126.52. Com- 
mander Regal—4-dr. sed., $2,207.54; Land 
Cruiser 4-dr. sed., $2,315.64; 5-pass. cpe., 


$1,- 
" stat. 


$2,- 


dard on 
other 


$2,588; 
Sportster 


sed., $3,234; Mayfair hardtop, $3,268; | $2,212.91; hardtop, $2,374.16. (Automatic 
conv., $3,476; Patrician 4-dr. sed., $3,735; | Drive optional at $231.24 on Champion, 
Caribbean conv., $5,200; formal sed., $6,- | $243.08 on Commander.) 

526; executive sed., $6,895; corporation WILLYS — Aero Lark — 4-dr. sed., $1,- 
lim., $7,095. (Ultramatic standard on Pa-| 732.10; 2-dr. sed., $1,645.70 Aero Faicon 
trician and formal sed., optional at $199|—4-dr. sed., $1,860.61; 2-dr. sed., 41,- 
on other*models. ) 796.26. Aero Ace—4-dr., sed., $2,038 43; 


PLYMOUTH—Cambridge—4-dr. sed., $1,- 
765; cl. sed., $1,727.25; bus. cpe., 
stat. wag., $2,064. Cranbrook—4-dr. sed., 
$1,842.50; Belvedere, 


$1,872.50; cl. cpe., 


$1,617.50; 


2-dr. sed., $1,963.11. Aevo Eagle (hardtop) 
— $2,156.79. Station wagons — 4-cyl., <1.- 
862.22 (four-wheel drive, $2,304.03); 6-cyl., 
$1,948.75. 
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Texas Cadillac-Olds Deal 


Purchased by Pierson 


Don Pierson has purchased Os- 
borne Olds-Cadillac Co., Eastland, 
Tex., from John Osborne, who re- 


Plymouth dealer at Comanche, Tex. 

The new dealership is located on 
Highway 80, and Pierson plans to 
revamp and modernize the building. 


ANNOUNCING TWO NEW MANUALS ON 


USED CAR 
SALESMANSHIP 


By W. K. BRAASCH 
Dean of Automotive Sales Trainers 
HERE'S THE ANSWER 
TO YOUR USED CAR PROBLEM 
W. K. BRAASCH BETTER BUY THESE TWO MANUALS TODAY! 


“THE TECHNIQUE OF USED CAR SALESMANSHIP" 
Every New and Used Car Salesman needs this informative Manual which is based upon 
the actual experience of 250 highly successful Used Car Salesmen who worked under the 
direction of the author. You will learn just how they succeeded. 


“DEVELOPING AND TESTING YOUR SALES TALK" 
After you have accepted the Used Car in trade at just the right 
price, it will be up to you to sell it promptly at a profit. This man- 
ual shows how to do it. The procedure applies to all makes of cars. 





PRICE 


$1.50 Ea. 


POSTPAID 
$3.00 
CHICAGO 4, ILLINOIS 


Be sure to specify which Manual is wanted, or buy both for 


W. K. BRAASCH, 32 S. MICHIGAN AVENUE 








Don’t Worry About 
Nuts In Hard-To-Get-At Places 


use 


M10 D LAND 
Welding Nuts 


THIS IS ALL YOU DO—Just insert collar of Mid- 
land Welding Nut in hole for bolt or screw, re- 
sistance weld the Nut in place, and the nut is there 
for the life of the job. Nuts can be automatically 
fed to the welder. No time wasted or trouble screw- 
ing-on nuts in hard-to-get-at places. Write for facts 


about these better connections at less cost. 


The MIDLAND STEEL PRODUCTS COMPANY 


6660 Mt. Elliott Ave. ¢ Detroit 11, Michigan 
Export Department: 38 Pearl St., New York, N. Y. 
Manufacturers of 


AIR AND VACUUM AIR AND ELECTRO-PNEUMATIC 
POWER BRAKES DOOR CONTROLS 


AUTOMOBILE AND 
TRUCK FRAMES 





tired. Pierson is a former Dodge-| 





Used-Car Auctions 





(Continued from Page 42) 
$1,250. °51 Victoria, $1,300; conv., $1,- 
260, $1,225; Deluxe (8) 4-dr., $950, $1,-| 
050, $1,000; Deluxe (6) 2-dr., $S75. °50) 
Custom (6) 2-dr., $740. '49 Custom (S)} 
j-dr., S720 i8 SD (S) sedan, $470;] 
2-dr., $410 | 
OLDSMOBILE 53 «98) 4-dr., $3,125*; 
Super (SS) club coupe, $3,110*. '52 Super | 
(S88) sedan, $2,330*; 2-dr $1,855. °51 
(SS) 4-dr., § 2 





PLYMOUTH—'52 Cambridge 4-dr., $1,120. 
’5O0 Deluxe club coupe, $775. °48 SD club 
coupe, $530 

PONTIAC ’52 Chieftain (8) conv., $1,945 
"50 Catalina, $1,355*; Chieftain (6) 4-dr 
$860. '49 SL (8) 2-dr., $715. °47 SL (8)} 
2-dr., $275. 

STUDEBAKER 
coupe, $985*, 
$805, $610; 4-dr., 


DENVER 
Auto Auction. 
are for sale of 


club | 
2-dr. 


‘51 Commander (8) 
$935. °50 Champion 
$735. 


( Denver 
day. Prices 


Sale every Tues-| 
May 26.) 
(Larger volume of cars offered, 
prices were strong on clean cars. 
179 cars out of 309 offerings.) j 
BUICK—'53 RM Riviera 2-dr., $3,055"; | 
4-dr., $3,000*; Super Riviera 2-dr., $2,- | 
875*; 4-dr., $2,165*. ’52 RM 4-dr., $1,- 
495*; Special 2-dr., $1,475. '51 RM 4-dr., | 


and 
Sold 


$1,450*. '50 RM Riviera 4-dr., $950. | 
CADILLAC "53 (62) 4-dr., $4,650*. °51 
(62) conv., $3,120*%; 4-dr., $2,590*. ’50 
| (62) 4-dr., $2,175*. | 
CHEVROLET—’53 Bel Air coupe, $2,285*; | 
2-dr., $2,060; %-ton pickup, $1,340; 
14-ton pickup, $1,325, $1,295. ’52 Bel Air, 
$1,705*, $1,540; SL Deluxe 2-dr., $1,170, 
| $1,145. °'51 conv., $1,290. '50 suburban, 
| $1,000. ’49 SL Special coupe, $700. ‘48 


FL aerosedan, $535. 

| CHRYSLER—’53 Windsor Town & Country, 
$2,640*. °51 Windsor 4-dr., $1,050. °50| 
Windsor club coupe, $1,000. '49 NY 4-dr., 






$880, $690. '47 Windsor 4-dr., $395. 

| DeSOTO—’52 Fire Dome (8) 4-dr., $1,780. 
"50 Custom 4-dr., $850; Deluxe 4-dr., 

$830. 

| DODGE — ’53 %-ton pickup, $1,452. °47 
Custom 4-dr., $350. 

FORD—’53 Country Squire, $2,520*; Vic- 
toria, $2,355*; Main (8) 2-dr., $1,945. ’52 
Victoria, $1,815; Custom (8) 4-dr., $1,- 
685, $1,610. ’51 Custom (8) 2-dr., $1,- 
090. ’50 Custom (S) club coupe, $825; 
%-ton pickup, $570; (6) '%-ton pickup, 
$475. °49 Custom (8) 2-dr., $825. ’48 
station wagon, $375. '46 SD (8) 2-dr., 

| $205. 

| HUDSON — ’53 Hornet 4-dr., $2,325*. ’51 


Hornet 4-dr., $1,330, $1,225; Commodore 
(6) 4-dr., $1,125. '49 RM 4-dr., $540. ’48 
Commodore (8) 4-dr., $330. 

KAISER—’51 2-dr., $850. 

LINCOLN—’52 Cosmopolitan 4-dr., $2,400. 

MERCURY—’51 Monterey, $1,440*; 4-dr., 
$1,225*. °50 Sport sedan, $995; club 
coupe, $990, $710; 4-dr., $980; 2-dr., 
$955. °49 4-dr., $695; Sport sedan, $695. 

NASH—’51 Rambler station wagon, $890; 
Statesman 4-dr., $605. | 

OLDSMOBILE—’53 (88) Holiday, $3,150*, 
$3,125*; conv., $3,100*; 4-dr., $2,780*. | 
’51 Super (88) 4-dr., $1,495*. ’50 (88) 

| 4-dr., $1,020*, $985*. °49 (76) 2-dr., $500. 

| PACKARD—’53 Clipper 4-dr., $2,465*. °51)| 
(200) 4-dr., $1,085. ’50 (200) 4-dr., $690. | 
’49 4-dr., $595. 

PLYMOUTH—’53 Cambridge 4-dr., $1,550. 
’52 Cambridge 4-dr., $1,080, $1,075. ’51 
Savoy, $1,330, $1,320. '49 SD 2-dr., $510. 
’47 4-dr., $180. | 








PONTIAC—’53 Catalina, $2,800*, $2,750*, | 
$2,705*; Chieftain (8) 4-dr., $2,525*; 
2-dr., $2,300*. 51 SL (8) 2-dr., $1,005*. | 


"50 SL (8) 4-dr., $990. '49 SL (8) 2-dr., | 


| $640. 
| STUDEBAKER—’52 Champion 4-dr., $1,-| 
055. °51 Champion 2-dr., $915; 4-dr.,| 


$800. '49 Champion 4-dr., $590. '48 Land | 
| _ Cruiser, $375. | 
| WILLYS—’53 Jeep, $1,360. '50 Jeepster (6) 


$685, $620. '46 Jeep, $355, $335. 
| T r 
ALBANY, N. Y. 
| (Tim Anspach’s Auto Auction, Sale | 
every Monday. Prices are for sale of May | 
25.) | 


(Market good on clean cars, Only real 
rough units left over. Sold 130 cars out 
of 164 offerings.) 


| BUICK—'53 Super Riviera 4-dr., $2,900*. 
| 52 RM Riviera 4-dr., $2,025*. ’51 RM 
Riviera 4-dr., $1,435*; Super 4-dr., $1,- 


470*; RM 4-dr., $1,600*. ’49 Super conv., 
| $1,000*. '46 Super 2-dr., $310. 
CADILLAC—’52 (62) sedan, $3,600*, $3,- 
| 400*, $3,460*. ’51 (62) club coupe, §$2,- | 

950*; conv., $3,000*. ’46 (60) sedan, 

$660. °41 (75) Limousine, $725. 
CHEVROLET 53 (210) sedan, $1,835, 

$2,150*; (150) sedan, $1,735. ’52 SL 

Deluxe sedan, $1,420, $1,360, $1,475*. 

’51 SL Deluxe sedan, 2 at $1,125, §$1,-/| 

210, $1,240, $1,090, $1,150, $1,140; SL | 

Special sedan, $1,010; Bel Air, $1,240. 

"50 SL Special sedan, $950; FL Deluxe 

sedan, 2 at $1,000, $1,050; SL Deluxe|/ 


sedan, $1,050, 2 at $1,010, $950, $1,080, 
$1,185, $990. '49 SL Deluxe sedan, $790; | 


FL Deluxe sedan, $870, $800; conv., | 
$900. '48 FM station wagon, $400; sedan, | 
$560. °47 FL sedan, $580. 46 FM sedan, | 
$475. ’41 2-ton stake, $175. | 
| DeSOTO—'53 PM (6) sedan, 2,250*. '50 | 
Deluxe sedan, $1,080*. | 
DODGE—’49 Wayfarer Roadster, $590; 
sedan, $840; business coupe, $575. °48 | 
| ton dump, $470. '47 Custom sedan, $460. | 
FORD—’51 Victoria, $1,180; Custom (8) 
station wagon, $1,310; conv., $1,350; 
sedan, $850, $1,070; Custom (6) sedan, 
$835. "49 Custom (8) sedan, $700, $670, 
$690, $635, $600; Custom (6) sedan, 
$570. '48 Deluxe (6) sedan, $400; (6) 
2-ton van, $410. '47 Deluxe (6) sedan, 
| $460, $430. 
|; HUDSON—’49 Super (6) 2-dr., $520. 


| LINCOLN 49 4-dr., $600. 
|} MERCURY—’50 conv., $1,030. 
| Wagon, $700. '46 conv., $385. | 
| NASH — '53 Ambassador sedan, $2,525*. | 

’51 Rambler conv., $910. '47 Ambassador 
| sedan, $410. | 
OLDSMOBILE—’52 (88) sedan, $1,650. | 
| (88) sedan, $1,550*; (98) sedan, $1,570*. | 

’50 (88) sedan, $1,210; (98) sedan, $1,-| 

085*, $1,375*. °49 (88) sedan, $855*; 
| (98) sedan, $1,050*. 
PACKARD — 


'49 station 
"51 | 


$630. '49 4-dr., | 


’50 sedan, 
$450. 
PLYMOUTH — '53 Cambridge sedan, $1,- | 
610; Cranbrook sedan, $2,075*, $1,875*. | 


| 
| °52 Belvedere, $1,595; Suburban, $1,630. | 
| °51 Belvedere, $1,275; Cranbrook sedan, | 


AUTO-DYPER 








1903 5024 ANNIVERSARY 1953 


45 


$1,050, $1,250; Cambridge sedan, $1,130;/| $1,260*. ‘50 Chieftain (8) sedan, $1,- 
Concord business coupe, $885. ‘50 SD 240*; Catalina, $1,375*; SL (8) sedan, 
conv., $1,150; sedan, $885. '49 SD sedan, | $1,100, ‘48 Torpedo (8S) sedan, $410; 
$775. ’48 SD sedan, $410, $540. '46 SD conv., $585; Torpedo (6) sedan, $670. 
sedan, $420. s , .-. | STUDEBAKER—'53 Champion club coupe, 
PONTIAC 53 Catalina, 3 at $2,900*. °52| $2,150*, $2,075*; Commander (8) Star- 
Catalina, $2,240*, $2,170*, $2,225*, $1,- . ; . _ 
900*, °51 Chieftain (8) sedan, $1,180*, (Continued on Page 46, Col. 1) 


G7 aca a. 1! 
DNS ad ed 


for your 
MCL 





Attach invisible 


underneath 
display cars! 


You know what it costs to clean up ugly grease 
stains from your showroom floor. Now . . . save 
that a: year in and year out! New Auto- 
Dyper is chemically-treated 12’6” x 36° strip of 
heavy fabric, with straps and buckles. Since it is 
resistant to fire, grease and oil, you simply draw 
it up under the chassis, hook it on bumpers... 
and relax. 
Sold only through 


MORTON & LOOSE CO. 


10 W. EAGER ST. © BALTIMORE 1, MD. 





Ly 
cosTs! 


LISLE PLGsS 


You can cut service repair and re- 








placement costs sharply by installing 
LISLE PLUGS as original equip- 
ment in crankcase, rear axle and 
transmission. The strong, perma- 
nent magnet in the LISLE PLUG 
attracts and holds metal particles 
that flake off moving parts, prevents 
them from circulating in lubricants 


and causing noise trouble. 


REPLACE 
ORDINARY 
PLUGS 
Anes 


LISLE 


WRITE 


for FREE 


PLUGS sample 
plugs for 
TO REMOVE testing. 
IRON AND Just state 
See 8 size and 
PARTICLES type of plug 
desired. 


FROM OIL 
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. — ‘ 74)* 2 . 590° Speciz 52 Belvedere, $1,500*; Cranbrook 4-dr 
| $59: 600 47 FM 2-dr $510 | +90 o1 RM 4-dr $1,590*; Special 4 s on : ; one 
sete” "53 Fire Dome (8) 4-dr., $2,500*,| dr., $1,410. '50 Super Riviera 2-dr., $1,- $1,330; Cambridge club coupe, $1,20! 
e e $2,525* ‘52 Fire Dome (8) 4-dr., $1,-| 325%. '49 Super 4-dr., $935*, ‘47 RM 4- 51 Cranbrook 4-dr.. $1,180 
t ri S 845° 5 52 = dr $595 PONTIAC 53 Chieftain (8) 4-dr.. $2 
se ro ar uc ion DODGE 47 Wayfarer business coupe, | CADILLAC—'53 (62) 4-dr., $4,500*. '52 Chi fte me 6) Oa ‘9000 13 ch ftair 
$335. '46 Wayfarer business coupe, $215 coupe deVille, $4,000*; (62) 4-dr $3 a tain nat $9: ae vie! ta 
FORD—'51 Custom (8) 2-dr., $1,105; De-| 575*, °'51 coupe deVille, $3,000* 19 % eene § 5*, $895 SL (8) 2 
: Sawe 4h . ». $97 50 Custom (¢ 2-dr.. | 31) $1,570* . AA 
(Continued from Page 45) luxe oz coon seid vous ane. $650 48 (61) 4-dr 1,570 . | STUDEBAKER—'52 Champion club coupe 
9 | a af “ a 35 7 BD Tus (3) | CHEVROLET 53 Bel Air coupe, $2,140 $1,165* 51 Commander (%S) club coupe 
liner, $2,360%. '50 Champion sedan, $680; | LINCOLN 51 4-dr., $1,180* 49 4-dr.,]| SD (8) 2-dr., $435 ~ se, $530 | 52 Bel Air, $1,850; SL Deluxe 2-dr $700. '50 Champion 4-dr., $875*; Chan 
Commander (S) sedan, $860 $815, $550 2-dr., $40 46 SD (ss) club coupe, gu! $1.300 51 station wagon, $1,335; SL pior 2-dr $690 48 Champion clu 
WILLYS —'52 station wagon, $1,150* MERCURY 53 2-dr., $2,265*. '51 2-dr., | KAISER—'52 Henry J (6) ends $600. "51 Special 2-dr., $980. °50 SL Deluxe 2-dr coupe “A. : 
$1,345", $1,135*. ‘49 2-dr., $840 Henry J (6) 2-dr., $500, $590. °48 4-dr $1,065; club coupe, $975*. 49 FL Deluxe | wip Lys '50 Jeepster, §725* 
MASON CITY, IA iacen i | 18200 | 4-dr., $895 
— , . 9 Bike OLDSMOBILE 53 (98) 4-dr $3,155". | LINCOLN 1 o4-dr $1 410. IRYSLER 9 Roval 4d: $1.030°* . . 
(Lapiner Auto Auction, Sale every Wed 52 (98) 4-dr 2,245* 51 (S88) 2-dr MERCURY 51 sedanet, $1,275; 4-dr $1.- ar ee : - $1 anne 17 ‘enn a $160 DY ER, IND. 
nesday. Prices are for sale of May 27.) $1,160; Super (88) 4-dr $1,580*; (98) 355. ‘50 4-dr $1,020 19 club coupe on teandeee a “amin i $ eis dah date abit Wellin 
I Pp P ‘ong on clean cars. i-dr $1,585* '50 (88) 4-dr $1,175* $905 16 idsor 4-d $ ee S ; saan we ; i Si i, } i 
mens 191 one out ‘of 167 offerings ) ‘48 (98S) 4-dr $620° 46 (78) 2-dr., | NASH-—'51 Statesman sedanet, $1,005. '46| DeSOTO —'51 Sportsman ‘$1 aoe ae, Prices are for sale of May 22.) 
BUICK. -'53 RM 4-dr., $2,965*. '50 Special $305 (600) 4-dr., $155 ee etre 0 weteme a we meme (Lots of action—prices level. Sold 126 
4-dr., $900. "49 Super 4-dr., $730*. '48| PLYMOUTH--'51 Concord 2-dr., $945. '50 | OLDSMOBILE—'52 (88) club coupe, $1 eee oe a ee eb $2.105.| °aFs out of 199 offerings.) 
Super conv., $590. i | Special Deluxe 4-dr., $855 | 975 51 Super (88) 2-dr., $1,720* 50 a ae ba A ct — ( at eees. ae BUICK 52 RM sedan, $1,875*: Super 
CADILLAC—'52 (62) club coupe, $3,675*. | PONTIAC '53 Chieftain (6) 4-dr., $1,- (88) 4-dr $1,180 49 (98) sedanet, | “4 mea oan 49 Meadowbrook conv., $2,080*, $2,090*. '49 Super sedar 
"HO (62) 4-dr., $2,235*. ‘49 (62) 4-dr., 890. '52 Chieftain (8) 4-dr., $1,675*. "50 | $980*; (88) sedanet, $925* Coronet 4-dr., 898 . : $655 $920 
51,535 : ‘ 2 1,050*. '49 SL (6) 2-dr., | PACKARD——'51 (200) 4-dr., $1,080*. '50| sedan, $960. "47 Custom 4-dr., $609 ae soe. « .y * 
$1,535". SL (8) 2-dr., $1,05 9 SL (6) 2 » | Pe J oo ‘ ents 17 Clipper | FORD—’53 Victoria, $2,400*, ‘52 Custom | CADILLAC 52 (62) coupe deVille, $3 
CHEVROLET — '52 Bel Air, $1,805, $1,-| $800. ca , Se a ee a eee, eee. Es Comes > to 735*; sedan, $3,490. '51 (62) sedan, $2 
560*. ‘51 SL Deluxe 4-dr., $1,130*; 2-dr., | STUDEBAKER 53 Champion Starliner, 4-dr., $300. — ' ‘ oss | €1.-160*: ‘Crestliner, $1,160*; Deluxe (6) 650*. °50 coupe deVille, $2,765*. 
$1 115%, '50 SL Deluxe 4-dr., $950, $875 | $2,165". ‘52 Champion 2-dr., $1,140*. | PLYMOUTH—'51 Cranbrook 4-dr., $1,025, ) § , , §950°. °50 station wagon. $1,000; | CHEVROLET — '53 %-ton pickup, $1,150 
'49 SL Deluxe 4-dr., $850; 2-dr., $795 ‘50 Champion 2-dr., $800*. $1,030. ‘49 Suburban, $855 2-dr., $950*. °S § (210) sedan, $1,900: Bel Air sedan, $2 


7" ; moO 2 -ar 9 450* 8) 4-dr S10 ~ ae a 
'48 FL <Aerosedan, $650. ‘47 FL aero- PONTIAC 53 Chieftain (8) 4-dr., $2,450 | nae ee ates fas aba... ik 150*. °52 SL Deluxe sedan, $1,560*. $1 


andis ne J . Bae '4e BM | AIL I } '52 Cate a, 1,940* ‘D1 (6) station ne "re ne. tT 
sedan, $550; club coupe, $555. '46 FM FORT WAYNE, IND. 92 aK a htetenin 78) 4-dr.,| 160° 405*, $1,475*, $1,450*; Bel Air, $1,615 








| 
2- 310 | } wagon weer,’ | - one 4 atts . 25* $1,535. '51 SL Deluxe sedan, $1,080, $1,- 
CHRYSLER 51 Windsor 4-dr., $1,305*. | (Carl Marker’s Auto Auction. Sale every | $1,025, $1,050. "49 SL (6) sedanet, $770, | KAISER 53 Manhattan 4-dr $1,825 040, $1.195° $1,085: Bel i $1 'ae0° 
'50 NY 4-dr., $1,030* | Tuesday. Prices are for sale of May 26.) $800, $805, $850. '47 Chieftain (8S) 4-dr. 49 4-dr., wow ; s-ar.. $550°. | $1,355°. 50 SL Deluxe sedan. $850. $620 
DesoTO '51 Custom 4-dr., $1,340*, $1,- | (Market steady. Sold 120 cars out of | $465. ‘46 SL (S) sedanet, $415 , LINCOLN- a? yo es ike. '8: $855 , 
315*; club coupe, $1,310*. '50 Carryall, | 150 offerings.) | STUDEBAKER—’'51 Champion 2-dr., $885 MERCURY - 53 gy a ir. $1,200; | CHRYSLER—'50 Windsor sedan, $1,090° 
$920*; Custom club coupe, $905*. | BUICK--'53 RM 2-dr., $2,325*. '52 Special| ‘49 Champion 4-dr., $450, ‘47 Cham- station ee ae ‘sar. $710. =| | _ ‘48 NY sedan, $475. 
DODGE_—'52 Coronet club coupe $1,245*. | 2-dr., $1,550*. ‘51 Super Riviera 2-dr., pion 2-dr., $340 | club ee? $ ad ve ‘owe $1,- | DeSOTO-—'52 Custom sedan, $1,750*, °51 
FORD—'53 Main (6) 2-dr., $1,750. '52| $1,705". ‘50 Super 4-dr., $1,200, $1,230° bee RO ee re oer ee a 7 eo 
Custom (8) conv., $1,535*; 2-dr., $1,- ‘49 Super 4-dr., $815, $885, °48 Super | MANHEIM PA, a “ang ease (6 | DODGE—'52 Diplomat, $1,445*. 
250*, $1,205. °51 Custom (6) 4-dr., $1,- sedanet, $570. °47 Super 4-dr., $325, 7 9 RS I ort ¢ i 1.770*. '50 | FORD—'52 Custom (8) sedan, $1,095, $1.- 
045°: 2-dr “$845 ‘50 Custom (8) 2-dr., $450. °46 Super sedanet, $275. (Manheim Auto Sales and Auction Co. | OLDSMOBILE ne —_ , Per a $960° | 550; Main (6) sedan. $1,250. $1'295* 6a 
$840, $915*: 4-dr. $1,030*, '49 Custom | CADILLAC—’49 (61) 4-ar., $1,300. Sale every Friday. Prices are for sale of | (98) 4-dr., $1,240 es = as oy Suen 9) seen hea a cl 
(8) 2-dr., $615, $665. '48 SD (8) 2-dr., | CHEVROLET —'53 (210) 2-dr., $1,830, '52| May 22.) ; 45 (98) 4-dr., $455 Sia “ sedan. $865. '49 Custom (8) sedan, $690 
$525 '47'SD (8) 2-dr., $355. "46 SD (8) SL Deluxe 2-dr., $1,330, $1,395; 4-dr., (Market unchanged. Sold 149 cars out $230*. anal 9 2d HUDSON—’50 Commodore (8) sedan, $835 
2-dr., $255, : $1,435. "51 SL Deluxe 2-dr., $1,125*. '50| of 225 offerings.) a a oo | ae Gamer (6) cab compe, 8. 
HUDSON—'49 Commodore (6) 4-dr., $690. SL Special 4-dr., $800, $830. '49 SL De- | BUICK—'53 RM_ 4-dr., $2,850*. '52 RM | Bs oee_'ss a t-dr.. $1,750. | MERCURY—'52 sedan, $1,880*. °51 sedan 
KAISER—'51 Henry J (4) 2-dr., $515. | luxe 2-dr., $725, $780. ’48 FL aerosedan, Riviera 2-dr., $2,000*; Super 4-dr., ate eee MO oo wes ene ee | | ae, 





— — - TT - " NASH—'51 Ambassador sedan, $1,050, $1,- 
055. ’50 Statesman sedan, $750. '49 (600) 
sedan, $510. 

OLDSMOBILE °53 (88) conv., $3,155* 
$3,040*; (98) sedan, $3,205*. °52 (98) 
Holiday, $2,650*; (SS) sedan, $2,150* 
"51 (98) sedan, $1,605*; (88) sedan, $1,- 
605. '50 (88) sedan, $1,025*, $890. 

PACKARD—'49 sedan, $620. 

PLYMOUTH—’53 Cranbrook sedan, $1,590 
’52 Cranbrook sedan, $1,175, $1,315, $1,- 
270; Suburban, $1,450. °51 Suburban, 
$1,030. 

PONTIAC—'52 Catalina, $1,800*, $1,950* 

| "51 Deluxe (6) sedan, $1,145. '50 Chief- 
tain (8) sedan, $1,230. '49 SL (8) sedan 
$665. 

STUDEBAKER—’52 Champion sedan, $1, 
095, $1,065. ‘51 Commander (8S) sedan 
$855. ‘50 Champion sedan, $680. 


CLEVELAND, O. 


(Cleveland Auto Auction. Sale every 
Wednesday. Prices are for sale of May 20.) 

(Market getting firmer. Sold 54 cars 
out of 113 offerings.) 

BUICK ‘53 RM Riviera coupe, $3,000° 
*50 Special 2-dr., $975*. '47 Super 2-dr 
270, $490; RM 4-dr., $310. 

CADILLAC—-'52 (62) conv., $3,970*, $3, 
910*. 

CHEVROLET -'52 SL Special club coupe 
$930; business coupe, $800. '51 Bel Air 
$1,275. '50 SL Deluxe 2-dr., $825. '49 FI. 
Deluxe conv., $875. ‘48 FL aerosedan 
$575. '47 FM club coupe, $460. '46 FM 
4-dr., $335. 

CHRYSLER—’51 Imperial 4-dr., $1,590* 
$1,575*. ‘49 Windsor Hylander, $890* 
‘47 Royal sedan, $400. 

DODGE ‘47 Custom 4-dr., $460*. ‘46 
Custom 4-d., $260. 

FORD—'52 Main (8) 4-dr., $1,325; Main 
(6) 2-dr., $1,270. '51 Deluxe (8) 2-dr 
$975; Custom (6) 2-dr., $1,025. ’50 conv., 
$960; Custom (6) 2-dr., $650. '49 De- 
luxe (8) 2-dr., $490, $475, $535. "46 SD 
4-dr., $280. 

HUDSON—'51 PM 4-dr., $880. ’47 Super 
(6) 4-dr., $180. 

KAISER—-'48 4-dr., $175. 

MERCURY-'50 club coupe, $865. '49 4 
dr., $675, $600; conv., $700. °47 4-dr 
$340. 

NASH—'51 Rambler country club, $950. 

OLDSMOBILE "51 (98) 4-dr., $1,635* 
Deluxe (88) club coupe, $1,585*. '49 (98) 
4-dr., $780*; sedan, $S805*. °46 (98) 
sedan, $305*. 

PLYMOUTH ’52 Cambridge club coupe 
$1,160. ‘51 Suburban, $1,150. '49 SI 
club coupe, $580. 

PONTIAC—'47 SL (8) sedan, $380. 

STUDEBAKER—’53 Commander (8) 4-dr 
$1,725. °51 Champion 4-dr., $850 uw 
Champion 4-dr., $650 


EBENSBURG, PA. 


(Ebensburg Auto Auction. Sale ever 
lhursday. Prices are for sale of May 2s) 
(Demand and prices slightly higher 
Sold 79 cars out of 108 offerings.) 
BUICK— 50 Special 2-dr., $950*. '49 Super 
4-dr., $745. °48 RM 4-dr., $475*. ‘47 
RM 4-dr., $360. 
' ‘Th ' h ft I lik ) : K ’7E R ili ’ | hd CADILLAC—’51 Coupe deVille, $3,000*. 
af's wha ike about Keep Em Kolling ': CHEVROLET '52 St Deluxe tear, 'S 
355*. °51 SL Deluxe 4-dr., $1,210; 
Special 2-dr., $1,000; FL Deluxe 2-«r 
$1,100. °50 %-ton panel, $700; SL Deluxe 
conv., $840, $835; 4-dr., $985. '49 SL 
Deluxe 4-dr., $850; 2-dr., $870; FL De- 








“Your program brings the business most influential magazine in Rural cial mailings or special promotions. 
in—-and brings it in at the right’ America. where the majority of the Some dealers simply use promotions 








| 
| 
| a woe 147 nen: PE 
‘ 7 9 Se is a ae rf : Fi ‘ : luxe 2-dr., $775. ’°47 FL 4-dr., $565; FM 
time. That’s why I tie in with it. nation’s car and service dealers are Which their suppliers make avail- | dats Ce. Sh SD Fe. HM 
: 13E—’53 1} dow 2-dr., ,800; ‘ 
The results of Farm Journal’s located. Its subscriber families own able. Others use small-space classi- Coronet, 4-dr., $1,730"; ‘ton pickup, $1, ( 
z = - = ze E a ° * otis ‘ ‘ sas J ler > 235. °52 %-ton pickup, 035. /OFo- 
“Keep ‘Em Rolling” editorial pro- more than six million motor vehi- fied advertising. Wwhateves the net 4-dr., $1,270*; %2-ton pickup, $760. 
bead have | bvious in the cl And. since it has coverage method, it gets results! 43 7-pass. sedan, $390. 0 
gram have been obvious in the cles. And, since it has coverage FORD—'52 Ranch Wagon, $1,565, 51 De- 3 
° - r “Li ; ° 3 . a $¢ 970. ’50 xe (8) 
shops of many automotive dealers. down the rural routes like a local The next “Keep “Em Rolling oa nears —- eae an 49 1 
Greater volume for one thing. And. newspaper. Farm Journal talks di- feature appears in the July issue of | Cuma iO) oa. — aS 
. . . . ° = ° ae ; x «-cr., io. ‘8 
because it comes at the right time. rectly to a dealer’s best local cus- Farm Journal. which starts reaching | (8) 2-dr., $505. 
: aaa aes se : 9 or Le wpe | HUDSON—'50 PM 2-dr., $610. °47 Com- 
in off seasons, more profitable serv tomers and prospects. 2.850.000 subscriber families June | modore (8) 4-dr., $200. '46 Super (6) 
ice business. 15. Here’s a tie-in opportunity you KADEN’ 753 Henry 3 (6) 2-dr., $900° 
When a magazine like Farm Jour- Many dealers have taken advan- won't want to miss. Send now for bo ke 5 
, ed * = EE a ° ME ’—’52 Monterey, 495; . ( 
nal urges greater maintenance. it’s '@&* of the impetus “Keep “Em Roll- your free copy of the magazine—for aL tte bi Dar. G2 aee” "CD ade, 969. 
4% ° . pO : as am rec ae :. ; ‘ . . | NASH—’52 Rambler station wagon, $1,- 
not surprising that its readers should 'g gives their business by directly _ free display banners—for a list of | 195%. °50 Statesman 4-dr., $660. $635%, 
do something about it. After all, tying in with the program through the automotive products advertised eutinmiin 0s ie) ain een 
. . ee ee ° ° uDS) — 5 (88 agon, 
Farm Journal is the largest and their own advertising, through spe- in the July issue. $940*. '46 (78) sedanet, $170. 
| PLYMOUTH—'52 Cranbrook 4-dr., $1,030. z 
’51 Cranbrook 4-dr., $1,185, $1,090; - I 
| coupe, $800. '49 SD 4-dr., $725, $720. '48 
YOU GET WHAT YOU WANT FROM ADVERTISING IN FARM JOURNAL—the impact ee $650; ee ee eS 47 é 
ve of one of America’s biggest national magazines, plus coverage like a local news- SD 4-dr., $415. ' 
paper in the better rural areas. If you’ve ever seen Farm Journal's County rm ourna PONTIAC—’52 SL (8) 2-dr., $1,635*. ‘51 
Analysis Folder for your territory, you'll know why. It tells you the number of Catalina, $1,550*; SL (8) 2-dr., $1,200 . 
farm families in your territory, how many of them subscribe to Farm Journal, the WASHINGTON SQUARE, PHILA. 5, PA. = ca aaere guar, $875. 48 sL 3) 


number of cars, trucks and tractors they own, their value as customers. For | d 590. '46 ST, (8) 4-d $485 
your free copy, write Dealer Service Department, Farm Journal, Philadelphia 5, Pa. GRAHAM PATTERSON, PUBLISHER i-dr., $55 = PEs - 














First in New Car Buyers 


Newspaper Samplings Show U. S. Capital | 
Has Highest Percentage 


MILWAUKEE.—tThe eighth an- 
nual Consolidated Consumer Analy- 
sis, sponsored by newspapers in 17 
basic market areas, 
highest percentage of new-car buy- 
ers in Washington, D. C. 

Samplings of auto owners there 
showed 63.3 percent of the cars 
were purchased new. Lowest per- 
centage of new cars was found in 
Portland, Me., where only 38.9 per- 
cent of owners bought their cars 
new. Average ownership of new 
cars in all 17 areas was 46.1. 

All samplings showed Chevrolet 
was most popular. Second-ranking 
auto, according to ownership ques- 
tioning, was Ford, except in Wash- 
ington, where rough percentages 
showed it tied with Plymouth. 
Plymouth was third elsewhere, 
aside from Salt Lake City and Long 
Beach and San Jose, Calif., where 
Buick outdistanced it. 

San Jose had the highest number 
of two-car families, with 24 per- 
cent of all owners questioned having 
more than one auto. 

In servicing of autos, the dealer 
where the car was purchased was 
by far the most popular spot for 
major repairs—getting an average 
of 41.5 percent of the business. Sep- | 
arate repair shops, with 32.2 per-| 
cent, were second; repairs by| 


Hoffman Sets Up 
Offices on Coast; 


Plans to Commute 


PASADENA, Calif. — Paul G.| 
Hoffman, board chairman of Stude- | 
baker, on his return last week to) 
his home in Pasa- 
dena from a trip) 
to India and Pak- | 
istan, announced 
that he intended 
to make his head- 
quarters at the) 
West Coast as- 
sembly plant in 
Vernon, Cailif., 
rather than in) 
South Bend. 

Hoffman _ said, 
however, that he 
planned to fly to Indiana for fre- 
quent conferences with Harold S. 
Vance, Studebaker president. 

Hoffman revealed that truck busi- 
ness was the cause of his journey 
to India and Pakistan. Two thou- | 
sand Studebaker transport trucks | 
for India’s army have just been) 
delivered in Calcutta and assembled 
there in the Indian plant owned 
by Hindustan Motors. 

Hoffman brought back an order | 
for 300 special four-wheel drive | 
trucks as the first part of a second 
big order. 











Paul G. Hoffman 


S. Carolina Group 
To Hear Nielsen 
And Rude June I! 


CHARLESTON, S. C.—According 
to President J. W. Pickens, of 
Orangeburg, two of the nation’s 
leading authorities in their fields 
will speak at the third annual 
spring business meeting of the 
South Carolina Automobile Dealers 
Assn. here June 11. 

Pickens said A. B. Nielsen, of 
Detroit, eastern sales manager for} 
DeSoto, and A. G. Rude, of New 
York, vice-president of Universal 
C.LT. Credit Corp. will be key- 
noters. 

Nielsen will address the group on 
“The Right Perspective,” while 
Rude will speak on “Your Finance 
Plan Is an Important Part of Your 
Business.” 

Pickens also announced that 
plans for the 1954 convention will 
be revealed at the meeting. 

Other items on the agenda in- 
clude a report by Pickens on prog- 
ress during the year and a report 
from C. G. Vogell, of Columbia, leg- 
islative committee chairman. | 

The meeting will be climaxed by 
a seafood banquet at the Hotel | 
Francis Marion. A sightseeing trip | 
and a harbor cruise are among 
entertainment highlights. 

The Charleston Automobile Deal- | 
ers Assn. is serving as host, with J. | 
J. Altman acting as general chair- | 
man, 


showed the) 
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owner, 10 percent, third; another | 
| dealer, 9.6 percent, fourth, and serv- | 
ice stations, 6.4 percent, fifth. | 

Most minor repairs, according to} 
the samplings, are performed by | 
the owner himself, with an average | 
of 26.5 percent saying they did such 
| work. Service stations and dealers 
were tied for second in popularity, 
with a percentage of 23.9; separate 
| repair shops were fourth, with 21.2, 
and “other” dealers ran a poor fifth, 
with 5.2 percent. 

Tire recappers are doing box- 
office business in Honolulu, the 
samplings showed, where 50.6 per- 
cent of all tires on the road are 
recaps. Indianapolis had the small- 
est percentage of recaps—8.6. 

The 17 areas tested were Port- 
land; Washington; Columbus, O.; 


Fe eo YT A 


ROCHESTER INC ROCHESTER INC 


Bier eh * 


SERVICE ENTRANCE 


LLL 
et a Shit 


SO Ih ded USED CARS 








Packard Rochester Completes Three Months of Remodeling— 

Three months after Cliff Tarrant opened Packard Rochester, Inc., Rochester, N. Y., he finished an energetic program of spruc- 
ing up his sales and service facilities. Shown above is a night view of the showroom, a corner location along automobile row. 
The neon signs provide excellent visibility. The dealership conducts an extensive radio, television and newspaper advertising 





Cincinnati; Indianapolis; Milwau-| program. 
os oe Pee. ee ee eee 
Minn.; Omaha; Salt Lake City; Hershman Acquires Lot (Chrysler - Plymouth), Boston, has|cation is in addition to the new- 


Willi Hersh A acquired a lot at 29 Brighton Ave.,|car showroom and service facili- 
iliam ershman, president - Allston, near Commonwealth Ave.’s | ties at 241 Stuart St. The new lot 
treasurer of Boston Motors, Inc.| “Automobile Row.” The outdoor lo- | displays 50 used cars. 


Seattle; Long Beach, Sacramento, 
Fresno, Modesto and San _ Jose, 
Calif., and Honolulu. 


Your Car Buyer 
Would Rather 
Finance Through A 


 BANIN! 


plan does. You come first. You, and only you, make 






The American consumer is a pretty demanding 
fellow! He wants the best! As an accredited dealer 


all the financial arrangements for your customer at 
one time, on the spot, without delay. You are sup- 
ported 100%. 
reserves and dependable, continuous insurance cov- 


under the American Bank Credit Plan you can give 


your customers this leading dealer — Bank Credit You are provided with adequate 


Service. 


erage. Your accustomed rights are fully protected. 


This is the Plan your customer will buy because 


it completely satisfies him, and a satisfied customer The American Bank Credit Plan creates more 


is your greatest asset. It gives him just what he wants time sales and good will for you in your community. 


Since all Dealer financial services are rendered 


— low cost, dignified bank credit, along with nation- 


wide “Safe Travel” features — provided through his through your community Bank, you and your custo- 


neigborhood Dealer and Bank. mers enjoy a friendly, personal bank-credit relation- 
ship. The American Bank Credit Plan works with you 
This Dealer-Bank Plan does not by-pass you. It and for you. If not available in your immediate 
meets all competition and backs you up as no other territory, ask your bank to write to us. 
The Foremost Dealer-Bank Plan in the 


automotive field offered exclusively to dealers through banks in 


Wlinois Ohio Maine Indiana 
Massachusetts Delaware 


Vermont 
Michigan 


Minnesota 
West Virginia 


New York Wisconsin 
New Hampshire 


Connecticut 
Rhode Island 


Pennsylvania 
New Jersey 


Maryland 
Missouri 


Wn eee 
103 PARK AVENUE 


INSTALLMENT CREDIT CORPORATION 


NEW YORK 17, N. Y. 
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At the Field Level .. . 


Improved Factory Policy Urged 


areas prepared to push restrictive, admitted, “the dealer is wrong.” | 
| Armacost said that he finds the | 


(Continued from Page 1) 
afford to pay for them, if we would 
let them.” 
+ + + 
It E REFERRED to the practice 

\ of dealers with dual franchises 
of accepting trucks to get cars, and 
then moving the trucks at cost or 
less to get rid of them. 

But, he said, as the car market 
becomes more competitive, dealers 
will be less likely to accept trucks 
in order to get cars. The market 
should then settle down to the real 
truck dealers, who can sell at a 
profit. 

And they should get a profit, 
he said, because the people they 
are selling to are buying the 
trucks to make a profit them- 
selves through their use. 

“The truck solution,” Armacost 
says, “lies with the individual deal- 
ers who will have to reach a point 
where they will tell the factory 
they will accept no more trucks 
until they sell those they have in 
stock at a profit.” 

+ + « 
ae says he does not be- 
lieve restrictive legislation is 
the solution to factory-dealer prob- 
lems, but the threat of it may 
induce the factories to adopt a 
more sympathetic attitude. 

In his travels around the country, 

he said, he finds dealers in most 


| legislation. 


| Little things—like the attitude of 


| the local field representative—cause 
most of the dealer gripes against 
the factory. 

“And half the time,” Armacost 








Gift to 10,000th Buyer— 


Mr. and Mrs. Willard O. Turley, Com- 
merce, Okla., were the buyers of the 
10,000th car sold by Burtrum Motor Co. 
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|top management people at the fac- 

tories understanding and 

| get along with. 

| * + * 

|““PQUT,” he said, “when the field 
representative comes along at 

contract renewal time, and the con- 


inevitable.” 


That results in 


covers, movie projectors and what- 
not first. 

“Personally,” Armacost said, 
“I'd rather be a little bit non- 
cooperative and make money, 
than I would be wholly coopera- 
tive and lose money.” 

Armacost says that all of the fac- 
tories now have dealer councils 
except Studebaker and Nash, and 


easy to 


|NADA 


| Easterby, 
some dealers 





- 


3 
ibe: 


Convention Plans Laid— 





| Completing negotiations in Miami Beach, Fla., for the 1954 convention of NADA 
tract is at the bottom of a thick | Jan. 9-13, are Ray Chamberlain (second from right), convention director; L. J. Smith 
sheaf of orders which the dealer | (far right), assistant director, and executives of the Roney Plaza, site of the convention 
must sign before he gets to his| the convention committee includes NADA Directors A. M. Costley, East Point, Ga.; 
new sales agreement, irritation is | y, Saxton Lloyd, Daytona Beach, Fla.; W. S. Edwards jr., Birmingham, Ala.; A. H 


Greenville, S. C., and L. 


Flowers Hamrick, Greenwood, Miss. 


Invited to 


. ecome members of the committee were Ben McGahey, of John Jones, Inc. (Dodge 
being classified as “noncooperative” | Plymouth), Miami, Fla.; Martin Johnson, of Martin Johnson Motor Co. (Nash), Atlanta; 
because they want to sign the sales | John H. Lander, of Lander Motors, Inc. (Dodge-Plymouth), Atlanta; Leo J. Odeeb, of 
agreement without signing for seat Beach Chevrolet Corp., Miami Beach; Walter Mallory, general manager of the Florido 


pressure from _ factory 


The factory man who irritates 
dealers most, he added, is the one 
who is polishing apples on both 


he is hopeful that Studebaker will | sides. 


soon set up a council. He is work- | 
ing hard in that direction, he said. | 


* * * 


es men should recognize, 
Armacost said, the pride the 


(Lincoln-Mercury), Miami, Okla. C. L. Bur-| real auto dealer takes in running 


trum (right), general manager, 
the family with a luggage set. 








“LOAD-STER” HELPER 
SPRINGS, EASY TO STOCK 


Individual cartons take 
for easy identification. 


SMALL INVENTORY Ten (10) sizes cover 90% of the 
cars in operation. Distributors located throughout the 


little shelf space . . . labeled 


country means quick delivery. 


BIG MARKET For ¥% ton and 3% ton pick-up trucks... 
passenger cars; salesmen with heavy sample cases, vaca- 
tioners with luggage, cars pulling house trailers and work 
trailers ...a sales potential in the millions. 


NO MAINTENANCE REQUIRED 


EASY TO 


PRICED RIGHT 
List prices from $14.75 


PROFITABLE 


For descriptive literature on the “Load- 
ster” Helper Spring and the name of 
your nearest distributor write 


PRIOR PRODUCTS, Inc. 


Box 349, Middletown, Ohio 
Box 7608, Dallas, Texas 


INSTALL 


to $21.40 


presents | 


his business well and taking care 
of his territory. The real dealers 








Turning to the used-car market, 
Armacost said that normally a | 
new car depreciates 25 percent 
when the buyer takes it off the 
showroom floor. It depreciates 
another 10 percent during the 
year, and 20 percent more the 
second year. 

But, he pointed out, dealers have 
been spoiled by many years of in- | 
flated values for used cars, and | 
hence the used-car problem now. | 

“When,” he said, “the dealer) 
takes his loss on the used cars he} 
has in stock, and begins taking in | 
1951 models at somewhere near 50} 
percent of the new-car price, he 
will have little trouble moving used 
cars.” 


Dealerships Keep 
Abreast of Times, 
Wagstaff Asserts 


CHICAGO.—“Automobile dealer- 
ships have been greatly affected 
by a marketing revolution caused 
by America’s expanding economy,” 
J. B. Wagstaff, DeSoto sales chief, 
told advertising executives attend- 
ing the Chicago Tribune’s fourth 
annual Distribution and Advertis- 
ing Forum here last week. 

“Dealerships are affected as to 
location, as to shape—I mean 
physical shape—and as to con-,| 
duct,” he declared, “and the impact | 
of this marketing revolution has} 
made its mark on our products.” 

Wagstaff said that in the past) 
the ideal dealership was downtown, | 
on an automobile row, but that the | 
present-day trend is to build in the 


suburbs, away from city  con- 
gestion. 
“Also,” he said, “not long ago, | 


the ideal dealership was a multi- 
story building with minor emphasis 
on its service entrance. Off-street | 
parking was nonexistent. Today, | 
our ideal dealership is a one-story 
affair, with easy access to the} 
service department and with off- 
street parking.” 

The DeSoto official brought out 
the effect women have had on deal- 
erships, saying: “It didn’t matter 
much in the old days whether the | 
service entrance was in an alley, | 
or just how good-looking the deal- 
ership itself was. It was beamed 
toward men. Today, these places 
are beamed toward women. They’re 
wide open, clean, attractive, easy 
to get into, and have a general air 
of pleasantness about them.” 

Women, with their accent on sub- 
urban living and shopping, also 
have had their affect on the color, 
trim, appointments, comfort and 
conveniences found in the present- | 
day car, Wagstaff said. Women, 
he noted, have been one of the big 
factors behind larger trunks, wider- 
opening doors, power steering, 
automatic transmissions and power 
brakes. 


Buses for Philadelphia 

PHILADELPHIA.—An order for 
six diesel-powered intercity coaches 
has been received by ACF - Brill 
Motors Co., Philadelphia, from 
Quaker City Bus Co., according to 
C. W. Perelle, president of ACF-| 
Brill. Delivery will be in late May 
or early June. 





Club for 


| Auto Dealers Assn., and Frank Broadway, executive vice-president of the Automobile 
| Dealers Assn. of Alabama. 


| will do a competitive job without Marietta Assn. Host 
| constant 


| Men. 


At Dealers’ Outing 


MARIETTA, O.—The Marietta 
Automobile Dealers Assn. was host 
for an afternoon of golf and a 
dinner at the Marietta Country 
dealers from Athens, 
Guernsey, Noble, Morgan and 
Washington counties. 

John T. Glackin, president of 
the Ohio Automobile Dealers Assn., 
and Walt R. Hamer, executive 
secretary of OADA, discussed 
dealer problems. 





A COMBINATION REAR 
BUMPER — STEP and 
TRAILER HITCH 


The sturdy, one-piece Mobile 
Bumper—engineered for maxi- 
mum strength—provides all- 
around protection for truck 
and rear fenders of 4, 34 and 
| ton pick-up trucks. It is cus- 
tom designed for each make and 
style of truck and fits bumper 
holes provided by the manu- 
facturer . . . there are no chassis 
holes to drill. The Mobile 
Bumper can be easily installed 
in 45 minutes . . . for the low 
cost of $49.85 for ¥% ton 
pick-up trucks—larger trucks 
slightly higher (retail list). 


Agents and Sales Representatives 
who call on automotive dealers. 
Write immediately for full details 
on exclusive territories. 





960 N. PENNSYLVANIA ST 
INDIANAPOLIS 4, INDIANA 
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Packard Plans Discussed in New York— 


Dealers of the metropolitan New York area recently discussed marketing and 
merchandising programs with Packard officials. Shown (from left) are Fred Spalletta, 
Flushing dealer; Fred J. Walters, Packard's marketing vice-president; C. W. Frothing- 
ham, general manager of the New York zone, and William Wolf, service manager of 


the Eleventh Ave. retail outlet. 


Packard is Delivering 


First Limousines 


DETROIT. — First deliveries of 
Packard’s custom-built eight-pas- 
senger limousines and sedans were 
made last week, according to Fred 
J. Walters, 
dent. 


Walters said orders for the new 





Dealer Monroe 


Fights Jail Term 


DALLAS.—Counsel for Frank 
Monroe, Garland (Tex.) Buick deal- 
er, said last week that a reversal 
of a six-month prison sentence giv- 
en Monroe for income tax evasion 
would be sought in the Fifth Circuit 
Court of Appeals. 

Monroe was convicted on charges 
of evading more than $16,000 in 
taxes. In addition to the prison 
term, he was assessed a $3,000 fine. 
Pending his appeal, Monroe re- 
mains free on $5,000 bond. 


marketing vice-presi- | 


|cars have been coming in steadily 
| since Packard first announced its 
| intention to return to the custom- 
|ear field last March. Most of the 
Packard units produced will go to 
corporations and funeral directors, 
although some are scheduled for 
persons desiring chauffeur - driven 
cars, he said. 

Special showings of the custom 
cars are being planned on a re- 
| gional basis. The cars were intro- 
‘duced in March at Chicago and 
|have been shown in New York. 
|Similar showings are scheduled for 
| Washington, San Francisco and 
|other metropolitan centers. 
| Walters said a new promotional 
|campaign using funeral director 


jtrade publications and direct mail | 


was begun this month. Advertising 
headed “Packard Keeps a Promise” 
recalls the company’s announce- 
ment last November that it would 
bring back its custom-built cars 
this year after a lapse of 15 years. 











TURNTABLES! 


DIRECT FROM THE MANUFACTURER TO YOU 





Set up your own NEW CAR SHOW! 


® Costs about 1 cent per hour to operate 


+495 


® Collector rings for interior lighting 


® Drive on runway ® 4500 lb. Capacity 


F.O.B. Port Chester 
Write for catalog No. 9 


MACTON MACHI 
217 LOCUST AVENUE 


DEALERS 
DON'T THROW AWAY 


Your ‘OLD’ BATTERIES 


® Unconditionally Guaranteed for 1 year 


NERY €O., I6C. 
PORT CHESTER, N. Y. 


Save over $100 per month rejuvenating 
your old batteries with NEVER-FAIL. 
Why run up costs of replacement when 
you can have... 


New Life For Failing Batteries 


usE NEVER - FAIL 
BATTERY REJUVENATOR 


New scientific formula stops corrosion, 
sulphation, deterioration, over-heating, 
freezing and over-charging . - the 
cause of battery failures. 

One application yearly keeps battery in 
perfect condition. Takes only a minute to 
service . . . adds years of life to old 
batteries. 


Try sample order —24 units good for 
rejuvenating 24 batteries. $1 8 00 
es 


Exclusive Distributor Territories Open 


Your cost (Check with 
order, postpaid) .... 


NEVER-FAIL SALES ©® 1998 Ss. HAtsTED sT., CHICAGO 8, ILL. 











Australian Auto News 


Holden, Ford-Built Cars 


Maintain Top Position 


As Vehicle Sales Take Nosedive 


By H. Bowden Fletcher 


Staff Correspondent 


SYDNEY, Australia. — (UTPS) — 


= |There has been a substantial drop 


in auto sales in recent months com- 
pared with last year’s 

Latest car registration figures to- 
tal 7,095 for February against 9,203 
last year. Truck registrations were 
3,931 compared with 5,313 a year 
ago. 

The leading car makes were GM- 
Holden (2,435) and Ford-built cars 
(1,685). 


+ * * 


Westinghouse Purchase 


Le Tourneau Austin, Ltd., re- 
ports that Westinghouse Air 


| Brake Corp. has purchased the 


American interests in Le Tour- 


| neau Australia, Ltd., and that a 


new company would be formed 


| under the name of Le Tourneau- 


Westinghouse, Ltd. 
* * 


New Stations Go Up 


UILDING of one-brand service 
stations continues at an in- 
creasing rate. 
In many places where previously 
one station handled all brands, 


Buick Anticipates 
Record Share 
Of 1953 Market 


FLINT.—Buick expects to set a 
record for market penetration in 
1953 if the present production pace 
is maintained, Ivan L. Wiles, gener- | 
al manager, disclosed last week. 

At present, Buick’s monthly pro- 
duction is at the rate of more than 
600,000 cars annually, Wiles said, 
and registration of new cars in| 
March showed that the division ob- 
tained 8.52 percent of total industry 
registrations, the highest for any 
month in three years. 

“Buick registered 41,422 cars in 
March and ended the month in 





third place in sales in 13 states and | 
also in 16 counties which are large 
metropolitan centers of population,” 
Wiles said. “Our new-car regis- 
trations in March were within 13.3 
percent of the present holder of 
third place.” 

Wiles also reported that nearly 
40 percent of all tradeins for 
Buick’s Special series came from | 
the three low-priced makes — the | 
greatest penetration of the low- | 
priced market Buick has ever at- 
tained. 

“The increasing popularity of our 
1953 line indicates that we would 
be a stronger contender for third 
place in sales if we could build all | 
the cars we could sell,” Wiles said. 

“Reports from our field organi- | 
zation show that retail deliveries | 
of new Buicks have kept dealer in- | 
ventories to less than a three-day | 
supply in some zones.” | 


U.S. Loses Plea | 
For Additional 
DuPont Records 


| CHICAGO.—Federal Judge Wal-| 
| ter J. Labuy last week denied the | 
|Government’s request for additional | 
records of E. I. duPont de Nemours | 
| & Co., Inc., to substantiate charges | 
|that the firm used its financial | 
|holdings in General Motors, U. S. | 
| Rubber Co., and other corporations | 
|to monopolize some of their 
products. 

The sales records sought by the 
Government would go back as far | 
as 1915. 

Defense attorneys in the duPont 
| antitrust trial had objected to the 
|move on the grounds that the task 
|of locating the records would pro- | 
| long the seven-month-old trial, and | 
that the Government had access to| 
| all documents when it was prepar- | 
ing the charges. 

However, the defense agreed to | 
produce certain other records, and | 











Judge Labuy issued subpenas to 
that effect. 


Harp Buys Half Interest 


W. L. Harp, a former Mayfield 
(Ky.) resident who has been living 
in Jackson, Miss., for the past few 
years, has returned to Mayfield to 
purchase a half interest in the Hale 
Chevrolet Motor Co. 


three or four new ones have been | 
erected. 

Practically all lack service facili- 
ties. 


a4 * * 

Coverage Curtailed 
NE of the largest insurance 
carriers in Australia, Eagle 


Star Insurance Co., has announced 
that in future it will not under- 
write compulsory third-party risks 
for motorists because of heavy 





PORTABLE BAKING PAN 
Increase profits 
ab a) 
less cost 


losses sustained in that field each 
year, 

The company says the Govern- 
ment should permit insurance com- 
panies to limit the liability with 
each policy instead of the present 
unlimited liability. 

* 


Record Petrol Sales 


—— of petrol for 1952 reached 
a record 670,000,000 imperial 
gallons. 

The increase was approximately 
5 percent. It is anticipated that 
future annual increases in con- 


sumption will be about 6 percent. 
Consumption of diesel oil and fuel 
oil decreased by 9 percent because 
of increased coal supplies. 
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Whether your plans 
for a new paint shop 


are in the blue print stage or just a “pipe dream”, 
it will pay you to consider this: You can turn out 
twice as much work right in your present shop, with 
no increase in space, personnel or overhead. 

How? With a single Dry Quick Infra-red Paint 
Baking Panel. Your profits will double immediately 
and you will deliver jobs that will increase customer 
good will and increase your business. 




















/NFRA-RED BAKING 





EQUIPMENT 


On West Coast: Dry Quick Sales Co. 


It’s low in cost to operate just 
as it’s low in cost to buy. Be- 
cause each row of baking units 

operates from a separate 
switch, you do spot jobs just 
as economically as all-over 
paint baking. Wire or 

phone collect today for a 
demonstration in your 
shop. 


$645 


Ask about our 
exclusive 
lease -rental 
and time pay- 
ment plans. 
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, 4710 Crenshaw Blvd., Los Angeles 
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Looking Over Jeep Production— 


Maj.-Gen. Elbert L. Ford, chief of Army ordnance, visits Willys’ Jeep assembly line 
as a guest of Raymond R. Rausch (right), executive vice-president. John W. Snyder 
(center), finance vice-president, accompanied the pair. 


GAC Adds Ohio to Loan Service 


ALLENTOWN, Pa.—F. R. Wills,| chased from Central Acceptance 
president of General Acceptance |Corp., of Cincinnati and adds the 
Corp., has announced the opening |state of Ohio to General Accept- 
of new finance offices in Steuben-| ance’s operations. 
ville, O., and Arbutis, Md. The Arbutis, office is a new proj- 

With the addition of these opera-|ect and will be the company’s 13th 
tions, General Acceptance now con- | office in Maryland. 
ducts installment-loan and _ sales- Wills stated that plans for further 
finance operations in 53 offices in| expansion called for the opening 
nine eastern states, Wills said. of new offices and the acquisition 

The Steubenville office was pur-|of others this year. 
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Jayhawk Senior 


Only $375 


Plus Federal Tax Plus Federa 





A Modern Adaptation of 0 


4 Simplified, More Efficient 


Jayhawk Junior 


Only $275 


ld Engineering Prine 
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j= Intervene in Suit Against Rails... 


Truckers’ Bid Awaits Ruling 


PHILADELPHIA. Federal 
Judge Thomas J. Clary last week 


deferred action on a petition from | ie n 
nearly 60 trucking firms that have | to dismiss the 
the $250 | insufficient evidence. 
| dismissal 
| diction. The truckers claimed the 


asked to intervene in 
million damage suit against 35 rail- 
roads and Carl Byoir & Associates, 
New York public relations firm. 

Aaron Fine, co-counsel for the 
136 truckers and the Pennsylvania 
| Motor Truck Assn, which brought 
| suit, asked deferment until 22 other 
motions under consideration can 
be disposed of by the court. 

The railroads and Byoir are 
charged with conducting a cam- 
paign of vilification in an attempt 


Great Lakes Steel 
Cites Its Auto Role 


ECORSE, Mich.—Great Lakes 
|Steel Corp. will be supplying the 
|auto industry with 40 percent of 
its cold-rolled sheet by the end of 


|the year, according to Ross Wilk- | 


|ins, general sales manager. 
Wilkins quoted that figure in 
|explaining the reasons for Great 
| Lakes’ four-year expansion pro- 
gram now nearing completion. He 
| added that the company now has a 
75 percent share of the auto 
makers’ market for low-alloy, high- 
strength steel. 


Low - alloy steel presently ac- 
| counts for 23 percent of total ingot 
|output, Wilkins said. Its most ex- 
|tensive use in the auto industry is 
| for bumpers. 


| Distributorships = Dealerships Open... 
Mobile Wedge 
TRUCK HOIST 
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iples to Produce 
Hoist at Lower Cost 





to monopolize the long - hauling 
business. 

One motion before the court is 
case on grounds of 
Another asks 
on grounds of juris- 
decision on the latter should be 
postponed until the trial is under 
way. 

Their position is that, as facts 
are brought out at the trial, it will 
become obvious that the defendant 
railroads are doing business in 
Pennsylvania. Railroad attorneys 
said the truckers must prove be- 
fore the trial that the railroads 
actually do business in the state. 

Meanwhile, Walter W. Patchell, 
vice-president of Pennsylvania 
Railroad, told a convention of the 
Pennsylvania State Assn. of 
Boroughs here that, “boiled down 
to its essence, the charge is that 
the railroads have acted illegally 
in joining motorists, newspapers 
and magazines, taxpayer groups, 


79,002 Chryslers 
Shipped in Five 
Months for Record 


DETROIT. — Shipment of Chrys- 
ler cars for the first five months 





of 1953 are 49 percent ahead of the | 


same period last 
year —an alltime 
record, E. C. 
Quinn, president 
of the Chrysler 
division, said last 
week. 
“Shipments of 
1953 Chryslers 
from Jan. 1 
through May for 
the Detroit and 
Los Angeles 
plants combined 
reached a_ total 


E, C, Quinn 


of 79,002 cars,” 
Quinn said. “This is an increase of 
49 percent over the same period 
last year, when 53,044 cars were 
shipped. The previous high for this 
period was set in 1951.” 


During May, Quinn said, the 
division set another record with 
shipments for the month of 15,098 
cars. This is a 31.5 percent increase 
over May of last year. 

“This year should result in an 
alltime record for shipments by 
Chrysler division if we continue at 
the present rate,” Quinn said. 


Quinn said that so far this year | 


Chrysler has shipped slightly more 
than 50 percent eight - cylinder 
models. 


Congo Road Finished 
BRUSSELS.—(UTPS)—Belgium’s 
contribution to the Pan-African 
Highway has been brought to a 
successful conclusion. Heavy truck 
traffic can today roll from Oran 
or Algiers across the Sahara to 
the Belgian Congo. The total mile- 
age of the Congo’s main and by- 

roads covers some 4,000 miles. 







farm and business groups, highway 
engineers, state legislators and 
governors” in publicly discussing 
the economics of the use of public 
highways by heavy trucks. 

He asserted that big intercity 
trucks and truck combinations 
“roll hundreds and even thousands 
of miles at a stretch over the 
public highways, often spending 
little or no money within a state, 
and hauling cargoes that cause 
serious damage to roads and 
bridges not built to carry them.” 


Dismissal Request 
In Ward Case 
Denied by Court 


DENVER. — District Judge Rob- 
ert W. Steele last week denied a 
|motion by the U. S. National Bank 
to dismiss a $200,000 damage action 
\filed against it by J. K. Mullen 
|Corp. in connection .with the col- 
jlapse of Fred A. Ward's Hudson 
distributorship here. Judge Steel set 
a trial for Nov. 30. 
| The decision to permit Mullen 
jto continue its action to recover 
| $200,000 loaned to Ward, which the 
| firm says was turned over to the 
bank to cover overdrafts, followed 
ja day-long hearing in the judge's 
| chambers. 

Attorneys for the bank argued 
that the suit be dismissed because 


»|Mullen had no grounds on which 


|to charge the bank with fraud and 
deceit. Lester Hall, former execu- 
tive vice-president of the bank who 
also was on Ward’s payroll at the 
time of the Mullen loan, was said 
by bank attorneys to have had no 
authority to give any information 
|to the Mullen company on behalf 
of the bank concerning Ward’s 
account. 

The Mullen attorney claimed the 
‘loan was made on_ information 
|given by Hall to the effect that 
| $200,000 would place Ward in good 
| financial condition. The bank at- 
| torneys said the $35,000 commission 
on the loan, not Hall’s recom- 
|mendations, influenced Mullen to 
|grant the Ward loan. 
| Earlier, Hall was indicted on a 
charge that he received $3,500 from 
Ward, now serving a seven to 15- 
year sentence, when Ward’s firm 
received 119 loans and loan exten- 
sions worth nearly $6 million. 


| Wis. Realtor Fined $100 
|For Unlicensed Car Sales 
MILWAUKEE.—Lawrence J. 
|Bartos, a real estate dealer here, 
|was found guilty of selling auto- 
|mobiles without a dealer’s license 
and fined $100. 
| The state charged he had sold 11 
cars in one month last winter. 
Bartos contended that he had a 
right to sell the cars since he was 
an agent for a Texas dealer. The 
court ruled, however, that he 
| needed a state license, because he 
did not represent a licensed Wis- 
iconsin dealer. 





Featuring the action of the wedge, the wheel and the inclined plane in a'| 
completely electric-hydraulic operation. No power take-off! In action, an | 
electric motor powers the pump and cylinder, pushing two wheels up an | 
inclined ramp. This activates additional wheels moving within the steel | 
sills of the hoist to provide a high angle, drag free lift with less friction | 
and wear. The complete simplicity of this hoist keeps the cost down, opens | 
up a big new market for truck hoists. It will pay you to take advantage | 
of this opportunity for extra sales. | 
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feshand Senior handles big trucks. 

ote bigh angle of dump and rear 
push button control. 


Only The Jayhawk Has 
All These Advantages 


Electric-Hydraulic Operation. 
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Push Button Contro! § 


low on the truck frame, limited only by 
tire clearance. A release valve in the cab 
and push button controls in cab and at | 
rear of truck make operation easy. 


Positive Lock . . . Lowest Mounting .. . 
The Jayhawk remains positively and 
automatically locked at any height and 
in the down position. An automatic by- 
pass makes overloading impossible. The 
completely integrated mechanism mounts 


Only Two Models to Stock 





Lowest Mounting. 
Dual Push Button Controls. 


Automatic By-Pass to Ne game take-off o wate 00 pandie. nay to saemeee, i 
Prevent Overloading. a ess time and at a thir ess cost than most other 


Automatic Lock Down. 


Jayhawk Senior Jayhawk Junior 


For 4, % and 1-ton pick- 
ups with steel express or 
farm type bodies 6! to 9 
feet long. Three ton rated 
capacity. No extra battery 
required, the truck battery 
being sufficient. 


Automatic Lock at Any 
Dumping Height. 
Easily Installed. 

Completely Integrated. 

Less Weight for Power. 


For 1, 1'4 and 2-ton trucks 
with 9 to 14 foot beds. 
Seven ton rated capacity. 
Extra battery, controlled 
through a series-parallel 
switch, provides a_ 12-volt 
system for the hoist and a 
6-volt booster for the truck. 


Write for Jayhawk Franchise Details . . . 


WYATT MFG. CO., Inc. 





Walker ‘Banks’ on Public's Curiosity— 

In order to attract interest in its used cars, Walker Motor Sales, Inc. (Lincoln-Me 
cury), Dayton, O., has put up high in the air a huge replica of a bank which cor 
tains thousands of pennies. The public is invited to come to the lot, pick up a tick«'! 
dling pick-up with farm body. | from a salesman and guess the number of pennies in the bank. At the end of eac 

1903-1 953 | six-week contest, the best guesser receives the entire contents of the bank. Accordin 

|to John V. Walker, president of the firm, the device has brought a constant flow o 

50 YEARS FARM IMPLEMENT MANUFACTURING | visitors to the lot. Promotion on television and radio uses as a theme song “Pennic 

Dept Hee Salina, Kansas | from Heaven." According to R. H. Boos, used-car manager, 53 sales can be attribute 
| to this idea. 





Lower Cost. Jaybawk Junior in operation han- 


Today! 
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Hamper Output by Independent Makers .. . 


Workers Spurn Gear Pact 


(Continued from Page 1) | 


secre- 
con- 


national sent Emil Mazey, 
tary-treasurer, to Muncie to 
duct a ratification vote. 

* * * | 
or terming the action of} 
local officers “irresponsible,” 
urged the strikers to approve the| 
settlement and return to work. His| 
plea was overwhelmingly rejected | 
when only 20 of the 4,500 strikers | 
voted to ratify the settlement. 

If new negotiations are success-| 
ful, Willys expects to resume pro- 
duction about four days after the 
strike is settled. Studebaker will | 
need about a week. Nash has no 
plans to resume full output before 
August, while Kaiser at present has | 
no plans for reopening before June | 
15. If the Warner strike continues 
beyond that date, Kaiser, of course, 
will remain closed. 

Packard, Hudson and Chrysler, 
although partially supplied with 
transmission parts by Warner, so 
far have not been seriously ham- 
pered by the strike. 

A threat to Detroit’s tool and die 
industry apparently was averted 
last week when workers returned 
to their jobs after two days of 
sporadic walkouts. Union officials | 
said a scheduled strike had been| 
postponed so_ that negotiations | 
could be continued with 7 
pendent plants. | 

Success with the 72 independents 
will probably determine the fate 
of the 78 plants represented by the 
Automotive Tool & Die Manu- 
facturers Assn. An extended tieup 
of Detroit’s tool and die shops 
would doubtless delay introduction 
of new-model autos later this year. 


Walkouts at some of the plants 
followed a collapse in negotiations 
over a new contract to replace the 
one which expired May 31. At issue 
are holiday pay, shift differentials, 
wages and fringe benefits. The 
union has turned down a 15-cent 
package. 





= * * 


HE UAW last week was success- 

ful in extending to other firms 
in the auto industry the contract 
revisions it first secured at General 
Motors, Chrysler and Ford. 


Nash was the first to follow suit 
in wage modifications and was 
followed almost immediately by 
Briggs Mfg. Co., Gemmer Mfg. | 
Co., Budd Co. and Bohn Alumi- | 
num & Brass Corp. The latter 
four are automotive suppliers. 


Adjustments included an hourly 
boost in the annual improvement 
factor to five cents from four; a 
10-cent hourly raise to_ skilled 
workers and a 20-cent increase to 
pattern makers, and transfer to 
basic pay rates of 19 cents of the 
present 24-cent hourly cost-of-liv- | 
ing allowance. Pensions of $137.50} 
monthly maximum granted else- | 
where are still under discussion at | 
Nash, however. Budd pensions, al- | 
ready higher than elsewhere in the 
industry, were not changed. 

Firms which have not yet modi- | 
fied their wage structure include | 
Studebaker, Packard, Hudson, | 
Kaiser and other smaller compa- | 
nies. 





* x * 


ORD announced last week that | 
wage adjustments granted to| 





production workers had been ex- 
tended to approximately 43,000 
white-collar employes. 

Salaried employes will have $33 

a month transferred to their base 

pay from the old $42 cost-of-liv- 

ing allowance and will receive $26 
for the June-August quarter. 

Future adjustments in the cost- 

of-living differential will be made 

at the rate of $5.20 per quarter 
for each step in the table of 
allowances, 

Ford also announced an increase 
of 3 percent in the annual improve- 
ment factor for white-collar work- 
ers. The minimum boost will be 
$8.66 per month, Maximum pensions 


were hiked to match those given 


production workers. 
* * * 


N CHICAGO, the other side of the 

coin was turned at International 
Harvester. Harvester, gearing its 
wage escalator to the “old” cost- 
of-living index computed by the 
Bureau of Labor Statistics, cut the 
pay of its 75,000 workers by two 
cents an hour. 

John L. McCaffrey, Harvester 
president, in a letter to all em- 
ployes, noted that the auto com- 
panies had revised their con- 
tracts, then said: “We disagree 
with the theory that a contract 
is subject to change whenever 
one of the parties wants further 
concessions.” 

McCaffrey said Harvester is will- 
ing to meet with union negotiators 
“discuss what may be done after 
the old-series index ceases to 
apply.” 

Union spokesmen said the “auto- 
motive pattern” on pay revisions 
will be brought up in negotiations 
with Harvester later this month. A 
four-cent hourly improvement in- | 
crease is due at Harvester Aug. 21. | 

The “auto pattern” is also being | 
eyed significantly by union nego- | 
tiators in the steel and electrical | 
industries. 


Ed * * 
N IMPORTANT step toward | 
merger of the CIO and AFL| 

was taken in Washington last week | 

when leaders of the two labor fed- | 
erations agreed unanimously on a| 

“no-raid” pact. Such an agreement | 

had been the primary target of a) 


|}new drive to weld the two groups | 


into a single 15- million -member 
labor organization. Five tries since 
1937 have ended in failure. 

Details of the pact were not re- 
vealed, but it was agreed that an 
arbitrator would issue “final and 
binding” decisions in quarrels 
over raids, About 600 raids occur 
each year, with about one in six | 
being successful. What the AFL | 
plans to do about raiding within | 
its own ranks is still in doubt. 

Labor leaders, of course, are not | 
certain whether all the AFL’s 109 | 
unions and the CIO’s 33 will sign} 
the “no-raid” pact. If they do, and) 
if the pact is ratified by the two | 
federations’ conventions next fall, 
the agreement will go into effect 
next Jan. 1 for a two-year period. | 

Jurisdiction, labor spokesmen | 
said, would be the next problem 
considered as unity efforts are con- | 
tinued. 

* * * | 
N MINNEAPOLIS, the AFL 

Teamsters signed a new con- 





Kaiser Dealers Get Sales Bonuses— 

Dispatching of retroactive sales bonus checks for 1952 brought to more than $5 
million the total paid to Kaiser Motors dealers and distributors since the volume dis- 
count plan was started three years ago, the company said. Clerk Jenny Barlow dis- 


plays some of the bonus envelopes which 
relation to individual sales volume. 


went to dealers with amounts varying in 


tract, retroactive to Apr. 16, with 
the Minneapolis Automobile Deal- 


| ers Assn. 


Under its terms, some 800 service 
employes and mechanics will get 
pay raises of 10 to 22 cents an hour 
through an incentive option plan. 


|The association’s negotiating com- | 


mittee represented 57 
dealers in the city. 
* * * 


Dealers Sue Machinists 


For $100,000 in Strike 


VALLEJO, Calif. — A $100,000 
damage suit has been filed in Su- 
perior Court by 13 auto dealers and 
garage owners against the AFL 
Machinists in the wake of a strike 
last month. 

Each firm says in its complaint 
that it signed a contract two years 
ago which was to run to May 1, 
1954, without change. The com- 
plaints further charge that last 
April 29 the union demanded the 
contract be reopened on wage 
issues, and when the companies re- 
fused the strike followed. Firms 
and the amounts sought are: 

Marine Chevrolet Co. Mullen 
Motor Co. and Claude Wilson, each 
$10,000 plus $1,000 per week from 
the date the suit was filed; S & C 
Motors Inc., H. L. Freudenberg & 
Son, Mesick Motors, Earl Jensen 
and Clyde C. Simmons, each for 
$7,000 plus $700 a week; and A. P. 
Anderson & Son, Auto Mart, 
Bonded British Car Co., Coronado 
Auto Sales and Service and Al 
Young’s Automotive Service, each 
$5,000 plus $500 a week. 







| 
| 


| 





Wash. Safety Work Wins Commendation— 


L. M. Kauffman (second from right), retiring president of the Washington State Auto 
new - car Dealers Assn., receives from Jack Gregory, manager of the Automobile Club of 


Washington, a certificate of commendation for the traffic safety activities of the asso- 
ciation and its members at the WSADA convention in Spokane. Looking on (from left) 
are Ernie Major, Spokane dealer and NADA state director; Walker A. Williams, sales 
and advertising vice-president of Ford Motor Co., and Robert S. Armacost, president 


of NADA. 








Control Bill Stripped 





House Committee Kills Economic Authority 
Leaves Scarce-Material Provision 


WASHINGTON. — A bill to give 
President Eisenhower power to im- 
pose economic controls was stripped 
last week by the House Banking 
and Currency Committee. 

The denuded bill is expected to 
be reported to the House this 
week. About all that is left in 
the way of control is authority 
for the President to allocate 
scarce material necessary for de- 
fense production, 

Provision for a 90-day freeze on 
prices and wages was scrapped as 
was a plan to let the Federal Re- 
serve Board control credit during 
the freeze. 

Earlier, NADA had strongly op- 
posed the control provisions. 

In a statement filed by Alton 
M. Costley, chairman of its Na- 
tional Affairs Committee, NADA 
went on record as follows: 

“It is our conviction that short 





allout war, there can be no justifi- 
cation for enacting legislation 
which would give to other branches 
of government (branches other 
than Congress) authority to reim- 
pose direct controls.” 

Moreover, Costley’s statement 
contended: “Congress, and Con- 
gress alone, should always deter- 
mine whether or not there exists 
a national emergency serious to 
justify changing normal business 
practices by reimposing initiative- 
crippling direct controls.” 

However, Costley added, Congress 
could, at the same time it might 
declare any national emergency, 
also authorize the President to im- 
mediately employ any economic 


| controls necessary. 
| 


The AUTOMOTIVE NEWS ALMANAC is 
a year-round friend. Use it often for statis- 


of an extreme emergency, such as | tics, buyer information and personnel data. 
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GRAND ‘‘QUIET TONE’”’ 
DUAL TYPE MUFFLERS 
engineered for use in 
DUAL SYSTEMS 
Scientifically designed ‘flow 


control cones in tone cushion 
chamber and high frequency fil- 
ter type core with high velocity 
venturi rings resulf in maximum 
efficiency and proper tone con 


ide) | 


GRAND DUAL SYSTEMS AND 


GRAND DUAL HEADER 


All Grand Dual System equipment 
is specifically designed and manufactured 
to insure proper fit and ease of installation. Every 
Dual System is properly packed in a specially designed 
extra strong carton for safe shipment with even the rough- 


est of handling. 


Spun and double locked 
end caps . . . gas tight 
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Li ian Venturi rings. .> 
increase the velocity of 
the exhaust gases, 
thereby reducing 
back pressure. 
Self cleaning holes in 
highly perforoted high 
frequency filter 


and blowout proof. 


SYSTEMS 





GRAND TONE MUFFLERS 
are the result of 
thorough scientific 


research, development 
and testing by one of the 
country’s foremost 
research laboratories... 
GRAND TONE MUFFLERS 
are scientifically 
engineered and 

designed for tone. 


Spun and double tocked 
end cops . . . gas tigh? 
and blowout proof. 


Corrosion heat resistant 
high lustre aluminum 
finish . . . to help retard 
rusting and chemical 
action. 














ed heat resistant 
steel shavings. 
Packed to uniform 
density for filtering 
ond deadening sound 
woves. 





















Fiow contro! cone. 


Tone chamber. 
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WRITE TODAY FOR ILLUSTRATED CATALOG 


GRAND AUTOMOTIVE PRODUCTS CO. 


DIVISION OF GRAND SHEET METAL PRODUCTS CO. 
2055 Ruby St., Melrose Park, Illinois ¢ Factory and Warehouse at 2501 W. 24th St., Chicago 8, Illinois 
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Lathrop Hoffman Adds Dealership— 

Olin J. Hessell (left) hands the key to the Beverly Hills (Calif.) Studebaker sales-and- 
service layout at 9327 Beverly Bivd. to Lathrop G. Hoffman, new owner. Between them 
stands Clyde G. Riley, regional manager. Hessell is retiring after having been a 
dealer in Beverly Hills since 1937. Hoffman, son of Studebaker's Board Chairman Paul 
G. Hoffman, heads a dealership corporation in Los Angeles. John Van Trigt, recently 
Studebaker assistant regional manager in San Francisco, will manage the Beverly 
Hills store and will become vice-president of Hoffman Corp. 


Wondering how new-car and truck production and sales are making out? AUTOMO- 
TIVE NEWS gives you the entire story, plus many other pertinent facts concerning the 


automotive industry, every week throughout the year. 


AUTOMOTIVE NEWS, JUNE 8, 1953. 


Ford Dealer Story 


Book Reveals How Retailers Helped 
Put Car on the Map 





DEARBORN. The part played 
by Ford dealers since Ford Motor 
Co. was founded June 16, 1903, in 
helping to put America on wheels, 


lis told for the first time in pictures 


and story in a special issue of 
Ford Dealer magazine out this 
month. 


pocket-size book-—-over four times 
its normal circulation—-have been 
|ordered by Ford dealers for dis- 
| tribution. 

“Known as ‘The Ford Dealer 
Story,’ this special issue tells how 
Ford dealers helped change Amer- 
ica from a_ horse -and - buggy 


minded nation,” L. W. Smead, Ford 
division general sales manager, ex- 
plained. 

“It contains 112 pages of pictures 
|and text collected during the past 
nine months by staff writers and 





|researchers who interviewed 


| pioneer dealers from coast to coast. 
| And it is the first time automobile 


|history has been written strickly 








and Profits... 


...When you show 









© Morrison Carry-All Model B-910 for %4 and 1 ton 
Truck Chassis. 


Light Truck Dealers Find 
Carry-All Bodies Bring Business — 


WRITE US TODAY and you will get a detailed 
answer that will pave the way to extra 
profits on truck sales to the service trades. 
Carry-All Service Bodies not only open up 
additional sources of business, they also put 
you in position to take tough dollar com- 
petition out of the truck sales picture. 


MORRISON CARRY-ALL SERVICE BODIES are a quality 
product with a splendid sales history. Attrac- 
tively priced and backed by over 40 years of 
manufacturing experience. Modern factory. 
Ample capacity. Dependable deliveries. 


CARRY-ALL MODELS to fit all 14, 34 and 1 ton 


truck chassis. No special tools or equipment 
needed. Any man in the shop can install. 


MORRISON CARRY-ALL SERVICE BODIES are actually 
wanted by the service trades. They tailor 
your truck to fit the customer’s needs. Get 
out from under the burden of “bidding” 
for sales and close more business. Be a 
Morrison Carry-All Dealer. 


© Write for the story TODAY ! 


Carry-All Body with 
Caravan Top. 


Carry-All Body equipped 
with Ladder Bows. 


EITM ORRISON 


STEEL PRODUCTS, INC. 
680 Amherst Street, Buffalo 7, N. Y. 
ALSO MANUFACTURERS OF ROLY-DOOR STEEL SECTIONAL GARAGE DOORS AND MOR-SUM 








TRUCK SALES...Volume 


GO UP! 






Carry-All Sliding Roof for 
fully enclosed body. 






Carry-All Body with Pipe 
Racks and Vise Bracket. 









WARM AIR FURNACES 


More than 100,000 copies of the | 


country to the world’s most motor- | 


|from the standpoint of dealers who | 
actually lived the stories that are 
told.” 

The story opens in 1903 with the 
first Ford dealer, Billy Hughson, 
of San Francisco, whose original 
territory franchise covered the en- | 
tire west coast and the Hawaiian 
Islands. Hughson bought Henry 
|Ford’s cars even before the com- 
pany was incorporated, willing to 
take a chance that the horseless 
| carriages had a future. 


| Paying tribute to the machinists, 
| blacksmiths, liverymen and _ hard- 
| ware merchants who made up the 
bulk of the early dealers, the story 
tells how they helped create a new 
kind of business —the automobile 
business. 


The enthusiasm, imagination and 
hard work which they taught a 
skeptical public to manage a car 
or truck is told in recollections of 
pioneer dealers now in their 80s, or 
by their sons who grew up in the 
business. 

The development of sales and 
service techniques, together with 
| the way in which the automobile 
|changed America’s 
| covered 
|drawn from actual dealership oper- 
|ations through the years. 





O’Loughlin Upped 
In Auto-Lite Sales 


TOLEDO.—L. B. O’Loughlin has 
been appointed sales manager of 
the spark plug division of Electric 
Auto-Lite Co., it was announced last 
week by Royce G. Martin, president 
and chairman of the board. 

At the same time, Martin an- 
nounced a change in name for the 
division. Previously called the 
merchandising division, its formal 
name will now be the spark plug 
division. It will handle replacement 
sales of spark plugs, wire, cable 
and Bull’s Eye sealed-beam units. 

O'Loughlin, former|]y assistant 
sales manager of the division, re- 
| places H. R. Butts. 


Tractors 


(Continued from Page 6) 


cerned with credit activities, are 
expected to be absorbed in a 
|tractor division that will be organ- 
ized at Ford for the purpose of 
|taking over Dearborn Motors and 
| substantially all the assets of Wood 
Bros., Inc., of Des Moines. The 
| Wood firm manufactures farm 
| equipment. 
* * * 

OWEVER, the shift could af- 
fect Thomas R. Farrell, presi- 
dent of Dearborn Motors, and other 
|top Dearborn Motors executives. | 

Farrell would be among those to | 
be considered as head of a new} 
Ford tractor division. | 

Dearborn Motors came _ into 
being back in 1946 following a | 
break between the late Henry | 
Ford and Harry Ferguson, the | 
Irish inventor credited with in- 
teresting Mr. Ford in manu- 
facturing tractors. 

In 1948, Ferguson filed suit} 
against Ford Motor Co. and various 
of its executives, including Henry 
Ford II, charging patent infringe- 
ment. Four years later, Ferguson 
was paid $9 million under a con- 
sent judgment. 

During litigation Ferguson 
charged that Dearborn Motors was 
used by Ford as a lure to attract 
high-salaried executives such as 
Breech from other jobs in the auto 
| industry. 

He said Breech and others were 
persuaded to join Ford by being 
promised stock in Dearborn Motors 
which would offer them excellent 
profits at low tax rates. 


Obituaries 








Herman Hanni 

SIDNEY, N. Y.—Herman Hanni, 59, re- 
tired general manager of the Scintilla 
Magneto division of Bendix Aviation Corp., 
died May 22 following a long illness. One 
of the original group of Swiss engineers 
who established Scintilla Magneto Co, in 
1925, Mr. Hanni was general manager of 
the firm until it became a part of Bendix 
in 1929. 





* * . 


Lester S. Crane 
MIAMI, Fla.—Lester 8S. Crane, 65, re- 
tired auto dealer who was credited with 
opening the first Oldsmobile dealership in 


economy, : 
in a_ series of article 
| 








| Miami, died May 26 in a hospital. Mr 
Crane came to Miami from Bellows Falls 
| Vt 28 years ago 
” La * 


Raymond E. Montgomery 
LOUISVILLE. Raymond E. Mont 


gomery, 54, died after a seven-week illness 
Mr. Montgomery, in the auto business for 
33 years, was owner of Montgomery Chev- 


rolet Co 








Everything for 


Station Wagons 


PARTS AND USED 
Refinishing Kits 


Doors, Seats, Hardware, Etc. 


| 





Quick Service on 
REPAIRS & REFINISHING 


CANELL_ 


616 Communipaw Ave. 
Jersey City, N. J. 
DE 3-6898 and DE 3-1275 


Quick ies 


Dealer License Plate Holder 


Guaranteed 





Safe, fast and easy to use. 
Holds license plate secure to 
slotted bumper, plain and 
channel brackets. 


$1.00 per set of 4 
Cc. HOWARD 


1498 Overlook Drive Akron 7, Ohio 





Hevicrome Name Plates 


@ Zinc die-cast with heavy chrome 
plate — NO DIE CHARGE 


@ Quality chrome — EXTRA HEAVY 
@ Small orders filled 

@ Available in original designs 

@ Prompt delivery assured 


For complete details send for free 
illustrated brochure and quotations. 





FACTORY 
SECONDS 


Truck and 
Passenger Tires 


White Sidewalis 
15” High Tread | 

Used Tires 
MORRIE BLOOM 


335 E. Dickson Ave. 
Mansfield, Ohio 














STI BUILD SERVICE PROFI'S 


with personalized 


STEMAC 





DETAILS ON REQUE:T 


1281 SO. CHEROK:E 
DENVER, COLORAL 9 
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Helps Speed Vukovich to Victory... 








Pit Crew Shines in ‘500’ Race 


By Sam Sampson 
Staff Writer 

INDIANAPOLIS.—Bill Vukovich, 
34-year-old driver of Howard 
Keck’s Fuel Injection Special, won 
an impressive victory at the 37th 
annual 500-mile race here Memorial 
Day by following a blistering pat- 
tern of speed and endurance 
through the hottest afternoon in 
race history. 

Heat caused the death of Carl 
Scarborough, Clarkston (Mich.) 
driver, and forced nearly a score 
more into the pits where relief 
drivers took over. Some cars saw 
three drivers during the after- 
noon, 

Engines overheated, tires virtu- 
ally melted, and drivers constantly 
stopped at the pits for water and 
wet towels, as the sun sent the 
track temperature to 132 degrees, 
according to Firestone reports. 


Had it not been for the flying of | 


the caution flag four times, Vuko- 
vich surely would have set a new 
track record. In spite of all the 
hazards, however, he covered the 
500 miles at a speed of 128.740 miles 
per hour—less than two-tenths of 
a mile slower than last years 
record of 128.922 set by Troy Rutt- 
man. 

Last year, Vukovich was lead- 


(480 
con- 


, ing the race at 192 laps 
miles) when a_ steering 


nection broke on his car and he 





| A Kiss for Winner— 


Bill Vukovich gets a kiss from his wife 
after his victory in the 500-mile Indian- 
apolis race. Vukovich led on all but five 
of the 200 laps of the race and emerged 
with an average speed of 128.740 miles 
|per hour, compared with the record of 

128.922 set by Troy Ruttman in last year's 
| race.—United Press photo. 











Stewart Gives Kids a Circus Deal— 


A clown-face contest held by Stewart Motor Co. (Studebaker), Phoenix, Ariz., with 
150 circus tickets as prizes gave the youngsters of Phoenix a lot of fun and the firm 
plenty of publicity. The miniature arena display in the window caught the fancy of 
young and old alike. In additicn to the tickets, there were thousands of prizes con- 
sisting of candy, peanuts, soft drinks, ice cream and balloons. 





Auto News from Italy 


Fiat, Oil Firm Join Hands to Finance Building 
Of Modern Highway System 


a, Italy —(UTPS)—Fiat Car 
Co. and Azienda Generale 
Italiana Petroli, an oil and gasoline 
firm operating in the Po Valley, 
have formed a _ stock company 
under the name Sviluppo di Inizi- 
ative Stradali Italiane to finance 
the construction of highways in 
Italy. 


The step is an expression of 
the desire of industries interested 
in automotive development to 
overcome the inefficiencies of the 
Italian road system which hold 
down the demand for automobiles 
and gas, 


The Italian Road Administration 
had announced only recently that 
it had completed the construction 
of 3,000 miles of highways through- 


out the peninsula. 
* 


* * 


Output Up 32 Percent 


FFICIAL statistics from Rome 

show Italian output of motor 
vehicles in the first quarter of 1953 
increased 32.2 percent over the 
same period of 1952. 

Total production for the three 
months was 38,536, of which 30,- 
502 were passenger cars. Exports 
for the period totaled 7,017. 

Fiat is presently negotiating for 
sales of cars and trucks to Persia 
in exchange for petroleum prod- 
ucts. Other manufacturers are dis- 
cussing the building of assembly 
plants in Australia and South 
Africa. 

Reports say Volkswagen is nego- 
tiating with the reorganized Isotta 
Fraschini, of Milan, for the use of 
the IF works for production of the 
German utility car. 

Moretti & Co., of Turin, has 
started negotiations with the 
Swedish automobile industry for a 
license to build in Italy the latest 
type of Swedish four-seater which 


enjoyed so much success at the 
Turin International Automobile Ex- 
hibition. 

* * * 


U. S. Funds Sought 


T HAS been announced in Turin 

that leaders in the Italian auto 
industry will shortly submit to 
American banks a plan for the in- 
vestment of American capital in 
Italian auto factories. 

It has also been reported that 
American capital will be offered 
for the development of highways in 
Southern Europe and the Middle 
East to foster the demand for 
motor vehicles. Reports say that 
the proposal is backed by Ameri- 
can oil companies operating in 
Italy. 

* * * 
Import Boost Considered 


TALY is now considering the 

possibility to increase import 
quotas on cars after successful 
conclusion of an agreement for an 
exchange of British tractors against 
Italian fruits and vegetables. 

It is known, however, that be- 
cause of the high cost of gasoline, 
Italian farmers prefer diesel- 
powered tractors. 

Many efforts are under way to 
alleviate the gas situation. Drill- 

ings for oil at considerable depths 
are being made at a number of 
points, with at least one positive 
result so far in the Reggio Emilia 
Province. 

Italian engineers, however, are 
studying the possibility of building 
a diesel engine which runs on 
methane and might replace the gas 
engine in automobiles. Important 
research work in this field is being 
done by Ansaldo Co., of Genoa, 
which is also investigating the de- 
velopment of gas turbine-powered 
cars. 





skidded to a stop along the out- 


| side rail on the backstretch. 
The temperature was 86 degrees | 


at 10 a. m. when the Ford Sun- 
liner Pace Car, driven by William 
Clay Ford, led the field around 
the track for a flying start at 90 
m.p.h, The temperature continued 
to mount as the race wore on. 

A big factor in Vukovich’s win 
was his pit crew—one of the fastest 
and best organized pits for the 
race. For three pit stops, taking on 
four new tires and fuel each time, 
the Fresno (Calif.) driver lost only 
2 minutes 46.04 seconds. 

Vukovich won all the lap 
prizes except five, and they were 
lost during his first pit stop at 
the 48th lap. Fred Agabashian, 
Jim Rathman and Sam Hanks 
split the lead during those five 
laps. 

Three laps behind Vukovich in 
second place was Art Cross, driving 
his second 500-mile race, and hold- 
er of the “rookie of the year” 
award for 1952. Downward, drivers 
were listed in the following order: 
Sam Hanks, Fred Agabashian, 
Jack McGrath, Jimmy Daywalt 
(winner of the 1953 “rookie of the 
year” award,) Jim Rathman, Ernie 
McCoy, Tony Bettenhausen and 
Jim Davies. 


In eleventh spot, Duke Nalon, 
driving the remaining Novi Special 
after Chet Miller lost his life at- 
tempting to qualify the other dur- 
ing pre-race activities, won the 
sportsmanship award for the 1953 
event. After Vukovich had crossed 
the finish line, and the remaining 
cars were jockeying for final po- 
sitions, Nalon deliberately spun the 
big racer on the north turn to keep 
from hitting Gene Hartley, who 
had lost control of his car. 


Much pre-race attention was 
given to three Chrysler V-8 
powered cars—one entered by 
Murrell Belanger, Chrysler-Plym- 
outh dealer at Crown Point, Ind., 
and two by Roger Wolcott, of 
Indianapolis. None of the cars, 
however, was able to make the 
starting field. 

Marshall Teague, AAA stock car 
racing champion last year and 
driving his first “500,” finished 18th 
after being forced out of the race 
at 168 laps with lack of oil pressure. 
His car, the Fullerton Special, was 
owned by Hart Fullerton, Hudson 
dealer at Santa Monica, Calif. 

All of the cars in this year’s race 
were powered by 4-cylinder Offen- 
hausers, with the exception of the 
Novi Special, which is a_ super- 
charged V-8 special. 


Toll Roads Spur 
‘Evil of Diversion,’ 


House Group Told 


WASHINGTON.—“It is our con- 
tention that, in nearly all cases, toll 
roads could be in large part fi- 
nanced from diverted funds, and 
that toll roads are likely to give 
further emphasis to the evil of di- 
version,” declared J. T. Sanders, 
legislative counsel for the National 
Grange, as he testified before the 
roads subcommittee of the House 
Public Works Committee. 


Sanders also outlined points of 
Grange policy on farm-to-market 
roads. They are, he said: Diversion 
of highway user funds should be 
stopped; state-aid highway tax 
revenue distributed to local roads 
should not be used to replace 
former local revenue, but should be 
used for additional road con- 
struction; a uniform system of ac- 
counting should be required; a 
sound formula for the distribution 
of aid should be employed, and a 
competent engineer with adequate 
practical experience should be used. 


A long-range highway plan should 
be used, Sanders continued, with 
priority for roads serving as rural 
letter carrier, school-bus, and com- 
modity-collection routes; a second- 
ary road engineer and specialists 
should be employed in all state 
highway departments; secondary 





| 
| 
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Dealers Visit Chrysler in Unity Program— 

A group of 110 dealers from the Chicago region recently visited Chrysler plants 
in Detroit and met factory officials. It was the third group to visit Detroit in a program 
under which 3,400 dealers will be informed on Chrysler's future plans, President E. 


C. Quinn said. Quinn said the program 
possible dealer-factory operation. 
Schierbrock Motors, Davenport, la.; Ernie 


Shown here are (from 


is designed to develop the most efficient 
left) Frank Wilson, of 
Smith, of Glen T. Smith Motors, Danville, 


Ill.; Gene Wilson, of Schierbruck Motors, Rock Island, Ill., and Charles Neely, Chrysler 
merchandising manager. The Chicago group was followed by a group of 100 from 


the Pittsburgh region. 





NUCDA Directors Okay 
Convention at Biloxi 


DETROIT. — Selection of Hotel 
Buena Vista, Biloxi, Miss., as the 
convention site of the seventh 
annual National Used Car Dealers 
Assn, convention, October 7-9, has 
been approved by NUCDA’s board 
of directors. 

Delegates from at least 12 states 
attended the meeting and approved 
a committee investigation of a 
group insurance plan for NUCDA 
members. Final details of the plan 
will be announced at the con- 
vention. 

“Our proposed insurance plan is 
another step in our program to 
make working conditions in the 
used-car field the best in the auto- 
motive industry,” said Ray Hay- 
ward, president of NUCDA. 

In order to promote good in- 
dustry relations, officers of the as- 
sociation were hosts to factory 
used-car representatives at a cock- 
tail party. 

Auto factory men attending were 
M. J. Harris of the Chrysler di- 
vision; L. E. Austin of Dodge; 
William A. Keller and E. B. Rebhen 


Wire Wheels Made 
Available for 
Sale by Dealers 


LANSING.—Motor Wheel Corp.’s 
new wire wheels, introduced as fac- 
tory-installed optional equipment on 
some 1593 auto- 
mobiles, have 
been adapted to 
fit most cars, M. 





F. Cotes, presi- 
dent, announced 
last week. 


The wheels are 
being made avail- 
able to automobile 
dealers for instal- 
lation as original 

ka equipment on new 
M, F. Cotes and old model 
cars. Motor Wheel is the only pro- 
ducer to offer wire wheels to auto- 
mobile dealers, Cotes said. He ex- 
plained that, up to this time, only 
a few makes of new cars offered 
such accessories and then only as 
factory-installed optional equip- 
ment. 


Two types of wire wheels are 
available—with spokes chrome- 
plated or painted. The bulk of 
Motor Wheel’s output to auto man- 
ufacturers so far has been chrome- 
plated wheels, Cotes said. 





of Lincoln-Mercury; Paul Mc- 
Keown and R. J. Molloy of Nash; 
G. B. Hogan of Pontiac; Herbert 
Crawford of Studebaker; C. J. 
Staufenbeil of Cadillac, and Harvey 
Howard of Oldsmobile. 


Delegates to the board meeting 
were Ray Hayward, Omaha; James 
C. Downing, Atlanta; Ray Miles, 
Norfolk, Va.; Arthur M. Waterman, 
Portland, Me.; R. W. Workman, 
Lubbock, Tex.; Louis A. Geller, 
Akron, O.; Irv Rubin, Cleveland; 
Allan S. Bergman, Hillside, N. J.; 
J. Dewey Rice, Washington; Jack 
Geller, Detroit; William Lee, Tulsa, 
Okla.; J. M. Vickers, Houston; 
William Fitzpatrick, Waterbury, 
Conn.; W. B. Patterson, Jackson- 
ville, Fla.; Frank Nichols, Augusta, 
Me.; Herb Calfin, Detroit; John M. 
Mohrhardt, Saginaw, Mich.; James 
C. Baker, Gulfport, Miss.; Max 
Friedman, Cleveland; Jack Davis, 
Dayton, O.; Ben Franks, Philadel- 
phia; Saul Grossman, Pittsburgh; 
Ray Williams, Fort Worth, Tex.; 
Clyde McLaughlin, Lubbock, Tex., 
and Dan Hux, Norfolk, Va. 


Also attending the meeting were 
General Counsel Ray Dickey of 
Washington; Field Director Miles 
Elliott; Yale Simons, Detroit, and 
Sanford Markey of Cleveland. 


‘Heat’ Rubber 
New Synthetic Found Useful 


For High Temperatures 


BOSTON.— A recently developed 
duPont synthetic rubber is a prom- 
ising candidate for high-tempera- 
ture applications in the automo- 
bile, aircraft and rubber-processing 
industries, a company research 
chemist told the rubber division of 
the American Chemical Society 
here. 

Dr. Ward J. Remington of the 
duPont polychemicals department 
laboratory, said that the rubber, 
Hypalon chlorosulfonated poly- 
ethylene, was found to be service- 
able after constant exposure for 
two months to 257 degrees F. of 
heat—45 degrees above the boiling 
point of water. 

This means, for example, that 
sparkplug “boots” made of Hypalon 
for use in high-compression auto 
engines where temperatures around 
257 degrees are common, would re- 
main serviceable for 72,000 miles at 
an average driving speed of 50 
miles an hour. Boots are the covers 
which help keep sparkplugs dry 
and the engine running during wet 
| weather. 





Several Ways to Turn Over a Car— 
Ray Weaver Pontiac, Etna, Pa., has a novel way of illustrating the importance of 


new and used-car turnover. “If You Must 


Turn Over Your Car, Turn It Over to Us," 


road funds should not be dispersed | signs inform the public. The drive, combined with radio and newspaper promotion, 


to other types of roads. 


is reported to have trebled sales during 


January and February. 
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El ~~ Sieswomme” | More Reo Trucks Bought by Army 


LANSING.—Reo announced last! is in its fourth year of productio 
| week that it had received negoti-| of the Eager Beaver. 
m= j}ated contracts totaling $61,831,082 
“aq |from the Army’s Detroit Ordnance ’ ° 
District for military vehicles and Steermanship 
spare parts. Hansen Motors, Inc. (DeSoto 

Bulk of the order, according to| Plymouth), of Kansas City, recentls 
Reo President Joseph S. Shere jr., exhibited the only known midge 
|is for Eager Beaver 2'%-ton trucks.| steer in the midwest, weighing 10: 
| The new contract raises the pounds and standing three fee 
amount of unfilled military business | high, in a “corral” on its main floo: 
on the company’s books to approxi-| in a steer-naming contest offering 
mately $153 million, he said. Reo! $1,350 in prizes. 


on 


@ Increase the value 
| More Profits © Promote buyer 


| Faster Profits acceptance 


Move Your Used © Speed the sale 
CARS! 














oe 
| 
| 


Lansing Displays Its Products, and 150,000 Admire Them— Reer-Trenk M AT q 
The two-day Industrial and Automotive Show in downtown Lansing last week attracted an estimated 150,000 visitors from cen- 

tral Michigan. Among the many prominent displays was the above street scene of the Oldsmobile exhibit, whose main feature » 

was the Starfire, which was brought for this special purpose from the General Motors Motorama traveling exhibit. A 12-block | LOW PRICE—PERFECT FIT Qvolity —fit com- 

section of the city was roped off and traffic rerouted during the event, while the crowds were entertained by Betty Clooney and | parable to original equipment... but priced up 


Lucille and Johnny, Oldsmobile’s “Singing Sweethearts.” 


to 50% less. Complete lines for Chrysler prod- 
ucts, Ford and Chevrolet. 


Used-Car Market Reported Holding Steady... MA 
D.C. Jobs Cut, Car Sales Rise nn FS 


DANVILLE, ILLINOIS 















By William Ullman employment predictions for the|thus far this year, while the used- APPEARANCE SELLS CARS 
Washington Correspondent future, the Washington Automotive | car market was said to be “holding 
WASHINGTON. — Despite the|Trade Assn. last week announced | steady.” shit dati i aii 


loss of jobs here under the Ejisen-|a 21 percent increase in the sales 


, In other merchandising fields 
hower Administration and gloomy!of new cars for the Capital area 


| sales are said to be “off,” but 
| this is attributed to unusually 
| bad weather. 


Difficult to track down is the re- You GET MORE SALES MILEAGE 


port that some dealers are boosting | 


sales via “long” deals. No one| FOR YOUR ADVERTISING IN 


could be found, who would admit | 

to such practices. s j 
Wiiaie Waaee tee tem sleet at OREGON ... with the Oregonian 

firings in Washington since Janu- 

ary, there also has been consider- 








OL 


able reemployment. Many of those | Your sales story goes farther . . . develops more sales 
released by expiring agencies are power with The Oregonian's 33,172 daily circulation 
being taken on in other posts. ‘ : 

re As a rule, those who come to leadership over the Oregon Market's second newspaper. 
Washington to work do not go That's why The Oregonian is first in Automotive adver- 
“back home” or move to other ee ; 
cities. The Capital is steadily grow- tising . . . first in sales! 


ing, as evidenced by the parking, | 
transit, theater and restaurant jam. 

So far there has been nothing | * THE 
to indicate that Washington is orEGONIAN 
ee or that business con- |,, your pest CARLENE, OASSSe 

itions are on the downgrade in 

any local business field, except OREGON BUY! 225,421 Daily 283,744 Sunday 
for seasonal reasons of a tem- | Represented Nationally by Moloney, Regan & Schmitt, Inc. 
porary nature. . 

Most residents earn good salaries, 
are generally substantial and mo- 
tor-minded. There would seem to 
be no reason for automobile dealers || If you are — 


° eee ee BUILDING . . . ENLARGING 
SCT Mpa mals A Terry Appointed — Replacing Inadequate Tower Control Equipment 


| You should definitely consider the Fiash-A-Call Service Control System, a Program 
CAR SOLD a4 SERVICED Brakeblok Head | of service management to combat the coming competition. 
We th hi derstand the problems of your service department and will person- 
NEW YORK. ~M. B. Terry has ally aaa feo with you, the corrective measures that can be taken, sell or lease 
been appointed president of the a complete program including all necessary equipment, train your entire service 
American Brakeblok division of personnel so a they understand benefits and obligations, guarantee results or 
you owe us nothing. 


the Oregonian 
























THESE FEATURES 


American Brake ‘ : : 
We guarantee to increase customer paid labor 25% or more, increase absorption 
° SELL VENTSHADES Shoe Co. He was ied and improve customer relations. P 

The test of any accessory is how ¢ Open-window ventilation formerly execu- Write, stating name and title, dealership, and amount of paid labor and our nearest 
well it repeats year after year. An when 00 ralas or enews tive vice-presi- representative will contact you at once. 
overwhelming percentage of car dent of American 
owners who cae had Ventshades © Safety from exhaust fumes Brakeblok. FLASH-A-CALL SERVICE CONTROL SYSTEM 
i Terry joined 1112 S. Wabash Ave. Dept. NA-12 Chicago 5, Il. 
installed on one car want them on © Less fogging of glass | 


American Brake- 
blok in 1943 after 
experience in 
sales in the auto- | 


motive field and) MAKE UP TO $50 PER ORDER — Nothing to Buy! 


Army service Every car and truck dealer, rental service, garage, 

roa during World| gas cuidon: used car dealer or parts distributor is 
World War II. He became general | a good customer for our complete line of hig'- 
sales manager in 1948, vice-presi- selling, specially designed, personalized Christmas 
dent in 1949 and executive vice- Cards featuring authentic, beautifully colored 
president in 1952. ; reproductions of “old-timers” including eaily 

Terry succeeds W. T. Kelly jr., models of Buick, Cadillac, Chevrolet, Chrysler, 


who continues as a vice-president Ford, Hudson, Nash, Oldsmobile, Packard, Pca- 
of the parent company and presi- tiac and Studebaker. 


f th ivisi : 
_ oa ee es oe Show our sample line . . . make the SURPRISE 


ican Brakeblok since 1950. Kelly BONUS OFFER and take the order. Each cad 
will devote additional time to the| Wil! be imprinted with firm or individual name. 
development of the sintered metals | Act fast . . . Write today for FREE SAMPLES and complete details. 


operation which the company re- AUTOPRINTS, 220 E. 46 Street, New York 17, N. Y. 
cently organized. 





every car they buy. That is one of 
the reasons why Ventshades con- 
tinue to produce handsome profits 
for dealers who sell them. Sell 
them yourself and see. 


© Shade from the sun 








¢ More comfort the year ‘round 
e Added beauty for the car 


© Quick, easy installation. indi- 
vidual designing for each make 
and model assures accurate fit 


© Made to meet exacting stand- 
ards of car manufacturers. 
© Won't rust or rattle 








Ventshades are the original rain 
and sun shields. Avoid substitutes. 





Contact your Ventshade wholesaler or 
write direct for complete information 





AUTO VENTSHADE COMPANY « CHAMBLEE, GEORGIA 


IN ATLANTA'S FINEST INDUSTRIAL SUBURB 

















Car, Truck Output Estimates 
By Automotive News 
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PASSENGER CARS 


(U. S. PRODUCTION ONLY) 


Week Week dan. 1 Jan, 1 
Ended Same Ended Total to to | 
June 6, Week, May 30, May, June 7, June 6, | 
1953 1952 1953* 1953* 1952* 1953* 
CHRYSLER 29,473 20,609 24,231 111,756 427,395 594,883 
Chrysler 4,353 2,810 3,284 15,136 58,152 86,574 | 
DeSoto 2,718 2,225 2,684 12,469 43,865 62,787 | 
Dodge 7,990 5,284 6,022 27,784 114,043 156,728 
Plymouth 14,412 10,290 12,241 56,367 211,335 283,794 
FORD 4,774 20,567 2,023 93,852 398,477 543,742 
Ford 2,286 16,124 . 69,992 310,704 415,540) 
Lincoln 1,703 620 1,468 6,542 13,231 24,101 
Mercury 785 3,823 555 17,318 74,542 104,101 
GENERAL MOTORS .. 65,942 39,148 63,730 278,506 811,899 1,315,982 
Buick 13,258 6,870 11,591 49,182 145,921 237,675 
Cadillac 2,507 2,235 2,514 10,510 40,454 54,350 
Chevrolet 31,787 19,413 32,459 139,475 399,572 661,386 
Oldsmobile 8,134 4,763 7,660 36,550 102,894 166,704 
Pontiac ‘ 10,256 5,867 9,506 42,789 123,058 195,867 
KAISER MOTORS 2,277 714 5,490 49,421 43,169 
Kaiser 1,214 714 3,045 27,328 18,351 
Willys 1,063 2,445 22,093 24,818 
CROSLEY ‘ 56 : 1,315 ‘ 
HUDSON 1,376 1,46 1,347 7,364 36,473 45,330 
NASH 3,503 4,319 3,423 17,017 60,290 95,759 
PACKARD 2,398 1,449 2,466 9,783 29,168 53,160 
STUDEBAKER 3,372 3,087 3,532 22,329 79,148 86,162 





Total Cars, U.S. z 





110,838 2,930 101,466 546,097 


1,898,586 2,778,187 





*Revised. 
COMMERCIAL CARS 
(U. S. PRODUCTION ONLY) 
Week Week dan. 1 Jan. 1 
Ended Same Ended Total to to 
June 6, Week, May 30, May dune7, June 6, 
1953 1952 1953* 1953* 1952* 1953* 

CHEVROLET 6,154 6,847 6,005 30,437 148,671 191,861 
CROSLEY 1 auc sein 181 ndisveieed 
DIAMOND T 128 60 114 584 3,270 3,694 
DIVCO 50 80 50 210 1,579 1,195 
DODGE 2,506 3,555 1,471 9,781 74,687 53,064 
FEDERAL 60 36 74 244 773 868 
FORD 1,082 4,817 aa 17,785 103,418 113,419 
GMC “n 2,471 2,560 2,367 11,251 53,155 63,353 
INTERNATIONAL 1,126 2,567 1,101 7,537 71,163 58,317 
MACK 264 194 258 1,033 5,324 5,242 
REO ........ 324 353 329 1,416 8,193 7,758 
STUDEBAKER 270 1,270 244 2,500 28,454 24,533 
WHITE 324 229 318 1,346 6,422 6,792 
WORM 660.550... ‘ 2,086 sins 5,153 51,620 40,087 
MISCELLANEOUS .. 270 308 270 1,175 6,901 6,920 
Total Trucks, U. S. 15,029 24,963 12,601 90,452 563,811 577,103 


- Total Cars, Trucks, _ 
U. Ss. ..125,867 
- Total Cars, Trucks, ; 
Canada 
Grand Total 
Cars and Trucks, 
U. S. and Canada .. 








137,789 


117,943 


128,204 


114,067 636,549 2,457,397 3,355,290 


. 11,922 10,261 = 11,616 = 49,218 == 162,338 232,859 


125,683 685,767 2,619,735 3,588,149 





*Revised. 


Drive, Sterling, Nash, etc. 
N.B.: 





By Donald M. Lyons 
Staff Correspondent 

ST. PAUL. — (UTPS) — Two-tone 
cars of the “roaring 20s” opened 
the way for the origin of one of 
this city’s biggest industries, the 
manufacturing of “Scotch” tapes. 

The story actually begins with 
the production headache of auto- 
mobile manufacturers: how to get 
a clean, sharp edge where one 
color meets another by using 

high-speed painting methods 
made possible by the automatic 
spray gun, 

Production men tried masking 
one area with paper while the other 
area was being painted. They held 
the mask in place with homemade 
glue concoctions or surgical adhe- 

sive tape. It worked all right in 
theory, but the glue often stuck too 
tightly and had to be scraned off. 
And the adhesive tape permitted 
paint solvents to seep through. 

A tape that would seal against 
solvent was needed, one that would 
stick tightly without water the 
moment it was applied and remove 
easily without lifting any paint. 

In 1925, Richard Drew. a young 
laboratory worker at Minnesota 
Mining & Mfg. Co. here accented 
the challenge. Several months later 
he had a tave made with pressure- 
sensitive adhesive coated on a light 
tan paper-backing treated to resist 
paint solvents. 

Drew’s auto masking tape was 
the grandfather of todav’s 3M 
family of over 200 Scotch tapes 
which in turn come in over 1,000 
variations. Next major develop- 
ment by Drew came in 1930 with 





Miscellaneous includes Autocar, Corbitt, Marmon H., Brockway, Four-Wheel 


All U. S. totals include cars and trucks for military orders, 


How Auto Sired New Tape 


Problems of 2-Tone Car Painting Opened Way 
For Pressure-Sensitive Adhesive 





the development of transparent | 
cellophane tape. 
Meanwhile, new uses were being | 
found in other industries for the | 
auto masking tape. It was found | 
good for packaging, splicing, seal- 
ing, holding, identifying and rein- 
forcing. New tapes have been roll- 
ing from the 3M laboratories and 
off 3M production lines ever since. 


Masking tapes have been devel- | 
oped with special resistance to high 
temperatures and with special! 
properties for work on delicate, | 
difficult surfaces like enamel and 
baked finish. For spray painting 
and interior decoration, 3M makes 
a tape of thin construction to pre- 
vent buildup of paint along the 
edges and flexible enough to con- 
form tightly to curved and angular 
surfaces. 

The line also includes tapes with 


high mechanical strength and cor- 
rosion resistance. 





| Chrysler Bieidou 


Names Prass 


| 
DETROIT.—-Mark Prass has been 
named general service manager of 
the Chrysler Division. He succeeds 
Frank Van Halteren, who has been 
assigned as a special representative 
on the West Coast. | 


Moulder Ups Cyrier | 
Bernard Cyrier has been named 
service manager of Moulder Motor 
Co. (Chrysler-Plymouth), 215 S. 
Lafayette Blvd., South Bend. He 


formerly was assistant service 


manager. 


AUTO LEASING EXECUTIVE. 


ee A 


et 





Auto Parts Men Gather in Miami— 


Officers of the National Standard Parts Assn. talk things over at the southeastern 
regional session in Miami, Fla. Shown (from left) are George W. Stout, wholesaler 
advertising counsel; J. L. Wiggins, executive vice-president, and C. A. Klaus, president. 


Miami Auto Jobber Show 
Attracts 20,622 Visitors 


MIAMI, Fla.— A total of 20,622 
visitors attended the sixth South- 
east Automotive Show held here 
for three days in the Dinner Key 
Auditorium, according to Foster 
Steward, manager. 

Stewart also reported that there 


were 226 manufacturer exhibitors 
and 315 sponsoring jobbers, repre- 
senting 500 sales outlets. 

Parts jobbers from 11 states 
participated in the show, which 
was preceded by meetings of their 
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regional group and of the Motor 
Equipment Wholesalers Assn. 

C. A. Klaus, president of the 
National Standard Parts Assn., who 
is sales vice-president of Mare- 
mont Automotive Products, Chi- 
cago, was the principal speaker at 
the kickoff dinner. He _ spoke 
strongly in favor of better and 
safer roads. He pointed up Flori- 
da’s needs for the Jacksonville- 
Miami turnpike. 


Output 


(Continued from Page 1) 


troubles at Budd Co., a body sup- 
plier. 
* * * 

—— car and truck production 

was resumed at plants in the 
Detroit area, and the remainder of 
the division’s assembly plants 
throughout the U.S. were scheduled 
to reopen early this week. Mercury 
output also was making a come- 
back, and the Ford company was 
able to do a bit better than double 
its slender total of the preceding 
week. 


A moderate gain was registered 
in the overall General Motors total. 

Final tabulations for May gave 
the industry a total of 636,549 
vehicles for that strike - ridden 
month, including 546,097 cars and 
90,452 trucks. 

This compared with April’s 729,- 
951 units, including 601,184 cars and 
128,767 trucks. Government - con- 
trolled production in May, 1952, 
totaled 501,417, with 393,696 cars 
and 107,721 trucks. 


- - Classified Want Ads - 


FOR RATES, ETC., SEE NEXT 
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Kindly Acknowledge 


Advertisers availing themselves of this 
Want Ad Section are requested to ad 
vise all respondents if and when their 
wants have been fulfilled. A 


fo Le) 


post-card 


will aL 


and your 


courtesy 


high 


help 


us maintain the regard 


Pn) 


lett tah 


this department enjoys. 


AUTOMOTIVE NEWS 


HELP WANTED 


Large 
volume, well-financed Ford dealer desires 
executive capable of assuming responsi- 
bilities in organizing and operating leas- 
ing company on a national scale. We are 
only interested in someone who can 
organize and assume complete responsi- 
bility of all departments pertaining to 
leasing of cars and trucks. Must have 
proven background and previous leasing 
experience. In reply, give age, quali- 
fications, experience. Write Box 2647, c/o 
Automotive News, Detroit 26. 


AUTO SALES AND EXECUTIVE assistant. 
Large volume, 
dealer requires experienced man to as- 
sist president. Must have thorough 
knowledge of automobile merchandising, 
managerial and sales background, be 
able to meet public, help salesmen close 
deals and assume responsibility of sales 
operations. Top salary, excellent working 
conditions. In reply, state age, quali- 


fications, experience and phone number. 
Write Box 2648, c/o Automotive News, 
Detroit 26. 


We are seeking 
truck salesmen 


SALESMEN WANTED. 
additional new car and 


particularly, to handle our increased busi- | 


is not essential if you 
are willing to work and learn. The op- 
portunity that we offer is unlimited. 
Reply in own handwriting giving age, 
education, business and personal back- 
ground to Asst. Sales Megr., Fulwiler 
Motor Co., 615 Texas St., El Paso, 
Texas. 

SERVICE SALESMAN. Young man, be- 
tween 25 and 35 years old, who will have 
opportunity to become service manager 
in the near future. Five hundred ex- 
clusive Cadillac account in middle east- 
ern seaboard states. Permanent job to 
the right man. Salary and bonus. Give 
complete experience, history and refer- 
ences. Write Box 2669, c/o Automotive 
News, Detroit 26. 

AN EXCELLENT OPPORTUNITY for 
salesmen covering new car dealers and 
accessory stores to carry a strong repeat 


ness. Experience 








well - established Ford 


| 


| 





HELP WANTED 
OFFICE MANAGER—One of Long Island, 
New York’s largest GM dealers. Thorough- 
ly experienced in office procedure and 
routine. Knowledge of automotive 
counting a must. Exceptional opportunity 
for the right man. Send complete resume 
of past experience and salary desired. 
All answers will be kept in strict con- 
fidence. Box 2664, c/o Automotive News, 
Detroit 26. 





SALESMEN—Covering small town dealers. 
Terrific money maker. Worth checking. 
Box 2663, c/o Automotive News, 
26. 


POSITION WANTED 
To this 


eT ae h mmol Eg 


Wanted Ads are accept 


for the 


Pos 


encourage classification 


employing readers tion 


d at half regular 


Py, 


each 


namely: 10 cents er 


ie het) 
Cash 


to ad 


Tart -teatela) n advan (Half dces 


ee 3 


Per 


not apply splay ads section 





GENERAL 
with ability to build and maintain a 
quality and profitable organization 
Qualified to assume full charge if owner 
wishes. Nineteen years automobile sales 
and general sales management, know all 


phases from sales to service, know used | 


car values, reconditioning costs, hire and 
build hard hitting sales force, etc. Age 


43, married, honest, sober, reliable, good | 





appearance, Character and ability will 
bear strict investigation, Excellent trade 
and bank references, Location desired, 
Los Angeles, San Diego, San Fernando, 
etc. Box 2650, c/o Automotive News, 
Detroit 26. 

GENERAL MANAGER— SALES MAN- 
AGER, 37 years old, 17 years experi- 
ence in large dealerships. Top organizer 


and know how to get best possible deals 
in buyers market. Top used car merchan- 
diser and appraiser. My methods always 
work. Sober and settled. Want perma- 
nent connections with well financed 
dealer and chance to buy into business 
after ability is proven. Best references 





from dealers and factory. Available 
June ist. Box 2601, c/o Automotive 
News, Detroit 26. ; 
GENERAL SALES MANAGER with new 
and used car experience (7 years), de- 


sires locate opportunity with dealer whc 
appreciates a 29 year old, 
ing representative with excellent proven 
record of sales, buying and management. 
Steady and honest. Living New York but 
relocate for a potential future anywhere. 
Box 2649, c/o Automotive News, 
26. 

TEMPORARY MANAGER AVAILABLE. 
Will relieve dealer because of vacation, 








order line of seat covers. An ideal side illness or estate. Ford or L-M only, 200- 
line for a constant source of income. 400 car dealership, Experienced. Refer- 
Advise all information and _ territory ences given and desired. Six month limit. 
covered. Kristy Mfg. Co., 599 N. W. West, S.W., S.E. preferred. Box 2621, 
29th St., Miami, Fla. c/o Automotive News, Detroit 26. 
SERVICE MANAGER for Ford dealership. | MR. DEALER Do you need a capable 
Must be familiar with all phases of serv- general manager? Available a man of 


ice operation and able to take complete 
charge. Attractive salary and _ bonus. 
Wonderful opportunity for the right man. 
Located within 40 miles of New York 
City. Box 2617, c/o Automotive News, 
Detroit 26. 





proven ability who can produce a smooth- 
ly functioning operation and _ increase 
volume in all departments with maximum 


profits. Salary and profit sharing basis 
only. Write Box 2665, c/o Automotive 
News, Detroit 26. 


ac- | 


Detroit | 


good appear- | 





MANAGER or sales manager | 





Detroit | 


POSITION WANTED 


AUTOMOTIVE GENERA L MANAGER. 
Ability to set up sales procedure, service 
follow-up to increase customer labor. 
Used car reconditioning for faster turn- 
over, Capable of training or building 
young organization, Improving quality of 
deals for volume dealer. Excellent closer 
and organizer. Native intelligence and 
mature judgement. Know how to get 
along with people and get things done. 
Will set up and train organization for 
thirty — sixty ninety days. If  satis- 
factory will consider permanent’ con- 
nection on profit sharing basis. Box 2666, 
c/o Automotive News, Detroit 26. 


GENERAL MANAGER. Enthusiasm is the 
keynote of any successful organization. 
When it reaches a high level, profits will 
follow. Most everyone will agree with 
this, but do you have it in your dealer- 
ship? Enthusiasm must be radiated, first 
inspired, then encouraged. That is the 
basis on which I will manage your or- 
ganization. I am a family man with 
excellent background, experience and 
education. Familiar with all phases of 
operation. Prefer Ford or L-M connection 
in metropolitan center. Box 2652, c/o 
Automotive News, Detroit 26. 


SALES MANAGER. Aggressive, Excellent 
background of experience in all phases 
since 1930. Now having full responsi- 
bility of dealership, 300 new cars per 
year. Not a drifter—been with same 
dealer for years. Capable of training 
personnel, appraising—buying. Excellent 
organizer with proven record of obtain- 
ing maximum efficiency and profits. 
Write to Box 2586, c/o Automotive 
News, Detroit 26. 


FINANCE MAN Experienced, credits - 
collections - solicitation - management. 
Interested executive position regional dis- 
count company or bank, Married, age 48. 











Successful background. Box 2651, c/o 
Automotive News, Detroit 26. 
SERVICE MANAGER, now employed. 


Capable of taking complete charge all 
phases service department. Experienced 
in ‘‘Big Three’’ dealerships. Desirous of 
locating in Miami area. Box 2638, c/o 
Automotive News, Detroit 26. 


DEALERSHIPS AVAILABLE 


DEALERSHIP HANDLING  Dodge-Plym- 
outh in middle west city of 500,000. Sell- 
ing 600 new units per year. New building 
and used car lot in ideal down town 
location for fifteen years. Will sell or 
lease property. Income last year $60,000. 
Building has 48,000 square feet. Partners 
wish to retire. Factory approval neces- 
sary. About $75,000 can handle deal. 
Reply Box 2630, c/o Automotive News, 
Detroit 26. 


WELL ESTABLISHED central California 
dealership in the heart of the San Joa- 
quin Valley. This dealership is grossing 
approximately $750,000 and enjoys better 
than average price class. Approximately 
$30.000 will handle including up to date 
equipment and adeauate parts inventory. 





Very desirable building available on a 
reasonable lease arrangement including 
used car lot adjacent. Box 2609, c/o 


Automotive News, Detroit 26. 

100 CAR LEADING independent located 
in northern New York State. No real 
estate to buy. Box 2622, c/o Automotive 
News, Detroit 26. 
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DEALERSHIPS AVAILABLE 


BUICK, GMC SALES and service agency 
for sale due to heart trouble. 120 car 
and truck potential—-has always been a 
money maker. New building in 1949. 
Must buy my equity in building. Parts, 
equipment, furniture, fixtures, prepaid 
expenses, etc., no good will. Will keep my 
used cars and accounts receivable. Foot- 
hill town in hunting and fishing area, 
wonderful climate, good schools and 
churches. Trade area of about thirty 
thousand with income from ranching, 
lumber, mining and summer and winter 
resorts. Apply Donald E. Kuhwarth per- 
sonally or write P. O. Box 956, Grass 
Valley, Calif 


AGENCY HANDLING PONTIAC-GMC, 60 
to 70 new units per year. West Texas 
town of 5,000. In the middle of the 
Permian Basin oil field Large shop, 
showroom and used car lot, good lease, 
no real estate to buy. Inventory around 
$18,000. Box 2667, c/o Automotive News, 
Detroit 26. 


OLD ESTABLISHED SUCCESSFUL 
dealership handling Chrysler’ product, 





owner retiring, doing a volume of ap- 
proximately $1,700,000. Excellent location 
and facilities, No real estate to buy. 
One of Pacific northwest's fastest grow- 
ing cities—population in excess of 150,- 
000, large additional trade area. $60,000 
will take care of 
furniture and facilities. To handle deal 
with working capital, approximately 
$100,000 needed. Factory approval neces- 
News, 


parts, equipment, 


sary. Box 2641, c/o Automotive 


Detroit 26. 


DEALERSHIP AVAILABLE handling one 
of most popular independent makes; lo- 
cated in one of the most progressive 
New Hampshire cities, on a main route 
with every kind of transportation facili- 
ties direct to largest eastern cities. 
Garage is one of most modern in terri- 
tory with offices, stock-room, showroom, 
large used car lot, and shop with two 
entrances. Reputation and credit houses 
firmly established. Will sell business and 
building or lease building. Write Box 
2657, c/o Automotive News, Detroit 26. 


DEALERSHIP HANDLING STUDE- 
BAKER. Well established in prosperous 
southern Michigan city. Population 15,- 
000. Modern service facilities, Complete 
stock of parts. Building available on 
lease. Used car lot adjoining. Must have 
factory approval. Box 2646, 
motive News, Detroit 26. 


DEALERSHIP — Established business, 
thirty-five years, near Syracuse, New 
York. Handling Oldsmobile, John Deere 
farm equipment. Box 2655, c/o Automo- 

Detroit 26. 








c/o Auto- 


tive News, 





WHEN BUYING or SELLING 
an 
AUTOMOBILE DEALERSHIP 


Consolt a Specialist 


LEO J. KLEM 


909 Fisher Bidg. Detroit 2, Mich. 





FOR SALE—Dealership handling Chevrolet 
in Colorado, 30 to 50 car potential. Fac- 
tory approval would be necessary. Good 
climate in heart of farming and stock 
raising community. Close to large gas 
and oil development. Reason for selling, 
poor health. Write Box 2631, c/o Auto- 
motive News, Detroit 26. 


MIDWEST DEALERSHIP in large metro- 
politan area handling Studebaker. Sales 
400-500 units—volume nearly two million. 
Twenty years same location. Sell for 
physical inventory—-parts and equipment. 
Excellent lease. Box 2656, 
tive Detroit 26. 


DEALERSHIP, 
Plymouth. Located 
Delivered 240 new cars, 
year. Lease 
price including 
cash, Box 2591, 
Detroit 26. 


DEALERSHIP HANDLING 
BAKER in _ southeastern Pennsylvania. 
Forty miles from Baltimore. Highly di- 
versified manufacturing center and best 
agricultural activity. Sell at parts and 
equipment inventory. No real estate. Box 
2658, c/o Automotive News, Detroit 26. 


200 CAR DEALERSHIP AVAILABLE 
handling Chrysler - Plymouth in _ large 
southern town. Ultra modern building 
and facilities. Terms available. Box 2659, 
c/o Automotive Detroit 26. 


CENTRAL ILLINOIS DEALERSHIP, 
handling Studebaker, in town of 20,000 
Excellent location. Parts and equipment 
will invoice over $30,000. Will sell for 
$25,000. Will lease or sell five year old 
building. Box 2660, c/o Automotive News, 
Detroit 26. 


DEALERSHIP HANDLING 


c/o Automo- 
News, 


handling DeSoto and 
in New York state. 
110 used last 
seven more years. Total 
inventory $50,000 — % 
c/o Automotive News, 


STUDE- 


News, 


FORD, Colo- 
Valley. Also Massey 
machinery. $350,000 
Partnership dissolving. 
2661, 


rado's Arkansas 
and Ford 
gross in 

Tremendous discount. Box 


Automotive News, Detroit 26. 


“BIG THREE’? DEALERSHIP in heart 
of hunting and fishing area of southern 
Oregon. Approximately $1,000,000 volume 

require $100,000 to 

Will keep 

Write Box 

Detroit 26. 


equipment 


farm 
1952. 
c/o 


last 
purchase 


year. Would 
assets and operate. 
receivables and used cars. 
2662, c/o Automotive News, 
DEALERSHIP. Building, 
and parts—-$50,000 will carry % of 
balance. Other leading dealerships are 
open. For more information write Atoka 
Motor Co., Atoka, Okla. 





GMC 





DEALERSHIP WANTED 


FORD-CHEVROLET-PONTIAC—200 units 
upward, anywhere. Qualifications,  fi- 
nances assured. Send complete informa- 
tion immediately. Box 542, White Plains, 
N. Y. 





WANTED 
FORD or GM DEALERSHIP 


Must have 400 or more units. | have cash 
and a factory green light. Ready to start 
working today. No waiting. 

Replies confidential. 
Box 2612, c/o Automotive News, Detroit 26. 


| 
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CLASSIFIED WANT AD DEPARTMENT 


Reaching an estimated 156,000 readers engaged in all branches of the automotive industry from Maine to 


California. Low Rates: TWENTY 


A Ube Met etd hh half-rates to encourage this classification for the benefit of our employing 
readers. Count initials and groups of numbers as one word. Ads may be signed with your full name and 
, in care of Automotive News, Detroit 26, Mich."' add 


One Dollar ($1). per insertion for address and extra service as replies are forwarded, unopened, the 


address at regular rates, but if signed ‘Box No. 


same day received. Display Ads: 
WANT AD DEPT., 


DEALERSHIP WANTED 


GM or FORD 
Agency 
WANTED 


@ Desire Franchise in Westchester 
€ounty, Long Island or Jersey. Will 
pay cash for good proposition. 
Adequate capital and fine back- 
ground of new and used car ex- 
perience. Can meet all factory re- 
quirements. Box No. 2670, c/o Auto- 
motive News, Detroit 26. 





WANTED—CADILLAC DUAL GM agency, 
100 to 200 units desired by qualified 
buyer. Had many years’ automotive ex- 
perience. Ample capital, prefer location 
within radius 500 miles New York City. 
Ready to deal. Replies held in_ strict 
confidence. Box 2639, c/o Automotive 
News, Detroit 26. 

CHEVROLET --175-350 

Pacific northwest. 
Cash. Box 2653, 
Detroit 26. 





units. South—west 
Strictly confidential. 
c/o Automotive News, 





WANTED AUTO AGENCIES 


We have qualified buyers for all size auto 
agencies throughout the United States. All 
replies held in strictest confidence. 


DAVID JARET CO. 
Established Over 29 Years 


150 Montague St. Brooklyn 2, N. Y. 
ULster 2-5600 





DEALERSHIP WANTED. — Profitable 
dealership in southwest area or southern 
California. Experienced operator has 
eash for 100-300 car deal. No used cars 
or accounts. Will rent property. Box 2654, 
c/o Automotive News, Detroit 26. 





CHEVROLET—-NORTH JERSEY. Factory 
approval assured. Write full particulars. 
Strictest confidence. Box 2343, c/o Auto- 
motive News, Detroit 26. 


FORD DEAL WANTED 
250 OR MORE UNITS 


Prefer California or southwest region. 
Factory Approval—Cash 
Strictest Confidence. 


Consider volume Lincoln-Mercury 


Write or Wire 


Box 2671, c/o Automotive News, 
Detroit 26. 





DEALERSHIP WANTED 
CHEVROLET 


Minimum of 250 Units 
Prefer South or Southwest 
Factory Approval—Strict Confidence 
Rent Only—Unlimited Cash 


Box 2672, c/o Automotive News, Detroit 26. 





DEALER SERVICES 





INVENTORY SERVICE 
Complete parts and accessories inventories 
for all dealers by qualified full time em- 
ployes. Final report discussed with dealer or 
his appointed representative only. Operating 
in Southeastern States. 


The Geo. E. Kinney Inventory Service Co. 





727 Ponce de Leon Place, N.E. Atlanta, Ga. 
Atwood 3892 
NEW! MODERN! FAST! 


MACHINE RECORDED INVENTORIES 
Eliminates possible error. Cuts time in half. 
Original recordings left with dealer for 
safe-keeping in case of fire. Perpetual in- 
ventory setup or present system revised. 
Accurate, confidential. LOW COST. 

INVENTORY PARTS SERVICE CO. 
5050 Joy Road Detroit, Michigan 

Texas 4-7450 





INVENTORY 
sories. Top type personnel, 
procedures, up-to-date records. Model. 
year breakdown for Ford, Chevrolet, 
L-M and MoPar dealers. Fast service 
eastern half U.S.A. Talbot's Inventory 
Service, 124 S. Woodward, Birmingham, 
Mich. Midwest 4-5355 or 4-8460. 


organized 








| 


SERVICE, Parts and acces- | 


CENTS (20c) PER WORD for each 


SSB Prt ae en 


AUTOMOTIVE NEWS, 2666 PENOBSCOT BUILDING, 





DEALER SERVICES 


insertion. Cash in advance. Position 





DETROIT 26, MICH. 





CARS FOR SALE 











INVENTORY SERVICE 


Ports Accessories 
large and Small Deaierships 
Inventories taken, price extended and sum- 
marized within 24 hours. Expert partsmen 
do all the work. Accurate, unbiased and 
confidential. Inventories accepted by all 
accountants and by the government. 


ALLIED INVENTORY CO., INC. 
1831 E. 79th St. Chicago, Ill. 
ESsex 5-8300 





INVENTORY SERVICE 


Parts and Accessories Depts. 
Full-time experts. No pickup, part-time help; 


confidential and unbiased. Certified reports. | 
Also special buy-sell service. Experienced 
organization — in business since 1939. Free 


booklet on Parts Department operation sent 
on request. Call or write for service details. 


Automotive Inventory Service Co. 
10040 Freeland Detroit 27, Mich. WE 3-6449 





BUSIN 


SSS OPPORTUNITIES 





FLORIDA INVESTMENT. Valuable 
come property now under lease. Dixie 
highway, West Palm Beach. Fine store 
building. Corner display lot and bunga- 
low, now two apartments—converts to 
three bedroom house. 
low as $20,000, That with rental money 
plus reasonable monthly payments, over 
seven years, pays total balance, This 
means an _ $85,000, today’s valuable 
property for about $51,000 cost to buyer. 
An excellent investment now and for the 
future. Box 9, Wheeling, W. Va. 





Be 

| YOUR OWN PROFITABLE BUSINESS. 
Exclusive territory. Employ salesmen. 
Sell automotive jobbers, dealers. Proven. 
Guaranteed. Works like magic. Economi- 
cal. Unusual profit. Easy sales. Uphols- 
tery and paint cleaner shipped in barrels. 
Distributor fills smaller containers, 75% 
financed, Zipp-reme Chemical Co., Greens- 
burg, Pa. 

OPPORTUNITY—Used car business, house, 
garage, gas station; all new, modern. 
Very clean setup, excellent reputation. 
275 units sold, last fifteen months. Buy 
at $35,000 or $3,000 for business and 
lease at $165 per month. Write F. J. 
McKeon, Rt. 7, Ashley Falls, Mass. 


GARAGE—SACRIFICE SALE. Popular car | 


agency—county seat. Steel building, fine 
corner on federal and state highways. 
Complete new equipment. Large used car 
lot adjoining. One grand bargain. Hurry. 
Arthur Real Estate, Dodgeville, Wis. 


Partner will sell % interest for $25,000. 
May be purchased on partnership or 
stock basis. Firm owns complete modern 
building and _ facilities in prosperous 
farming community. Box 2668, c/o Auto- 
motive News, Detroit 26. 


CARS FOR SALE | 


WE 
SELL WHOLESALE 


WE 
SELL EVERYWHERE 
Over Three Hundred Cars 
“New and Used” 
And Trucks on Hand 
At All Times 


Wire or Phone Us Your Needs 
All Makes and Models 


Cars - Trucks - Trailers 








| BEN FISHEL 


| 





AUTO CO. 


2114 Sycamore Street, Cairo, Ill. 
Phones 652 — 653 — 654 


ATTENTION DEALERS!! 


SPECIALIZING IN THE SALE OF 
EX-TAXIS 


| Excellent Bodies - Good Motors - 
Upholstery New 


BUY NOW — LOWEST PRICES EVER 
| 1950 


| Plymouths — Fords — Chevrolets 
1 to 500 


| MORRIS FREEDMAN 


54th & LINDBERGH BOULEVARD 
PHILADELPHIA 43, PA. 
| SARATOGA 7-2300 SHERWOOD 7-1700 


Heaters 





Cash payment as | 


CALIFORNIA PACKARD DEA LERSHIP. 





USED CAR 
DEALERS 


WE WHOLESALE 





BUY IN DETROIT 


Save Hundreds of Dollars from 
Automotive News’ Average 
Used Car Prices 


SEE HANSON 
CHEVROLET CO. 


Two Lots and 200 Cars 


14601 E. Warren 
13130 Gratiot 
Detroit—Tuxedo 1-5840 





ATTENTION! 
USED CAR BUYERS 


We currently have for sale a nice selection 
of low mileage 195! and 1952 Chevrolets, 
Fords and Plymouths in coupes, two and four 
door sedans. 





These cars can be seen at— 
ROBINSON AUTO RENTAL, INC. 


Please note change of address 
229 S. HANSON ST., PHILADELPHIA 39. PA 
|. E. Spatig, Used Car Manager 
Phone: Sherwood 8-1500 








KEN SCHAEFER'S 


The Only Indiana 


AUTO AUCTION 
In Continuous Operation Since 1943 
EVERY THURSDAY 


Dealers Meet at the Cross-Roads of America 
INDIANAPOLIS, INDIANA 
Art Grandi, Auctioneer 
CORNER CAPITAL AND MORRIS STS. 
Market 8541 — Belmont O15! 


IN THE HEART OF INDIANAPOLIS 


VACATION & BUY 


IN FLORIDA 
AT THE SAME TIME! 
5 Clean, Top-Notch 
Late Model Cars 


THE COUNTRY’S BEST VALUES 
You Buy—We Forward Anywhere 


COUTURE CAR RENTALS 


Exec. Offices 825 Fifth St. 
MIAMI BEACH, FLA. 
Teletype MM 79 Tel. 5-116 





AUTO AUCTION 


TIM ANSPACH 


"Midway", Stop 20 
Albany-Schenectady Road 


ALBANY, N. Y. 
(For Dealers Only) 


EVERY MONDAY ... 12 NOON 
Member of N.U.C.D.A. and N.AA.P.A. 


BUYING or SELLING 


Your Greatest Dollar Valve's at 


CARL E. MARKER'S 
FORT WAYNE 
AUTO AUCTION 
Indiana's Oldest Auction 
One of America's Best 


Sale Every Tuesday — 11:30 A. M. 

| Open All Night Monday 

| Phone E-1254 Phone E-5209 

| 324 West Main Street, Fort Wayne, Indiana 
We Guarantee All Checks 

Dealers Only 





' 













CARS FOR SALE 


CLEVELAND 
AUTO 
AUCTION 


4305 EUCLID AVE. 
CLEVELAND, OHIO 


Every Wednesday Noon 
Phone Henderson 1-9219 


Inside Sale—Rain or Shine 


Chester Davis, Auctioneer 
Wm. Bill Cunchula, Owner 





ATTENTION DEALERS!!! 


200 Fine Cars and Trucks Whole- 
sale, reconditioned ard ready for 
sale— Tow Bar Service — Storage 


Phone us for motel reservations 


N. Northwest Chevrolet Co. 


Woodward at 13 Mile Royal Oak, Mich. 
Lincoln 5-1100 
“Home of Michigan's Finest Automobiles” 


Doc Greiner 
Auction 


Held Every Thursday 
1 P.M. 


in 
TOLEDO'S MILLION DOLLAR 
SPORTS ARENA 


TOLEDO, OHIO'S ONLY 
AUCTION SALE 








CARS WANTED 


EIGHT PASSENGER CADILLACS, Chrys- 
lers and DeSotos. Only exceptionally 
sharp late models considered. McClin- 
tock-Cadillac, Lansing, Mich. 





WANTED 
USED CARS 


Attention new car dealers and car rental 
companies. If you need an outlet for used 
cars at fair west coast prices. Write Box 2673, 
c/o Automotive News, Detroit 26. 





PARTS FOR SALE 


GM PARTS 


Shipped Anywhere 
Same Day 


GMC PARTS 


Phone—Wire—Write 


FRANKLIN-WEBER PONTIAC 


6101-25 N. Clark St. Chicago 26 
Direct Phone—AM 2-7117 


CHEVROLET 
PARTS 


WE WILL BE YOUR 
DETROIT 
HEADQUARTERS 


For hard to get items. 


Orders shipped same day. All shipments 
Cc.0.D. 


Grand River Chevrolet 


5135 Grand River Detroit 8, Mich 
Tyler 4-5308 


Genuine Oldsmobile Parts 
Largest Olds parts wholesalers in the midcle 
west. Shipments made promptly. 
GREBE OLDS 


3400 S. Kingshighway 
Flanders 0800 St. Louis 9, Mo. 











PARTS FOR SALE 





Wholesalers 


“WORLD'S LARGEST DEALER 
OF GENUINE BUICK PARTS” 


Shipped Same Day 
WRITE—WIRE—PHONE 
All Shipments C.O.D. 


GORDON BUICK 


Formerly 
ROBERTSON BUICK 
“EDGE OF THE LOOP" 
1000 S. Wabash Avenve 
CHICAGO 5, ILL. 
WAbash 2-1030 


GENUINE 
STUDEBAKER 
PARTS 


®@ Large Complete Stock 
@ Ship anywhere — Same Day 


NORTHSIDE MOTORS 


4232-42 Natural Bridge 
St. Louis 7, Mo. 
LU. 4860 


PARTS WANTED 


NEED NEW TOP or clean set top bows 
for 1936 Ford Phaeton. Jess Wright, 


Covington, Va. 
TRUCKS FOR SALE 


TWENTY-FIVE CHEVROLET 4x4—1%- 
ton four wheel drive trucks purchased 
from government surplus, Ideal for any 
off the road requirements and rough 

these four wheel drive 

trucks will make their own roads. $595 
and $695 fob Atlanta. Fulton Auto Ex- 


terrain 


change, 190 Edgewood Ave., N. 
Atlanta, Ga. Main 2134. Cal. 6171, 


1ys0 GMC MODEL 350 with Braden 
wrecker equipment, excellent condition. 
All special wrecking lights included. Two 
speed axle. Rear tires 825-10 ply. Cost 
new $3,500. Sale price $1,775. Nally Pon- 


tiac Sales, Phone 494, Macomb, IIl. 


FOR SALE. 1947 DIAMOND T wrecker 
with Holmes double crane and electric 
brakes. Wagner Willys Sales, 1111-12 E. 


Morgan, Ph. 8338, Kokomo, Ind. 


FOUR 1946 WHITEHEAD and Kales auto 
transports with doors. All modifications, 
clean, ready to use. $1,850. Mayse Motor 


Co., Springfield, Mo. Phone 4-0354. 
BUSES FOR SALE 


USED BUSES. 1947 Ford Superior, 48 


passenger. 1947 Dodge Superior, 


passenger. 1946 Ford, 29 passenger, high 
headroom. 1952 GMC Oneida, 60 passen- 
ger. 1952 Ford, 48 passenger. National 
Bus Sales Co., Inc., 101 N. 33rd St., 
Philadelphia 4, Pa. Phone BA. 2-7605. 


BUSES WANTED 


WANTED—new or used school buses, 1946 


to 1953. Fords, Chevrolets, GMC’s, 


ternationals. 46 to 66 passenger. Prices 
must be attractive. Full information in 
first letter. Box 2633, c/o Automotive 


News, Detroit 26. 





FOR QUICK RESULTS USE 


AUTOMOTIVE NEWS WANT ADS 


BUICK PARTS 


Quantity Shippers—All GM Parts 








| 
SHOP EQUIPMENT FOR SALE | 


FOR SALE. Kaiser - Frazer signs One | 
large outside neon sign. One large out- | 
side service sign. One Kaiser-Frazer | 
window sign. One Henry J window sign. 
Write J. C. Jeanguenat, 366 Everett St.. 
Dixon, Ill. or phone 43248, Dixon, Il. 


SHOP EQUIPM ENT WANTED 





USED BRAKE DRUM LATH and _ used 
wheel straightening machine. Please call | 
or write giving make, model, condition 


and price. Cheap Chev. Co Flemings- | 
burg, Ky. Phone 2261 | 
ANTIQUE CARS FOR SALE 

—_ = = ioe cannes — | 
ATTENTION STUDEBAKER DEALERS. | 
1908 EMF 30, New tires, new top, new 
paint, motor overhauled. Entire car in 
A-1 condition. Completely rebuilt. Will 
sell reasonably. Write, wire or call. Bob | 
Spangler, Mattoon, Ill. | 











1913 FORD TOURING, 19—Detroit electric, | 
1920 Maxwell touring, 1922 Studebaker | 
‘Big Six’’ touring, 1923 Chevrolet tour- | 
ing, 1923 Franklin sedan, 1926 Ford | 
coupe, 1930 Lincoln Cabriolet, 1930 V-16 | 
Cadillac limousine. H. D. ‘‘Tip’’ Chis- | 
holm, Asheboro, N, C, | 


1937 ROLLS-ROYCE, 25 H.P. sedan, A-i| 
throughout. Will wholesale for $1,500. 
Write P. O. Box 66, Gulfport, Miss. 


MISCELLANEOUS 


WHO KNOWS WHEREABOUTS of Mr. 
Edward Zap, born 1891, former Aus- 
trian. Worked as designer at General 
Motors, Detroit 2, Mich., 3022 Grand 
Blvd., Research Laboratories, Power 
Plant from 1925-1927 on development of 
LaSalle motor car, Please communicate 
with Mrs. Hans (Margaret) Fisher, 1455 
Drummond Sst., Apt. 615, c/o Mrs. 
Bourgeois, Montreal, Canada. 


ENGINE REBUILDING — Crankshaft 
grinding and metalizing. John P, Hughes 
Motor Co., Inc., 800 Commerce S&t., 
Lynchburg, Virginia. 


DRIVER TRAINING CONTROLS. Most 


cars from $25 plant. AADTA Engineer- 
ing, Keyser, W. Va. 
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FOR SALE 


Secondary 
Nickel-Plating Grade 


No Allocation Necessary 


SABIN METAL 
CORPORATION 


366 Broadway New York 13, N. Y. 
Telephone—COrtlandt 7-4077 








— $100 REWARD — 
For Information Leading to Recovery 
1950 DODGE SEDAN 
Motor No. D 34 19358—Serial No. 31431534 
New Jersey License No. HC2368 
Helio Caldas—Antonio Guerra, Mortgagees 
Skipped from Weehawken, N. J. 
Wire — Phone 
MAIN INVESTMENT CO. 
1102 Main Ave. Clifton, N. J. 











DUAL CONTROLS 


DUAL STEERING WHEELS 


For Driving Schools 
Ford, Chevrolet, Plymouth 


ALBRIGHT MOTORS « Prov., R.I. 
119 Snow St. GAspee 1|-4848 


ATTENTION Dealers 


1951 - 1952 


CHEVROLETS — FORDS 


— PLYMOUTHS — 


All Models 


CLEAN — READY TO SELL 
PRICED RIGHT 


All Cars Guaranteed — No Taxis 


er 
FRAN K before you buy! ! 


CHEVROLET 
6100 Block, N. Western Ave. 


Chicago, Ill. 


Phone Hollycourt 5-2000 


WE WHOLESALE ONLY 
And Deliver Anywhere in U.S.A. 








DEALERS PREFER 


THE 4 COUPLER V TYPE 
BRAKE - MOBILE 


TOWePILOT 


Trade-Mark — Patents Pend. 
WITH LUBRICATED 
AUTOMATIC BRAKE 


FOR SAFE AND SMOOTH STOPS 
Meets All 1.C.C. Requirements 


ONLY 
With Brak 
Net Prize 992.35 ‘Hook-up’ 


Federal Tax Included 
Fits '39 through '53 Bumpers 


Steering Cables Optional $9.90 


4 COUPLER V TYPE 
MOTO - MATIC 


TOW e GUIDE 


Trade-Mark — Patents Pend. 
Meets 1.C.C. Strength Requirements 
ONLY 

Fed. Tax 


Net Prive $44.85 Included 


Fits '39 through '53 Bumpers 


MINUTE - BOY 
TOWe PILOT 


Trade-Mark — Patents Pend. 


For Rapid Installation 
In Intrastate Service 
2 Perfection Couplers 


Fits '39 through '53 Bumpers 
Meets Strength Test Requirements 


ONLY 
Net Price 934.80 iiides 


LIBERAL QUANTITY DISCOUNT 
TO DISTRIBUTORS 


WRITE, WIRE OR PHONE TODAY 
Factory Sales Division 


PILOT DISTRIBUTING CO. 
BATTLE CREEK 9, MICH. 


Phone 2-5257 All Dept's. 


LEADERS IN THE INDUSTRY 
SINCE 1939 


I.C.C. DEMANDS 


Controlled Steering 
On All Hook-Ups 


- - » also Safety Chains 
BE SAFE — BUY 


Automatic Braking 


The ORIGINAL "YELLOW" 
Tow Bar. The ONLY Unit 
That Gives You A Full Floating 
WRIST ACTION Ride and Tow 
on all type roads 


COMPLETE with 
Guide Cables and 
BRAKE HOOK-UP 


Meets ALL 1.C.C. Requirements! 


WITH BRAKE HOOK-UP 
ONLY . . 95145 suc 
Meets 1.C.C. Strength Requirements 


IN 
CASEwith’ Wheels & Handles 913.95 


(Add 55c¢ for Padiock with 2 keys) 


—SPECIAL— 
Protecto Covers (Tailor Made) 
Carrying Bags $1.00 & $3.50 
SAFETY CHAINS, set of 2, only $2.50 
UICK-TOW, B - 
——. Tow .. $1 9.50 


CASE-LOT 6 UNITS, only . . ... $17.50 
. + * 


TRI-KING 3-Point Hook- 
Up intra-State Tow Bar $32.50 
(Folding ‘'V'' Type) 
All Prices include 8% Fed. Excise Tax 


TOW BAR SALES CO. 


Exclusive Factory Distributors 
AS NEAR AS YOUR PHONE 
DE 2-0700 AN 3-8888 DO 3-8373 MO 4-4485 
40 So. Clinton St., Chicago 6, Ill. 





























DEALERS’ 
CHOICE... 


With FORDS, CHEVROLETS & PLYMOUTHS in the Pot! 
2 or 4 Door Sedans and Club Coupes. The Latest Models 





Deal yourself a good deal. Deal with us where you're sure of 
fast, fat profits on these choice late models. We sell to dealers 
only. Our cars are in top condition. Dealers everywhere know 
we offer best choice at best prices! 


See our indoor displays! Write, Phone or Wire 


Mr. Arthur Schear Mr. W. A. Wright 


4038 Chestnut St. 13315 Brookpark Road 
Philadelphia 4, Pa. Cleveland 11, Ohio 
EVergreen 2-0400 Winton 1-7660 


We'll Sell You 1 or 100 Cars! 


FOR SALE 
1 AND 2 YEAR OLD CHEVROLETS 


ALL COLORS - - - - ALL MODELS 


DELIVERED RIGHT TO YOUR DOOR 
A Year Round Source of Supply 


ALL CARS DRIVEN BY ONE PERSON 
These are not abused Taxis or Fleets 











You Appraise the Units 
If Your Price is a Fair One, They're Your Automobiles 
If interested Write or Phone 


TRANSPORTATION VEHICLES INC. 


230 Greenpoint Ave. Brooklyn 22, N. Y. 
EVergreen 3-4800 
PLEASE — SUPPLY BANK REFERENCES — PLEASE 


WE ALWAYS HAVE HUNDREDS OF CARS 
TO WHOLESALE 





AUTO AUCTION 


CLEVELAND, OHIO 
Every Monday at Noon 


13315 Brookpark Rd. 


Midway between Chevrolet and Ford Plants 
2% miles from airport 


Phone Winton 1-9911 


Joe E. Johnson, Manager and Auctioneer 





New Subscription Order 


Send Automotive News to Address Below 
for One Year $8 [_] or Two Years $14 [_] 
for which check is attached [] or send bill [—] 





AUTOMOTIVE NEWS, PENOBSCOT BLDG., DETROIT 26, MICH. 
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Congratulations and good luck 
to every member of the 


Ford Motor Company! 


HOUDAILLE - HERSHEY Corp. 


1500 FISHER BUILDING * DETROIT 2, MICH. WK “ te 
. 7 %/ i 





